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ook BEHIND THE SALESMAN 


THe personality of the salesman whoserves you 
is important. So is his knowledge and ability. 
But more important still is the company he 
represents, the products he sells, and the 
profits you can earn through these products. 

Consistently for 44 years, consumers have 
learned they always get extra value when they 
buy Webster products. We have been special- 
ists in making superior carbon papers and 
typewriter ribbons all those years, and we 
have developed special processes which bring 
longer wear and better service. You can turn 
that good will into cash business, with a highly 


satisfactory margin of profit, simply by featur- 


mF. §. WEBSTER COMPANY 





ing the Webster name. 

Consistent with our progressive policy, we 
are doing more advertising in 1933 than in 
1932! We are going ahead steadily, helping 
you sell more of our carbon papers and type- 
writer ribbons, helping you make more prof- 
its. Full steam ahead! 

Ask our salesman for window and counter 
displays. Progressive, alert, active merchan- 
dising is the key to more profits 
help you. We can help you through our rep- 
resentative—the salesman who calls on you. 
He knows his business, and behind him is a 


and we can 


powerful, resourceful company. 


13 AMHERST STREET 
CAMBRIDGE, MASS. 














{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, officedevices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
tionery. Its comprehen- 
sive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 


{| No person, firm or cor- 
poration, either directly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
interests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
It will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- For the benefit of the subscribers the li rerth 

facturers in each division of the industry. Because of the ground classified. a! S the requirements po ongcnt: ot 
for honest differences of opinion, the publishers obviously can- office are represented. Should subscribers be interested in any 
not undertake to guarantee transactions between advertisers and article of office equipment not listed here, they are cordially i 4 
customers. They do, however, offer their service in resolving  vited to communicate with the service bureau through which 
any disagreements which result from relations established the information will be promptly and cheerfully furnished by 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. Subscribers 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word. 


Minimum charge, $1.60. 





APPLIANCES 


SITUATIONS WANTED 











ESMAN AND XN kt rivi x l 
lieid, a I nnect n wit kg d stationel ind 
equipme! ret er, tO manage fl ippliance depart- 
H s s ns of Royal, L C 
I \ st k one Dictaphone and 
jul] ent shelving, safes, supplies, 
e Wes i \ nsider opportunity 

Ad G e Office A inces, Chicago. 

YU S " ent statione man, age 40 years, 
( ex] ience in the busi- 
re Pe order Thoroughly 
£ I ine ent Clean record 
I iking change Box G-124, 


I \ SA S URGANIZER pen tor new connection 
represented important American type- 

1 eastern and southern Europe Now | 

l ip similar w k for any other manu- 

fl | vent. Thoroughly 





nditior ind dealers in Austria, 
] ly, 1 nd, Roumania and the 
x] re tion to s Ameri- 
I | t that particular sec- 
\ ‘ Office A] Chicag 
( I SA SMAN and i £ KS new ¢ nnection 
n s v nuftacturer W 
j rly operated his ow 
prominent retailer in middle 
Out ndus present but ready to return 
\ G Off Appliances, Chi 
SITUATIO WA M f l, now nne d 
v x I ed all kes pew rs, expert Un 
il d Var | W go anywhere Ad 
( y i) ADI il ~ < 


NI I Pil WRITE! M HANIC d S positior 
I ‘ W & inywher 
\ Ol ADI i ( £ 


STATIONERY MAN who formerly served one of the leading 
inufa ire! nh an executive capacity and is out of the field 
I availa for sales position with some estab- 

lished neern in the stationery trade, either wholesale or re- 

tail Qualified t direct entire les program or to help 
inuf turer ling to the dealer Can furnish excellent 

reference nter ed parties Address F-117, care Office 

ADI I ‘ 

FILING SUPPLY nd equipment salesman with seven years 


expe ence sé t fi ge cabinets index systems, shelving, 
ockers, « nd irs in sales promotional work for 
leading manu turer, seeks new connection either as repre- 


ntative f nut urer calling upon the trade or with 
I d dealer w is interested in developing his steel 
juip t ind supply business Actively engaged now but 
Ll Pp t 4 change on short notice. Address 
I ) I ort Al i es, Cl g 


sESMAN on all office ma- 


ALL AROUND MECHANI AND SAI 
I I j rs experience W accept position any- 
her I is Hawa Best of references. Must 
per! nent Addr s F-120, care Office Appliances, Chicago. 
DESIGNER ns Ww Lf pany looking for 
d ‘ I nt n addressing machines, and their auxiliary 
; stes 1) r produ s Served tl Addre ssograph Co 
r 2 year wl t having handled many of their 
r deve pments, and supervised their assembly. Locate 


At 
Kranz, 1528 N. Menard Ave., Chi- 


SALESMEN WANTED 


XPERI N ’ SALESMEN t sell n addition to other 


! our ! n filing supplies and equipment direct to 
fl Ad Office Appliances, Chicago 
EXPERI N oO! IC} EQUIPMENT and filing supply 
salest n war lt er Pittsburg ind surrounding terri- 
tor f ‘ Address T-98, care Office Ap- 


CONTROLLED LINES”’—We have several off appliances 
g five dollars on which we protect salesmer 
spe fied territory. Give references and other lines car 


Reply V-90, care Office Appliances, Chicago 


SALESMAN NOW CALLING on banks, also court houses to 
plete line of stock bound and loose leaf records 
Fred Procter, 324 E. 9th, Cincinnati, 


handle our con 


as special forms 


office 
west 
Office 


WANTED EXPERIENCED SALESMEN for high grad 
chair line for east central territory and also for south 
territory. State qualifications fully. Address V-87, care 


Appliances, Chicago 


office Ss 
Appli- 


direct 
Office 


REPEATERS for men selling 
handled. Address V-89, care 


TWO 50C 
Specify lines now 
ances, Chicago. 

desk manufacturer in 
line which is priced 
Address T-100, care 


SALESMAN WANTED to represent 
Philadelphia territory. An established 
right and offers fine sales opportunities. 
Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 


STATIONERY SALESMAN, 15 years experience, with a 
acquaintance among the wholesale and retail comn 
tioners in the New York metropolitan territory is looking for 
line of merit to add to the item he is now handling 
Address G-126, care Office Appliances, Chicago 


wide 


ercial sta- 


a side 


REPRESENTATION OPEN—CALIFORNIA representation de- 
sired for leading wood desk and chair lines, filing system sup- 
plies and stationery items, or by Salesman highly 
skilled in dealer building and special contract work for public 
complete drawings. Box G-125, Office Ap 


spec ialties, 


buildings, making 
pliances, Chicago. 





established 
Ad- 


MANUFACTURERS REPRESENTATIVE with 
office seeks office appliance line for Northern California. 
dress F-118, care Office Appliances, Chicago. 


HELP WANTED 


GENERAL SALES MANAGER anationally known m 
turer in office appliance field with high commercial rating and 
good earning record during depression requires capable ex- 
cutive For an experienced man financially able to 
$25,000 we have an unusual proposition. Address V-88, care 
Office Appliances, Chicago. 





inulac- 


invest 


WAREHOUSE AND DELIVERY SERVICE 


supplies has ample 
other manu- 
equipment 
Located near the 
address V-91 care 


CHICAGO 
facilities to 

cturers 
Can make 


» distr 


MANUFACTURER of office 
warehouse merchandis: ot 
selling to stationery and office 
regular and special deliveries. 
t For further information 


Office Appliances, Chicago. 


some 


dealers 


POR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold Maloney, Gilmore Co., 508 S. Dearborn, Chicago 


ELLIOTT FISHER MACHINES “Type writers, Adding Ma- 
hines, all Office Equipment, bought and sold Chicago Office 
Appliance Co., 533 So. Dearborn, Chicago. 


MODEL 10 DICTAPHONES, Ediphones, 200M series offered to 
dealers at prices that will make real profits \ filing 

akes bought and sold Hanover Office Equip- 
New York City. 


isible 
equipment all n 

ent Co. Ine., 80 Greenwich Street, 
ELLIOTT-FISHER machines bought Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, 


sold and rebuilt 
Wis 


MULTIGRAPH RIBBONS re-manufactured (Juaranteed 


work, quick service Send us your old ribbons today Also 
144 yard reel typewriter ribbon fabric, of any inking, a spe- 
Ity Lewis Co., 95la N. 4th Street, Milwaukee, Wis 


MECHANICS WANTED 


TYPEWRITER MECHANIC wanted to work in enterprising 
Michigan town on small salary and commission Located in 
1 center which is receiving benefit of increased demand and 
higher prices for its principal industry. Small shop with op- 
portunity for right sort of repairman Address V-92 
Appliances, Chicago 


care 


Office 

















JULY, 1933 
Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
~ « for ten cents each in cash, postoffice 
money orders or — check. Stamps and 
personal checks not accepted. 
Design Patent No. 90,056. Combined desk and 


Lewis C. Travers, Gardner, Mass. (as- 


chair support. 
Derby Company, Gardner, Mass., a cor- 


signor to P. 


poration of : omens Filed Apr. 30, 1932. 

Serial No. 43,6 ; 
1,909,934, Inkwell. Frederick A. Draper, Cleve- 
Filed Oct. 10, 1931. Serial No. 568,146. 


land, Ohio. 
l, 


909,944. Loose leaf binder. Franz, 


Charles H. 


Jr. Milwaukee, Wis. Filed Dec. 9, 1929. Serial No. 
412,863. 
1,910,144. Table edging. James A. Bales, Aurora, 


ill, (assignor to Lyon Metal Products, Incorporated, 
Aurora, I1l., a corporation of Illinois). Filed Apr. 4, 
1930. Serial No. 441,477. 

1,910,156. Desk. Richard W. Ericson, Chicago, 11. 
(assignor to Mead & Wheeler Company, ee, iu. 
a corporation of Illinois), Filed Aug. 2, 1930. Serial 


No. 472,628. 

1,910,329. Typewriting machine. George G. Going, 
Middletown, Conn. (assignor to Remington Typewriter 
Company, a corporation of New York). Filed May 2, 
1927. rial No. 188,243. 

1,910,353. Print guide. Marshall H. Murray and 
John E. Nelson, Kansas City, Mo. Filed Sept. 4, 
1931. Serial No. 561,124. : 

1,910,395. Rotary punching device. Joseph OD. 
Kreis, Cleveland, Ohio (assignor to Bonnar- a 
Fanform Company, inc., New York, N. Y., cor- 
poration of Delaware). Filed Aug. 4, 1931. “Serial 
No. . . 

1,910,400. Savings bank recording machine. Wal- 
ter S. Marder, a N. J. Filed Feb. 14, 1929. 


Serial No. 339, 

1,910,516, Lotter and record file, and the like. 
Paul E. Bensenberg and Harold J. Newcombe, Shreve- 
Serial No. 567,622. 


ort, La. Filed Oct. 8 1931. 

1,910,568. Document paper. Theodore J. Snyder, 
Chicago, Ill. Filed April 30, 1932. Serial No. 
608,53 

1,910,657. Filing cabinet. Robert W. Turner, De- 
troit, Mich. Filed Apr. 6, 1931. Serial No. 528.057. 

1,910,689. Compressor lock for filing devices. Vic- 


Jones (assignors to 
Jamestown, N. Y., 
Filed Nov. 9, 1932. 


tor A. Gronberg and James R. 
Art Metal Construction Company, 
a corporation of Massachusetts). 
Serial No. 641,856. 

1,910,738. Locking and clearing device for calcu- 
lating machines. Harold T. Avery. San Luis Obispo, 


Calif. Filed June 18, 1927. Serial No, 199,840. 
1,910,760. Chair. James A. Garrow, St. Paul, 
Minn. (assignor to The Fritz-Cross Company, St. 
Paul, Minn., a corporation of Minnesota). Filed Oct. 
15, 1928. Serial No, 312,504. 

1,910,971. Typewriting machine. Jesse A. 8B. 


(ogener to Underwood El- 
liott Fisher Company, New York, - @ corporation 
of Delaware). Filed Oct. 5, 1928. yg A No. 310,466. 

1,910,986. Showeard printing machine. Frank J 
Cook, Chicago, Ill. (assignor to Showeard Machine 
Company, Chicago. lil... a corporation of Iilinois). 
Filed Feb. 13, 1930. Serial No. 428,035. 

1,911,206. Autographic register. William H. Rob- 
ertson, Dayton, Ohio (assignor to The National Cash 
Register Company, Dayton, Ohio, a corporation of 
Maryland). Filed Jan. 14, 1927. Serial No. 161,112. 

1,911,260. Card cabinet and card therefor. Mal- 
colm Wallace Bromell, Nedlands, Western Australia, 
Australia. Filed May 26, 1930. Serial No. 455,848, 
and in Australia May 30, 1929. 

1,911,404. Locking device for loose leaf books. 
Clayton R. Stevens, Waterbury, Conn. (assignor to 
The Waterbury Brass Goods Corporation, Waterbury, 
Conn., a corporation of Connecticut). Filed Nov. 3, 
1932. Serial No. 604,994. 


Smith, Stamford, Conn. 


1,911,515. Adding machine. Andre Koronski, Nab- 
areth, Penna., now by judicial change of name An- 
drew King. Filed July 29, 1925. Serial No. 46,792. 

1,911,765. Method of forming a rubber stencil 
sheet. James H. Matthews, Pittsburgh, Penna., and 


Brooklyn, N. Y. (assignors to Jas. 
a corporation of Pennsyl- 
vania). Serial No. 546,2 


1,911,768. Accounting machine. Walter J. Pasin- 
ski, Detroit, Mich. (assignor to Burroughs Adding Ma- 
chine Company, Detroit, Mich., a corporation of 
Michigan). Filed Feb. 2, 1927. Serial No. 170,869. 

1,911,779, Furniture top construction. Clement R. 
Uh! (assignor to The Toledo Metal Furniture Com- 


Lee M. Harley. 
H. Matthews Company. 


pany. Toledo, Ohio, a gy ee of Ohio). Filed 
April 22, 1931. Serial No. 531,949. 

1,911,796. Register. wy R. Brown, East Orange, 
N. J. (assignor to The Monroe Calculating Machine 


a corporation of Del- 
Serial No. 552,957. 
Oscar M_ Pan- 
Penna. 
Pitts- 
Filed 


Company, Inc., Orange, N. J., 
aware). Filed Jan. 23, 1931. 

1.912.158. Embossing sheet metal. 
nier, Kilbuck Township, Allegheny county, 
(assignor to Pannier Bros. Stamp Company. 
burgh, Penna., a corporation of Pennsylvania). 
Sept. 26, 1931. Serial No. 231. 

1,912,168. Bookkeeping machine. Walter A. An- 
derson, Rockford, tll, (assignor to Sundstrand Cor- 
poration, Wilmington. Del.. a corporation of Dela- 
ware). Filed Jan. 10, 1930. Serial No. 419,804. 

1,912,225. Merchandise display card. Henr 
Schlosser, Philadelphia, Penna. (assignor to lecore 
Push-Pin Company, Philadelphia, Penna., a corpor- 
ation of Pennsylvania). Filed July ti, 1929. Serial 


No. 377,379. 

1,912,449. Typewriter machine. Frederick A. Hart, 
New Britain, Conn. (assignor to Remington Typewriter 
Company, Hlion, N. Y., a corporation of New York). 
Filed Mar, 24, 1930. Serial No. 438,589. 

1.912.674. Pencil. Charles H. Wehn, Alameda, 
Calif. (assignor to Liste Pencil Corporation, Alameda. 
Calif., a corporation of California). Filed May 25, 
1931. Serial No. 539,735. 

1,912,728. Support for furniture. DeForest Roe, 
Elyria, Ohio (assignor to The Colson Company, Ely- 
ria, Ohio, a corporation of Ohio). Filed March 5, 
1930. Serial No. 433,474 

1,912,792. Index tab. ” Grover c. ang _ Serene, 
om, Filed Jan. 7, 1932. Serial No. 585,2 

1,912,857. Method and machine for - 
obtaining the product of numbers. Hyman Pinkel 


and Benjamin Pinkel, ng Penna. Filed 
Oct. 30, 1928. Serial No. 316,010. 
1,912,874. Calculating machine. Edward C. Wal- 


(assignor to The Monroe Caicu- 
a corporation of Del- 
Serial No. 538,941, 


ter, Orange, N. J. 
lating Machine Company. Inc., 
aware). Filed May 21, 1921. 
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Roland A_ Furlong, 
Serial No. 
510,158. 


1,913,125. Typewriting machine. Lawrence €E. 
Lentz, New York, N. Y. (assignor to ay “A 
liott Fisher Company, New York, N. 

tion of Delaware). Filed Apr. |, 1930.” Serial N No. 


440,677 

1,913,319. Posting board for index cabinets. Carl 
F. Wolters, Marietta, Ohio. (assignor to Remington 
Rand, Inc., Buffalo, N. Y.). Filed June 12, 1931. 
Serial No. 543,929. 

1,913,510. Calculating machine. Ernest Racz, De- 
troit, Mich. (assignor to Burroughs Adding Machine 
pomecay. ya Mich., a ge a “ leichisan). 

ay 1931. Serial No. 534,7 

1,913,630. Calculating machine. Cent M. F. Fri- 
den, Piedmont, Calif. (assignor to Marchant Calcu- 
lating Machine Company, Emeryville, Calif., a cor- 
poration of California). Original application filed 
Apr. 13, 1926. Serial No. 101,658. Divided and this 
application ated “2, 1926. Serial No. 132,698. 


Renewed Au 

1,913,661. Pencil, Frank C. Deli and eyed D. 
jaa ee, ili, (assig gners ®, sacepiat Com- 
any, cal &@ corporation Fi 
May 8, 1936. Serial No. 450,747. “ <0 os 


1,913,050, 
Rochester, N. 


Loose leaf holder. 
Filed Jan. 21, 1931. 


= 1914,04l * 4913319 

1,913,716. Vault frame door, Chas, F. Meilink 
and Kenneth C. Weatherby, Toledo, Ohio (assignors 
to The Meilink Steel Safe Company, Toledo, Oh 
corporation of Ohio). Filed May 7, 1931. Serial No. 

1,913,824. Visible index. Frederick G. ee. 
Rochester, N. Y. (assignor to Roland A. long, 
Rochester, N. Y.). Filed May 25, 1931. Serial No. 
539,797, 

1,913,696, 


Pamphiet binder and method of con- 
structing same. Basil B. Wood, Amherst, Mass. 
Filed Apr. 24, 1930. 


1,913,983. Register. Clyde Gardner, deceased, 
ate . Penna. (assignor to Gardner Company, 
nge, 


oe of Delaware). Filed 
ae 


J. a 
Serial 
! raser cleaner, Har L. Hurn, Louis- 
ville, oe Filed May 18, 1932, Serial No. 612,090. 
i 1. Metallic cabinet. Edward Albert Pur- 
Ohio (assignor to The General 
pany, Youngstown, Ohio, a corpora- 
Filed July 22, 1922. Serial No. 


nd George machine. Clair 

Daly, Johnson cit: 
abulating Ly Com- 
0. 491,384, - . 


. oN, 263. 
Lake, Binghamton: an 
N. Y._(assignors to The Tal 
ny, Endicott, N. Y., 
ied Oct. 27, 1990, “Serial 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 


OFFICE EQUIPMENT 


NATIONAL STATIONERS ASSOCIATION 
TWENTY-EIGHTH ANNUAL 


CONVENTION 


Cincinnati Charms Delegates from All Parts of the United States 
and Canada with Sincere Hospitality—‘‘New Deal’ Dis- 
cussed, and Much Practical Work Accomplished 
—Attendance of Dealers Exceeds that of 
Manufacturers and Their Rep- 


HE twenty-eighth annual conven 

tion has come and gone and again 
Cincinnati has lived up to its tradi 
tional reputation as a worthy host. 
The fine work done by the local com- 
mittees, and the efficient cooperation 
in service achieved by the Netherland 
Plaza hotel and its staff, made possible 
a result that will remain a pleasant 
memory to all who attended and a 
matter of good fortune as well 

From near and far gathered numbers 
of those who are vitally interested in 
the office equipment industry, and his 
tory was in the making during the en 
tire period of the convention. 

There were no disgruntled minor 
ities, and there was in evidence at all 
times the outstanding thought that the 
primary purpose of an organization 
such as the National Stationers As- 
sociation is to find means to permit 
proper competition and at the same 
time lawfully to safeguard the life of 
the industry by controlling destructive 
trade practices 

There seemed to be a realization 
that the only way the better relation- 
ships desired can be achieved in any 
group which includes competitive 
products is through sound, intelligent 
administrative control of member con- 
cerns, and this in turn also depends on 
the competitive contacts between the 
concerns whose operations parallel 


resentatives 


Contents of the Convention Section 


Official Reports 


The Report of the President............ 22 
Reports of the Treasurer, Auditor, and 
Budget Committee ...... as MESO RES 26 
Report of General Manager Charles P. 
GOGVER ovcsesvcsesencacatvasens TT 
Report of the Necrology Committee....... 25 
Resolutions Committee i ‘ ‘on a 


Addresses and Papers at Convention 

The National Stationers’ Log for 1932-33 
—By Charlies P. Garvin.........e0e+: 23 
Address of Welcome—Hon. Russell Wilson, 





Mayor of Cincinnati... .. 28 
Address by Jerry P. Sprott.... estas ae 
Address by Alexander Thompson, Sr... .. 28 
Response to Addresses of Welcome — By 

Charles A. Lent - -eoun nen ba 28 
New Importance of the Trade Association— 

By Edward H. Babb, Jr.. President, Na- 

tional School Supply Association... ... 28 
Manufacturers Urged to Study Cost of Dis- 

tribution—By Harry L. Chandler....... 29 
The Roosevelt Industry Recovery Plan—By 

Charles P. Garvin....... eveceeee eee 29 
What Next?—By Dr. Harry Gradison Hill. 32 
Pricing—By B. J. Bristol! : Kee —— 
Successful Ingenuity in Business—By Wayne 

Calhoun, of The Procter & Collier Com- 

pany, Cincinnati . . , a 
Greeting Card Merchandising—By J. Chester 

Pere ras Cee 36 
The Year Ahead—By Charles P. Garvin... 37 
The Making of Prices—By Harry G. Hor- 

GP sada ckvanes end es OOONEESEORES 40 

Highlights of the Running Story 
Story of the Cincinnati Convention of The 

National Stationers Association... . s« | 
The Annual Dinner (of the Convention)... 10 
Central Travelers Club Election , 16 
Field Division Meeting.............. 16 
The Golf Game : . bbe G6 es ebEs — 
From the Reporter's Note Book rr 18 
Local Committees Which Put Over the Con 

vention .... , : , . . 26 


The Registration 
Women—78 27—Men 


each other. Sound lines of economic 
and human relationship between such 
concerns are necessary to the solution 
of these problems, hence the definite 
effort and final achievement of this 
convention was a code of practice and 
relationships. 

It is felt that the result will be of 
advantage to all concerns and individ- 
uals in the stationery field, and that 
the 1933 convention will go on record 
as the beginning of a new era of in- 
telligent cooperation looking to the 
elimination of destructive business 
practices and the creation of a type of 
service that will lead to profit. 

The highlight of definite accomplish- 
ment was the appointment of Charles 
P. Garvin as Co-ordinator of the Coun- 
cil of Stationery, Office Equipment and 
School Supply Manufacturers and Dis- 
tributors, whose duty it will be to guide 
the creation of a Coordinating Code 
which will apply with equal justice to 
all the varied ramifications of the in- 
dustry, and which will be submitted 
to the Government for the approval 
of the President under the Industry 
Control Act. 

Mr. Garvin has been identified with 
the office equipment industry for many 
years. He was born in 1885, and as a 
young man in his early twenties he 
joined the sales force of the F. S. 
Webster Company, who assigned him 








10 


to a Texas territory lis earliest cor 
vention experience, as the write! 
hereof recalls, it was in 1909 ai the Na 
tional Stationers convention in Toled 
where his liveliness and superabun 
dant vitality made him a great lavorit 
His success as a salesman brought him 
rapid promotion ind a few years late 


| manager of the 


he was made sal 
he 


Webster Company, which position 


retained until five vears ago, when lhe 
was made general manager ol the Na 
tional Stationers Association, which 
experience has brought him in tou 
with every part f the industry and 
has given him an intimate knowledge 
it the pt blen which contront each 
one of its constituent parts 

Mr. Garvin is the author of an amus 
ing little book, filled with humor and 
“Columbus to 


common sense, ¢ ntitle d, 


1 


Colitis,” which was reviewed in thes« 
columns some months ago. 

Chere was a better dealer attendanc« 
at the Cincinnati convention than has 
been in evidence f several years 
The country as a whole was repr 
sented by dealers of prominence trom 
every section Cincinnati at this sea 
on has its own peculiar brand of heat, 
generously dur 
ing the convention, but with no appre 
ciable effect upon those who attended 
the sessions They came to accom 


plish things, and succeeded in holding 


to that purpose day and night, pr 
enting a united front in their de 


termination to be of service to the 


nvention com 
mittee announced its intention of sut 
record achieved 
in 1924. and announced as its slogan, 


“Where Cincinnati left off in 1924 


Cincinnati will take up in 1933,” and 


wonderfully did ey live up to that 
intention 
Sunday, June 4 
On Sunday morning, there was a 


short meeting in lieu of the executive 


committee meeting at which past 
Presidents Neill Stewart, Charles Mar 


shall, Woodson Waddy, 


Stott and Manager 


President 
(seneral (;arvin 
were present The meeting devoted 
itself to plans for the convention 

Che board of governors met at 2:30 
P.M. the following 
Frank Fat 


Washington Jaques, New York; Hert 


( harles 


being present 


Bridgeport, Conn 
man Cast, Wichita, Kans 
Lent, New York; G. Oliver Stevens, 
Chicago; William Henry Brooks, Jr., 
Philadelphia; William E. Stockett, 
Washington, D. ¢ Edward L. Little, 
Wabash, Ind.: W. Neill Stewart, Dal 
las: Charles Marshall, Atlanta; Wood 
son Waddy, Richmond, Va 
Angeles; 


Morgan, | 
Dallas; Harry J. Stratford, San Fran 


Harry 


Henry Dorsey, 





Convention Story 
Summary 


National Stationer Association in 
twenty-eighth annual meeting plans in 
dustrial control under new Act; new era 
of intelligent merchandising said to be 
imminent Dealers from every sectior 
present, endorsing progressive plans 


Page 9 


Convention approve appointment of 
Garvin as Co-ordinator of the Council of 
Stationery, Office Equipment and School 
Supply Manufacturers and Distributor 


Page 9 


General Manager Garvin presents pro 
posed plan covering codes of procedure 
and their application under Industrial | 


Recovery Act Page 29 


tesolutions recommend closer credit 


lines to be applied by manufacturers to 
new and present outlets; manufacturers 

to publish trade price lists for wholesale 

and retail flelds; convention decries cut | 
throat competition and recommends 
means for defeating it; best interests of 
public and stationery industry conserved 
by selling exclusively through recognized 
wholesalers and retailers in this fied 


Page 12 


Field Division demands definite pro 
gram of work President Hough re 


elected Page 14 


Harry Morgan of Los Angeles new 
President of association Believes In 
dustrial Recovery Act will bring about 
a new order better than the old 


Page 14 


Jos. H. Hildreth made honorary life 
member of National Association Bears 


highest record of attendance Page 14 


In annual golf contest East tied with 
West E. Faber trophy to remain in 


competition Page li 


New president familiar with all prob 


lems of stationery business 


Acting president’s annual report dis 
cusses pricing, overlapping channels of 
distribution, and new national legisla 
tion Page 22 

Trade associations coming to be like 
old-time guilds, says E. H. Babb, Jr | 


Page 28 


Bristoll urges determination of aver 
e business costs as key to uniforn 


prices Page 33 


Chandler advises manufacturers 


study distribution costs Page 29 


Most important thing in the world 


personality, says Dr. Hill Page 32 


Stirring examples of ingenuitic by 
business men that made sales—Related 


Page 33 


by Wayne Calhoun 


Molyneux gives short course in greet | 


ing card merchandising Page 36 


For the first time stationers have op 
portunity to control their prices 
Harry Horder Sound pricing depend 


mm turnover per iten Page 40 





OFFICE APPLIANCES 
Leslie Gardner, Wak , Tex 
Carl Schutz, New Yorl 


Stott and Secretary Garvin 


Cisco; 


Pre side nt 


\t this meeting President Stott re 
ported in reference to the work of the 


year, such as the financi: 


the association, membership, sales cor 
respondence course, work on the In 
dustrial Recovery Act, government 
competition, etc. 

Following this meeting, the meeting 
of the new Central Industry Com- 
mittee was held, the following gentk 
Roger Under 
Fulton Specialty Co.; W. W 
Western Tablet & Sta 
tionery Corp.; R. C. Fay, 


Writing 


American Crayon C 


men being present: 
wood, 
Sunderland, 
American 
Paper Co.; C. W. Hord, 
R \. Maish, 
Dennison Mfg. Co.; ( I Kuch, 
Hotchkiss Sales Corp.: S. E. Collins, 
\utomatic Pencil Sharpener Co.; ¢ 
H. Ramsey, Ever-Ready Calendar Co 
T. H. Keon, Mohican Pencil Co.; R. 
M. Tussing, Victor Safe & Equipment 
Co.; A. C. Fry, Gibson Art Company; 
Nelson Bushnell, Alvah Bushnell Co 
J. B. McElroy, Weber-Costello Co 
Herman Price, Eagle Pencil Co.: 
Robert Witbeck, Taylor Atkins Paper 


hn, Ine 


Co.; Julius Kahn, David Ka 
H. B. 
Envelope Co.; A. G. Frost, Esterbrook 
Steel Pen Co.; Bob Wood, Esterbrook 
Steel Pen Co.; Edward Little, Wabash 
Cabinet Co.; L : Globe- 
Wernicke Co.;: G. F , Noes- 
ting Pin Ticket Co.: C. C. Shee, Oak 
ville-American Pin Division; Eberhard 
Faber, Eberhard Faber Pencil Co.; W 
\. Sheaffer, Sheaffer Pen ( John 
Wood Office Furniture As- 
sociates;: H. B. Elmer 
Pencil Co.; H. T. Griswold, Sanford 
Mfg. Co.; R. B. Overend, Eagle Pencil 
Co.: Harry L. Short, Columbian Art 
Works; E. E. Gauche, U. S 
Card (¢ 


Reynolds, National Fiberstok 


J. S. Sprott, 


Griffiths 


Dornette, 


Eberhard Faber 


Playing 


presented 


lanager Garvin | 


the proposed plan for the 


I 


General 
industry 
covering the codes of procedure, how 
should bs 
equipment for handling codes and a 


Industrial 


the industry rganized, 


summary of the Recovery 
Act which has since been adopted 
The following committee was ap 
pointed to decide on a method for per- 
manent organization of the Central In 
dustry Committee. This committee is 
Herman Price of the 
Mais! 
Manutacturing Company; 
Western 


mpany; A 


composed of 
Eagle Pencil Company; R. A 
Dennison 
W. W. Sunderland of th 
Tablet and Stationery ( 
G. Frost, Esterbrook Steel Pen Manu 
Sidney E. Collins 


Pencil SI arpener 


facturing 
of the Automat 


Company 


mpany ; 


Harry Morgan of the Stationers 
Corporation, Los Angeles, told of con- 


ditions on the Pacific Coast and Harry 


ndition of 
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W. H. BROOKS, JR. 
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Philadelphia. Gov. Dist. 3 
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Frank H. Fargo Co., Bridge Burrows Bros., Cleveland, Ohio 
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G. 0. STEVENS 
Stevens, Maloney & Co Chi 
cago Gov Dist. 6 


WILLIAM MASON, JR 
Out West Printing & Stationery 
Co., Colorado Springs, Colo. 

Retail Dir. Dist. 10. 





B. J. BRISTOLL 
Koch Bros., Des Moines Gov 


Dist. 7 


HERMAN H. CAST 
Western Litho Co., Wichita, 
Kas.—Gov. Dist. 8. 





Ww. C. CLEGG 
The Clegg Co., San Antonio, 
Tex Gov. Dist. 9 





J. H. GONYEA 
The Stationers, In racoma. 


§ JOHN A. BROWN 
Wasl Gov. Dist. 11 


J. BR. Weldin Co., Pittsburgh, 
Penna. Retail Dir. Dist. 3, 
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H. J. STRATFORD 
Neal, Stratford & Kerr, San 
Francisco, Calif. Gov. Dist. 12 


J. J. O'BRIEN 
J. J. O’Brien & Sons, New 
York City Gov. Dist. 14 





THOMAS V. BELL 
Thomas V. Bell, Ltd., Montreal, 
Canada. Gov. Dist. 13. 











THE RESOLUTIONS 


BEIT RESOLVED commends 


lhis convention strongly re 


that a manufacturer or wholesaler, before extending credit to 


a new concern or a bankrupt concern re-entering the business 


hall carefully analyze the applicant's petition—first, on the 
basis of character, ability and business ethics—second, on a 
satisfactory financial statement—and third, a willingness to 


outlaw bootleg merchandise and promote the sale of merchan 
dise produced by recognized manufacturers. 

BE IT RESOLVED FURTHER, That the Convention re 
ommend that the same form of analysis be applied in the pe 
petuation oj Present putlets. 

BE 1T RESOLVED, That the 


National Stationers Associa 


tion approves and endorses the appointment of its General 
Vanager as Coordinator of the Council of Stationery, Office 
and School Supply Manufacturers and Distributors. This m 
volves no extra expense for the National Stationers Associa 
lion 

BE IT RESOLVED, That this Association fully appreciates 
the work being done by the President of the Umted States 


and pledges its wholehearted support 
That Joseph H. Hildreth of Chicago, 


{ssociation Conwention but one and 


toward busmess recover 


BE IT RESOLVED 


who has attended ever 
who retires from business on December 31, 1933, be made an 
Honora Member of the National Stationers Association 


ROM THE DEALERS DIVISION 


BEIT RESOLVED, That th 


manufacturers shall publish 


and circulate to the trade a price list covering two classes of 
distributors 1) Wholesalers, t.e., those selling for resale to 
retailers ) Retailers or others, i.e., those selling for ulti 
mate consumption Discrimination in price to purchasers of 


class not including differences in price on account of 
r quality or which make due allowances for 
differences selling and transportation, is an unfav 
method of competition. The wholesale stationer is recognized 
as a sary and desirable part of the distribution function 
It is strongly that both the manufacturer and the re 
tailer make every possible use of this type of distributor. 


the same 
quantities 


, 
gyradacs 


uv cf | 


Nece 


urged 


SOME PRINCIPLES OF CORRECT MERCHANDISING 


It 1s recognized that cut-throat competition penalizes labor 
and oppresses small business Therefore, a rigid distinction 
must be drawn in the following classes of distributors 


aa Dealers or retailers who maintain a complete stock and 
the full function of distribution 
Dealers engaged in other businesses who maintain pa 
tial stocks and maintain the full selling function 


cc Wholesalers who sell for resale 

dd Wholesalers who sell direct to the consumer at whole 
Sdic prices or atl prices which tend to eliminate com 
petition and to press and eliminate small business. 
Such a method of doing business ts a misuse of the 
wholesaler's discount and a discrimination tn price 
Such a method of distribution ts considered an unfair 
metiod of ymipetition 

ce Mail order houses selling to the ultimate consume? 
shall be considered retalers Those selling for resak 
shall be considered wholesalers and appropriate sections 
of the code shall apply. 

ff Manufacturers will have te same method, type and size 
of package and packaging for all classes of trade 


SUMMARY) 


1/1 manufacturers shall be required to issue publis' ed pric 
lists covering all items mm the line and in these price lists there 
no discrimination between distributors who perform 

Withholding from or mserting tn the m 
e the invoice a false record, wholly or in 


ii 
shall é 


simular functions 


hurt f the transaction represented on the face thereof, and/or 
the payment or allowance of secret rebates, refunds, credits 
unearned discounts, whether m the form of money or othe 
vise, or the extension to certain purchasers of services or privi 

es not extended to all purchasers under like terms and con 


Dire ly rw ; f yt" ; ermiult f be given or offers 1 
[ give wn le) r anything of value t gents, employees or 
representatives ustomers or pr pbectiv. ustomers or to 
adugents. em es ) epresentative f *titors’ customers 


r mpe 
THE KNOWLEDGE 


5 
rs with or without 


imduce 


UWPLOYERS OR PRINCIPALS, as an 
ry principals to purchase 


OF THEIR I 


ment or to influence their employers 
w contract to purchase from the proffer of such gift or offer 
w to influence such employers or principals to refraim from 
dealing with or contractmg to deal with competitors, ts an un 
fair method of competition 
RE-SALE PRICES 
In establishing resale prices for the various trade classifica 


tions, consideration shall be given to the type of merchandisé 
involved, the distributor's rate of stock turn, hazards of han 
dlings and cost of selling. When resale prices are announced 
by any manufacturer and accepted by his distributors, devia 
tion from such resale prices is an unfair method of competi 
tion, provided that nothing in this section shall restrain any 


dealer, wholesaler or other distributor from establishing his 


ven resale prices with the provision that such prices are based 
n cost, and are not less than the recommended resale prices, 
and do not tend to eliminate or injure a competitor 


FRAUDULENT AND DECEPTIVE PRACTICES 


False and misleading advertising, mislabeling and misbrand 


ing, false invoicing, use of slack filled containers, the offer of 
supposed free goods, all are considered as unfau methods of 
competition 
CREDII 
Extreme care is urged in the extension of credit to new ac- 
counts with due consideration being given to the history, ability, 


standing of the applicant for such credit 
of credit information among the suppliers of 
merchandise ts strongly urged so that the method of payment 
»f a customer shall become generally known to all suppliers of 
merchandise. When such interchange of information discloses 
that any account is running over 90 days past due, it shall b 
required to file with a central authority its statements of opera 
tions for the preceding six months. If this information dis 
closes loss from operations, the account must submit the super 
vision and guidance of its operations under the central authority 
before further credit is granted This supervision ts to con 
tinue until past due indebtedness is taken care of and the busi 
ness again ts operating upon a profitable basis. This section ts 
intended to give to the dealer every possible assistance in the 
proper conduct of hus business. 

BE IT RESOLVED that the whole hearted t 
preciation of the entire convention be expressed to the Cin 
cinnati stationers and manufacturers for their magnificent hos 
pitality, for their splendid assistance in the preparations for 
the convention, and for their continued effort all through its 
deliberations. Cincinnati has made possible the smooth fun 
tioning of this great convention. We are proud of our mem 
bers in Cincinnati, and again we express our deepest apprecta 
tion of their splendid accomplishments 


BEIT RESOLVED that the attention of the Nati 


a. Interchange 


mks and ap 


i 


nal Coun 


cil be called to the importance of legislation in reference to 
transient and itinerant merchants, and the Association recom 
mends a study of existing legislation, and an effort to have 


é 
legislation passed in all the states of the 


Respectfully submitted, 
Charles A. Lent, Chairman; Wulliam 
Stratford, Arthur J. Walker, William ( 
Vatsh, Committee on Resolutions. 


preventativ Union 


Greenleaf, Harry 
Clegg, kK | 


DUPLICATING SELLING SERVICES 


Indust y, ils 


would be 


We believe that the interests of the Stationery 
thousands of wage earners and the ultimate consume? 


best served tf the distribution of stationery lines was to be made 
mly through what rally conceded he trade to be legiti- 
only through what is generally conceded in the trade | e legiti 
mate channels, t.e.. direct from manufacturers to re nized 


stationery wholesalers and retailers who have the best interests 
of our trade at heart. We « channels of distribution 
which disregard regular trade prices, terms or ling policies 


For specific details we approve the recommendations of 


ondemn 


more 


the Wholesale Stationers Association made at this nvention 
to t'e Central Industry Committe: 

The above is endorsed by the Wholesale Station Issocia 
fton, 

(Signed) A. ( Bainbridge, David Koeller, J HT. 


HW hittemore 

Respectfully submitted, 
Chairman; Lou Hoelscher, Hubert B 
Kaufman, FF. P. Seymour, Committee 


Hlarry Morgan 
Jess 


HES, 








Neal, Stratford & Kerr 
of San Francisco also spoke of condi- 
tions in that section of the country 
The meeting then adjourned to meet 
at 9:30 


Stratford of 


the following morning 
paper fastener 
held on Mon- 
day was postponed until Tuesday at 
10:00 A.M., while the paper clip group 
which was to meet on Monday met at 


The meeting of the 
group scheduled to be 


Duesday. 

Monday's consisted of a 
series of lively meetings. At the gen 
eral session, Mayor Russell Wilson an 


nounced the address of welcome to the 


2-00 on 


activities 


Before these addresses 


for, Mr. Garvin outlined 


convention 
were called 
the work which had been done during 
recent months. He said that the sta- 
industry has decided to clean 
the proposed code will provide 


tionery 
house; 
fair play and working conditions for 
labor, supervision of sales below cost, 
discriminations, 


elimination of price 


of advertising and branding, 


control 
and thorough credit inspections. Lo- 
cal state and sectional groups of dis- 
tributors will be set up and fair com- 
petition committees will receive, in- 
vestigate and dispose of all violations. 
lhe National Union will serve as the 
supreme court of the stationers. 

The Wholesale Stationers Associa- 
tion held its convention in conjunction 


with the stationers’ convention at the 


Gibson hotel 
occupied the 


Committee meetings 


morning hours of the delegates. A 
meeting of the bank stationery execu- 
tives was held at Charles A. 
Lent of New York presided. 

The Stationers’ Field Division met 
chairmanship of W. E. 


which 


under the 


Hough, vice-president and official of 
The Victor Safe & Equipment Com- 
pany, North Tonawanda, N. Y. The 


committee, Central Industry 


Specialty 


steering 
Committee and Envelope 
Manufacturers Division held morning 
meetings 


At the 


meetings ot 


Gibson there were several 


stationery groups in the 


morning 


First General Session 


The convention was called to order 
1:45 P. M., Mon- 


Garvin intro- 


by the secretary at 
secretary 
\. Stott, who called for 


day, June 5. 

duced Charles 
the usual invocation, after which the 
assembly stood and sang one verse of 
invocation 


\merica. The was pro 


nounced by Dr. Carl Strudsberg, pas 
tor of the Church of the Ascension, 
Cincinnati 

After the 


president appointed William E. Hough 


singing of America, the 


as sergeant-at-arms and then intro- 
duced the 
Hon. 


of welcome is on another page, also 


mayor of Cincinnati, the 


Russell Wilson, whose address 


an address of welcome by Alex. Thom- 


son, Sr., representing the Cincinnati 
stationers. This was followed by an 
address of welcome by J. S. Sprott of 
The Giobe-Wernicke Company, repre- 


senting the Cincinnati manufacturers, 


’ 


and Mr. Sprott in turn was followed by 
Mr. Lent of New York, who gave the 
response to the addresses of welcome. 

All of the 


papers hereinafter mentioned are re- 


formal addresses and 
produced in this report. 

President Stott next 
H. Babb, Jr., president of the Na- 
tional School Supply Association, who 
spoke on The New Importance of the 


introduced E. 


Trade Association. 

Mr. Babb was followed by Harry L. 
Chandler, president of the Wholesale 
who took as 


Urged to 


Association, 
his subject Manufacturers 
Study the Cost of Distribution. 
After introduction by Mr. 
Garvin, Charles A. Stott 


Stationers 


brief 
President 
made his report. 

Following his annual report, the 
president introduced General Manager 
Charles P. Garvin, who spoke on The 
Roosevelt Industry Recovery Plan. 

Dr. Harry Gradison Hill of the New 
Thought Temple, Cincinnati, spoke on 
What Next? 

Dr. Hill’s remarks were followed by 
the report of the treasurer and that of 
the auditor, which were received and 
placed on file, whereupon the president 
named as a budget committee Eber- 
hard Faber, chairman; Charles Car- 
penter, W. E. Stockett, W. L. Jaques, 
Morgan and Herman Price. 
Charles A. 


Harry 

Resolutions Committee: 
Lent, chairman; William Greenleaf, 
Harry Stratford, Arthur J. Walker, 
William C. Clegg, R. A. Maish. 

Nominations Committee: Charles 
Marshall, chairman; W. W. Sunder- 
land, W. Neill Stewart, William John- 
ston, Kaufman, Woodson 
Waddy, Fred Seymour. 

Necrology Committee: J. S. Sprott, 
chairman; B. J. Bristoll, J. O. Davis, 
Ebenezer Wallace, Harry Van Dorn. 


Jesse 


» 


Credentials Committee: R. M. 
Tussing, chairman; Anson Fry; Carl 
Schutz. 

A five minutes 
taken, after which President Stott in- 
troduced Wayne Calhoun of Proctor 
& Collier, who spoke on Successful 


recess was then 


Ingenuity in Business. 
Following Mr. Calhoun’s remarks, 


the meeting adjourned. 


Second General Session 


The president introduced J. Chester 
Molyneux, representing the Greeting 


Card Association, who gave some il- 
lustrations of sales promotion efforts 
by his association. The text of his 


remarks is presented in another 


column 


13 


The next speaker was Harry G. 
Horder of Chicago, who spoke on the 
subject, The Making of Prices—An 
Art. Mr. Horder’s address appears 
on page 40, of this issue, and is not 
included among the convention ad- 
dresses grouped together in the con- 
vention section, 

He was followed by an address on 
Pricing by B. J. Bristoll of Koch Bros., 


Des Moines, Ia. 


During the dealers’ afternoon exec- 


utive session, the meeting of the 


manufacturing Stationers was an- 
nounced for Tuesday evening under 
the leadership of Oliver Perin of Cin- 
cinnati. This proved to be an inter- 
esting meeting to those stationers hav- 
ing manufacturing departments. 

Harvey P. Rockwell of the Yawman 
and Erbe Manufacturing Company, 
gave an enlightening talk on the labor 
provisions of the National Industrial 
Recovery Act. A thorough discussion 
of the act was participated in by those 
attending the round table 
which followed. 


meeting 


Wednesday’s Session 


On Wednesday, June 7, from 10:00 
A. M. to 12:30 P. M., there were execu- 
tive sessions where discussion of the 
manufacturers’ industry program was 
resumed. At 2:00 P. M. the final gen- 
eral of the convention took 
reports of the steering, 
nominations, 


session 
place and 
executive and 
necrology committees were heard. 


budget, 


The nominations committee hereto- 
fore named presented its report as fol- 
lows: For president, Harry Morgan 
of Los Angeles; vice-president, manu- 
facturers, H. T. 
vice-president, 


Chicago, 
Gordon B. 


Griswold, 
retailers, 
Cleveland; wholesalers, 
Harry G. Horder, Chicago; commer- 
cial furniture, Lou Hoelscher, Buffalo; 
field division, W. E. Hough, North 
Tonawanda, N. Y.; Canadian division, 
R. Norman Brown, Toronto; bank and 
commercial stationery manufacturers, 
Charles A. Lent, New York city; treas- 
urer, W. E. Stockett, Washington, D 
C.; auditor, W. P. Waddy, Richmond. 
Governors: Frank H. Fargo, Bridge- 
port, Conn.; C. M. Dunn, Jamestown, 
N. Y.; William H. Brooks, Philadel- 
phia; Bill Douglas, Birmingham, Ala.: 
Jack Fecho, Cleveland; G. O. Stevens, 
Chicago; B. J. Bristoll, Des Moines: 
William C. Clegg, San Antonio: 
Herman Cast, Wichita; William 
Mason, Jr., Denver; J. H. Gonyea, Ta- 
coma, Wash.; Harry J. Stratford, San 
Francisco; T. V. Bell, Montreal; John 
J. O’Brien, New York City. 

On motion duly seconded the secre- 
tary was instructed to cast one ballot 
for the above nominees as the unani- 
mous choice of the convention, 


Bingham, 








Field Division Meets 


The meeting was opened by Presi 


dent Hough with Paul Cheney as sex 


retary pro tem Suggestions wert 
made by President Hough to submit 
a resolution to the stationers’ divi 
sion urging manufacturers to put 
more men on the road, and by Paul 


Cheney to appoint a regional governor 


held division for each regional 


work 


of the 


division, to under the direction 


of the fourth vice-president These 
Suggestions were adopted 

Mr. Stockett of the Stockett-Fisk« 
Company, Washington, D. C., spoke 


inte restingly on the need of more con 


tacts by dealers with manufacturers, 


stating that now is the time when there 


is greatest need of educational work 
and close contact 

Jack Johnstone of Atlanta spoke 
briefly on the same subject. On mo 
tion of Mr. Moore, a committee was 


ordered appointed to bring before the 
manutacturers the importance of con- 
tact and educational work and the con- 


Sequence of its lack Che commiuttec 


was appointed as follows: Chairman. 


sill Hough, Jim Cooper, Ed. Perry, 
Bill Stocke tt, Art WW alker, R Riss 
Moore, Neill Stewart and Jack John 


THE CONVENTION 
AND A LOOK AHEAD 


By President Morgan of the 
National Stationers Association 


The Cincinnati convention pulsated 
with interest and enthusiasm. Con- 
sideration of the National Industrial 
Recovery Bill in its relation to the 
stationery business was naturally a 
great stimulant to the proceedings. 


Under the terms of the enactment 
a new order will be gradually de- 
veloped. What we shall actually 
achieve under the bill, both as a 
coordinated trade and as individual 
concerns, depends upon the ability 
to evolve a code and establish practice 
applicable in all sections of the coun- 
try, in accordance with the terms of 
the bill. 

To avoid complications, it is highly 
important to correctly interpret the 
bill, and it is also highly important 
that recommendations for new price 
structures take into account the 
variance of cost of doing business in 
different localities. Geography and 
established customs are consequential 
factors. With careful consideration 
of all factors, there is apparently no 
reason why a new set-up that will re- 
ceive government sanction may not 
be speedily effected. 

Throughout the country is a new 
attitude and inclination to push 
ahead. A slight impulse has been re- 
ceived in many divisions of industry. 

With the proper line-up and the 
proper coordination of forces under 
our own control, I look ahead with 
great confidence in the future of the 
stationery business. 





OFFICE APPLIANCES 


Fourteen field governors were 
selected as follows: District Nos. 1, 
Paul Cheney, Southworth Company; 
2, Vic Johnson, Wilson Com- 
pany; 3, John B. Dwyer, F. S. Web- 
ster Company; 4, Jim Cooper, manu- 


5, Ed. Perry, 


stone. 


Jones 


facturers’ representative; 


Trussell Manufacturing Company; 6, 
Jim Pryor, manufacturers’ representa- 


Ink 


Columbia 


Fred Schaeffer, Sanford 


Moors > 


tive; 7, 
, 


Company; &, ~~ S 


Ribbon & Carbon Manufacturing 
Company; 9, Arthur DuPre, Fibroin 
Stencil Company; 10, Jack Autree, 
Cook & Cobb; 11, Harold Graves, 
Wilson-Jones Company; 12, Charles 


Hyatt, manufacturers’ representative; 
13, Donald McLeod, Spencerian Pen 
Company; 14, Charles Reynell, Oxford 
Filing Supply Company 

There was a good attendance at the 
A motion was adopted, of- 


Na- 


meeting. 


fered by Paul Cheney, to ask the 


tional Stationers Association for a def- 
inite program for the field division. 


President Hough appointed the 


nominating committee, who immedi- 
ately renamed Mr. Hough, whereupon 
he was elected by unanimous vote ol 


the meeting 


The Cincinnati Dinner and the Annual Banquet 


The first of the 
vided for th« 


evening events pro- 
convention was the Cin- 
Stationers Manufacturers 


cinnati and 


banquet held Monday evening in the 


Pavillon Caprice, one of the attractive 
banquet rooms of the Netherland 
Plaza. The entertainment which fol 
lowed an elaborate chicken dinner was 
provided by The Champion Coated 
Paper Company. It included numbers 
by ballroom specialty dancers: Riff 
Brothers, feature artists of WLW; 
Alice Remson, feature singer of Na 
tional Broadcasting Company, who 


was brought from 


New York for the 
occasion and others The program 
was followed by dancing 


The annual banquet was held in the 


Hall of Mirrors, the magnificent ball- 
room of the Netherland Plaza. When 
the guests were seated and before 


started, waiters marched 


scrvice 


through the aisles carrying a larg« 
American eagle and the letters N.S. A 
all molded in ice 

Following the dinner, Mr. Garvin 
rder for the 
The 


various districts wer« 


called the group to « ele 


tion of regional governors. nom 
inations by the 
elected 


The list elects 


unanimously. 


Dis- 


d is as follows: 


trict No. 1, Frank H. Fargo, Frank H. 
Fargo Co., Bridgeport, Conn.; District 
No. 2, C. M. Dunn, Geer-Dunn Co., 
Jamestown, N. Y.; District No. 3, Wm 
H. Brooks, Jr., Wm. F. Murphy’s Sons 
Co., Philadelphia; District No. 4, Bill 
Douglas, Zac Smith Stationery Co 
Birmingham, Ala.; District No. 5, Jack 


Fecho, Burrows Brothers Co., Cleve- 
land; District No. 6, G. O. Stevens, 
Stevens, Maloney & Co., Chicago; 


District No. 7, B J sristoll, Koch 
Des Moines; District No. 


8, Herman Cast, Western Lithograph- 


srothers Co., 


ing Co., Wichita, Kansas; District No. 
9, William C. Clegg, The Clegg Co.., 
San Antonio, Texas; District No. 10, 


Wm. Mason, Jr., Out West Printing 
& Stationery Co., Colorado Springs, 
Colo.; District No. 11, J. H. Gonyea, 
The Stationers, Spokane, Wash.; Dis- 
trict No. 12, Harry J. Stratford, Neal, 
Stratford & Kerr, San Francisco; Dis- 
trict No. 13, T. V. Bell, Thos. V. Bell, 
Ltd., Montreal; District No. 14, John J. 


O'Brien, J. J. O’Brien & Sons, New 


York. 
At this point a letter was read from 
T. V. Bell of Toronto, expressing his 


to attend, and 
indicating in his own humorous way 


regret at being unable 


that the best he could do was to go 
into the garden and eat worms. 

With appropriate ceremonies the re- 
tiring president, Charles A. Stott, was 
installed as a member of the Toast- 
masters Union. Participating in the 
unique and impressive rites were other 
members of the union, including Mr. 
Garvin, Neill Stewart, William Green- 
leaf and Carl Schutz. The candidate 
was duly equipped with the insignia of 
office, one of which interfered tempo- 
rarily with the proper functioning of 
his larynx. The installation completed, 
Mr. Stott was presented with several 
handsome gifts as an expression of 
appreciation from his friends in the 
association. In a few well chosen 
words he expressed his thanks for the 
visible tokens of friendship 

Mr. Garvin expressed the delight of 
the convention in having Mrs. Ed. Lit- 
tle present. She was obliged to miss 
the convention last year because of ill 
health, but to see would 
know it 


The general manager then referred 


her no one 


now. 


to an event important in convention 


history; the engagement of Fred P. 
Seymour and Ivy Horder at the 
Springfield convention twenty years 
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ag 


o and followed with the introduc- 
tion of the bride and groom of the 
convention, Mr. and Mrs. Ross Sibert 
of San Antonio. Mr. Sibert has at 
tended previous conventions. 

The 
orated 


beautifully dec- 
Those at the 
speakers’ table were donated by Eber- 


All others by Mr. Pouns- 


tables 


with 


were 


flowers. 


hard Faber. 
ford 

The most touching incident of the 
evening was the presentation of a cane 
to Joe Hildreth by 
behalf of Joe’s many friends. He was 
called to the table while Mr 


Bill Greenleaf on 


spe ake rs’ 


Greenleaf told of Joe’s many fine qual 
ities and of his friendships throughout 
the trade. Earlier in the day, Joe had 
been made an honorary member of the 
association. He could express his ap 
preciation in only a few words because 
of the emotion provoked by this act of 
kindness. 

Mr. Garvin waited until the end to 
call upon Harry Morgan, the new pres- 


ident. Mr. 


when the 


Morgan made a brief re- 


sponse applause which 


greeted him had subsided. In his re- 
marks he expressed confidence in the 


progress and future activities of the 


— 
un 


association and pledged his personal 
efforts to help in working out the 
various problems confronting the in- 
dustry. 

Among those at the speakers’ table 
H. Sell, Charles A. Lent, W. 
P. Waddy, former presidents of the as- 
Charles A. Stott, 
president; Harry Morgan, newly in- 
stalled; Mrs. Sell; Herman Price; 
Harold Whittemore; Mrs. Whitte- 
more; Anson Fry; Mrs. Fry; Charles 
P. Garvin; Mrs. Garvin; W. E 
Stockett, treasurer; Bill 
resenting the travelers; 
and Lou Hoelscher 


were E 


sociation; retiring 


Hough, rep 
Wash Jaques 





“So till the end when life’s dim shadows fall”’ 


SOME HUSBANDS AND WIVES AT THE CONVENTION AND ONE UNMARRIED COUPLE 
Sibert, The Clegg Company, San Antonio, Tex.; Mr. and Mrs. E 
& 


Ross J 


Miss Helen Hemseth, Willenborg Staty 


Inc.; Mr. and Mrs. W. A. Sheaffer, 


Prtg. Co., Cincinnati, Ohio 
A. Sheaffer Pen Co.; Mr. and Mrs. C. B 


Second row: Mr 


Top row, left to right: Mr. and Mrs. 


L. Little, Wabash Cabinet Company ; Paul Willenborg and 
and Mrs. H. D. Snyder, Acco Products, 
Mathes, The Conklin Pen Co. 


Bottom row: 


Mr. and Mrs. Morris Popper, Counsel, New York Stationers Ass’n.; Mr. and Mrs. G. W Lipp, L. E. Waterman Co. 
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The Golf Game 


held on Thursday 


d Country Clu 


This event “was 
June &, at the Kenw 


Amateur Chan 


where the nationa 


pionship will be played in September 
There was a fine lot of players an 
prizes for everybody The day wa 
declared t be ideal for golf with a 


championship course in perfect condi 
tion At nearly every tee there was 


refreshing ld water and plenty of 
atistactory retresl 
house The luncheon was also a d 


hehtful event 


It is declared that the finest prec I 
handicapping ever done at a conven 
tion was due to the judgment and in 
sight f Alec Baxter. the Kenw d 
pre (Jwing t the late hour the play 

nished, the | es were not distri 
winners 


buted but will be sent to the 
| \, low gross was won by 
Steve Stout, with a score of &3 Low 
net was scored by A. DuPre, W. ( 


\gnew, all of whom 


iwarded in ( lass a ten in (Class B 
ind ten in Class ( Prizes were also 
ming the great 


est distance t play; one for the 


wiven tor the ¢ 
best 
dressed lter; one tor highest gross 
as prizes lasted. It 
that there were more prizes 
than players, so that everyone will get 
scores of the tourna 


ws Class A \ 


Clegg, 87-12 


mething Phe 
ment were as I 
DuPre, 85-10-75; W. ¢ 
75: E. F. Agnew, 85-10-75; 
83-6-77; H. C. M 7 

Class B H. Jones, 
Perin, 81-13-68; W 
70; C. Rule, 91-20-71: R. Weissenborn, 
72: R. Towne, 93-20-73: R 


99.25-74: A. J]. Maver, 95-21-74: K 


Pike, 87-8-79 
88-20-68: O 


H. Foster, 93-23 


R9.17 


King, 90-15-75; A. Thomson, 95-20-75; 
L. W. Vorheis, 102-25-77; R. Tussing, 
92-15-77; B Kulp, 103-20-83; Ed 
Healy, 107-22-85; B. J. Bristoll, 108 
23-85 G B Bingham, 110-24-86; 
George Mandeville, 106-20-86; G. Burk 
hardt, 114-23-91 

Class ( Llerman Price, OR 30-68 : 
Theo. Becker, 105-35-70; Andy Maish, 


97-26-71; H. A. Nichols, 106-35-71; J 
Duncan, 107-35-72: W. F. Fry. 104-32 
42. J5.A , 111-35-76; Carl Nel 
son, 111-35-76: Lou Hoelscher, 109-32 
47; J. A. Gilbert, 107-30-77; W. E 
Stockett, 104-26-78; T. W. Smith, 108 
78; C. C. Shee, 106-27-79; Ted Cas 


30 


/ 


> > 


well, 107-28-79; J. N. Dwyer, 110-28-82 
M. Popper, 122-40-82; E. T. Ma 
118-35-83; W. A. Logan, 115 
127-40-87; R. N 


Intvre, 


29-86; Carl Schut 


ments at the club 


steve Stout, 


Sibert, 






LEFT TO RIGHT Bill 
Hoge The General Fire 
proofing Co B. J. Bris 
toll Koch Brothe rs, Inc., 
Des Moines A. J. Mayer 
Gregory, Mayer & Thom, 
Detroit W H Foster 
The General Fireproofir 
Co 


LEFT TO RIGHT HoH 
Jones Art Metal Cor 
struction Co John Dur 
ean, H. C. Cook Co. ; Dick 
Healy, Santa Fe Book & 
Stationery Co Harold H 
Hawkins, Stationers Loose 
Leaf Co 


LEFT TO RIGHT A. ( 
DuPre, Fibroin Stencil 
Co Ray Weissenborn, 
General Pencil Co Karl 
King, Office Engineers 
South Bend, Ind a. € 
McPike Weis Manufac 
turing Co 


= 
< 


Oe 


: 


 —_ 
7 a’ ’ 
LEFT TO RIGHT: Steve Pe ad S 
Stout Wilson-Jones Co . 4 YY 
Alex Baxter, Kenwood " 
> 


Perin, Gibson & Perin, ¥ 

Cincinnati; Bill Fry, Gib 

son Art Co Club house 
in background 


gis ~ 
Club Professional: 0. W rr f Vw 
- fk ae 
z Pas 


4 


‘ ¥ 
pes 


LEFT TO RIGHT Lou 
Hoelscher, Hoelscher Sta 
tionery Co., Buffalo; Ted 
Caswell, F. 8S. Webster 
Co Ray Cowles, Bradley 
& Scoville, Inc., New Ha 
ven, Conn John Dwyer 
F. S. Webster Co 


LEFT TO RIGHT Carl 
Schutz New York M 
Popper, New York; Alex 
Thomson, Jr., The Cham 
pion Coated Paper Co 
Colter Rule, The Chan 
pion Coated Paper Co 


LEFT TO RIGHT c. 4 
Shee Oakville-American 
Pin Division, The Scovill 
Manufacturing Co Wil 
liam Clegg, The Clegg Co 
San Antonio, Texas: Ton 
Smith Herman Price 
Eagle Pencil Co 








PULY 
Downs, 1130-40-90 Bill Hoge, 120-30 
90: Ray Cowles, 124-32-92: F. Willen 
bore, 125-30-95: Harold Hawkins, 1 
card 

The annual golf match, West vs 
East was played at a the Che scores 
1 the East were as follows ( ( 
Shee, 79: L u Hoelscher, 77 Andy 


Maish, 71: Hasty Jones, 68; \ DuPre, 


75; R. Weissenborn, 72: E. T. Max 


Intvre, 83: Carl Nelson, 76; R. Towne, 


73: W. E. Stockett, 78; W. H. Foster, 
70; Bill Hoge, 90; H. Price, 68; Carl 


Schutz, 87; John Duncan, 72; R 


-. 


1 


/ 
Cowles, 92; The Becker, 7 
fussing, 77: T. Smith, 78: Ted Caswell, 
79; J. N. Dwyer, 82; M. Popper, 82; 
G. Burkhardt, 91 

Che scores of the West were as fol 


] Ws H ( M« Pike, 79: steve St ut, 


SOME OF THE LADIES AT MARIEMONT INN 


Sprott, Mrs 
Middle row, left to right Mrs. Frank Jones, Detro 
cinnati; Mrs. A. J. Jung, Cincinnati Mariemont 


Bottom row Mrs. J. R. Davies, Mrs. L. A. Hawkes 
ception Committee Miss 





77; H. A. Nichols, 71; O. Perin, 68; K 
King, 75; W. F. Fry, 72; B. Kulp, 83; 
|. A. Seubert, 76; W. A. Logan, 86; J 
\. Gilbert, 77; A. J. Mayer, 74; R. P. 
Downs, 90; G. Mandeville, 86; L. W 
Vorheis, 77; W. C. Clegg, 75; F. Wil 
lenborg, 95; B. J. Bristoll, 85; Colter 
Rule, 71; A. Thomson, 75; Ed. Healy, 
85; R. Sibert, 74; E. F. Agnew, 75; G. 
B. Bingham, 86 

There were nine ties and seven 
points East and seven points West, 
theretore, not having been won by 
either side, the Eberhard Faber trophy 
will remain in competition, but for 
1933 will be held by some neutral party 
selected by Mr. Faber, the trophy to 
be contested for again at the next con 
vention in Buffalo 


[wo foursomes left the hotel early 


Top row, left to right Mrs. Betty Carr and Mrs 
Eberhard Faber, Mrs. F. P. Seymour, and Mrs. Harry 


17 


in private cars and were missed by 
Office Appliances’ camera. They were 
on the fairways before the camera at 
rived \nother was detained in Cin 
cinnati and started at noon, when the 
photographer had left the club house 


Central Travelers Club Elects 


The Central Travelers Club held its 
annual meeting and election of officers 
June 4 in the Netherland Plaza hotel. 
The officers for the ensuing year are 
as follows: Jack H. Hallam, manufac 
turers’ representative, president; 
Harry G. Tehan, Charles M. Higgins 
& Company, Inc., vice-president; 
Harry L. Nichols, Weis Manufactur- 
ing Company, treasurer; John H. 
Duncan, The Globe-Wernicke Com 
pany, secretary. 


H. H. Wittstein; Miss Helen Sprott, Mrs. J. 8 


Horder 


it; Mrs. Charles J. Schlicht, Cincinnati; Miss Kathryn Roach, Cincinnati; Mrs. Irene Rabisch, Cin 


Inn Mrs. W. M. Perin, Mrs. C. B. Mathes, Mrs. 


Snyder. 


Mrs. M. Popper and Mrs. Chas. W. Roth; Mrs 
sernice Leeker, Mrs. B. A. DuPre, Mrs. J. C. Tracy 


W. C. Clegg, Mrs. R. J. Sibert and Mrs. H. D 


Stanley M. Pounsford, chairman, Women's Re 
and Mrs. J. F. Willenborg 








t Seymours, Fred and Ivy, 


Mrs. Little, 


William H. 
Foster, George 


Brainard, 


\\ 4 \ 
| 1 ,¥ 
Sam Clayton 
But nvention 1 
¥ 
al 
} ; 
Joe Hildreth, 
ba ‘ 
Joe! Ma 

iy 

\ ! ! { nvent mn w 


Jim Armington of Boston; R. 


B. Carter Walter Wyman of ( 


Mr. and Mrs. Owen Spencer 
Uri Doolittle oi 

s Charles A. H. Thom of D 

Frank Waterman of New \ 

Cit Mrs. Neill Stewart of Dallas 
Mrs. Charles Marshall of At! Mr. 
and Mrs. Ivan Allen, Atlanta; J. H. 
Schermerhorn t 
Cru ( ! Mrs. Arthur 
Walker John Molloy 

i M len, | George B. Graff 
Boston; Mr. and Mrs. Herbert Herr 

Lat t ni Ed. Ward 
N \ W. W. S. Carpenter 

Mrs. J. H. Duncan, | 
O Mr. and Mrs. W. R 
Diehl] L nu 
Harry Strat- 

ford, t in Sar 

~ ; = Cincinnats’ os 
| Arthur J. 

Walker, n from Miu 

Walter A. Sheaffer, 


Bill Hoge, 








W. H. Greenleaf, known | 


From the Reporter's 


Note Book 


Salt I yrade 


General Manager Garvin's inf 


us smile throu ut the mee 
e reason | 1 pitch of int 


| enthusias1 


ntion activities 


t ir} ir ] t 


1ict, Irienaty st ct 


Sketch of New National As- 
sociation President 


mventionit 


Jerry Sprott was the same sincere, 


( 


Harry A. Morgan, president 
the Nat nal S I s Ass 
i I beca lent ed wit 
thie Stat ery l ness I 1895 
irting with the Northwestern 
Paper Company at Minneapolis 
Minn He traveled n the road 
t ugh Minnesota and the Da 
kotas S¢ ne tat nery. In 
1904 Mu \I va 1 ved to Det 
< ( . and vas connected 
wi the Merchants Publishing 
Company I that city, covering 
for them the state ( rado 
Wy ng and Utzh. In 1910 he 
CaAaltic t L ‘ \r eles W cr¢ he 
ned the Cunningha Curtis 
& Wel Compal! who were 
i ( Wa | il Ss rbed \ ( H > 
Crocker Company. Here he was 
cmp ved is in itsicde sales 
I il 1 late! id « ire I the 
uying in t v sale depart 
4 
It 1920 \l \l vans m 
1 ised the st nery store 
eclonging Strattord & Green 
I l Ss \r gel S il l val l 
the « pany known as the Sta 
t ( it ort WwW 
MM M in Is gt il manag 
if Sa 1 iss lat nil il 
and is l ( sitior t 
{ na I al d er posts 
It res ns n national ar 
a iffair 
ts t nat a point s e dis 
nce beyond that of most folks, so1 
lest can escay 1 second helping 
ted by su 1 past master in the 


spitality as 
nat n is unbeatable 


Harry Snyder, who has done durit 


Herb Wittstein, 








OFFICE APPLIANCES 


Ac¢ ( 


uished 


thie such fine work fo! 


Produc ts, 


year©rs 
Inc quite disting 
himself, it is said, as a chauffeur dur 


ing the convention 


[he responsibility for representing 
the Dominion of Canada at the Cin 
cinnati convention fell upon the capa- 
ble shoulders of Jimmie Moir of 
Brown Brothers of Toronto, who 
proved worthy of the trus 

They speak of conservative New 
England, but Dick Towne of the Na- 
tional Blank Book Company and 


Elmer Cornwell upset this 


of deliberate action. They 


impression 


were among 


the busiest men at the convention. 

Frank Yawman and Harvey Rock- 
well are the Damon and Pythias of 
the Rochester contingent They are 
always present at these conventions, 
representing the Yawman and Erb« 
organization and are nearly always 
together 

Harold Hawkins of the Stationers 
Loose Leaf Company had the misfor 
tune to be somewhat indisposed on 
Thursday, owing to the heat and ex- 
posure to the sun at the golf game 
He recovered quickly, but the experi 
ence was the reverse of pleasant. 

Office Appliances suspects the dean 
ship of the steel pen industry 1s ap 
proaching if not already belonging to 
Lew Hawkes of the C. Howard Hunt 
Pen Company, who has been an at- 
tendant at conventions “since the 
memory of man runneth not to the 


contrary 


Sincere as well as able, Ed Kastner 

f the L. E. Waterman Company han- 
dled his arguments well in whatever 
serious discussion he indulged, but he 
is always ready to learn what the 
other fellow has to ofter 

Ray Martin of the Boorum & Peas« 
Company is another old timer. He ts 
suspected of being the dean of the 
blank book and loose leaf group. He 
and Fred Bingham, of the same com- 
pany, were prominent in convention 
work. 

The fifteenth floor of the convention 
hotel was the coolest spot in Cincin 
nati, they say, and there was located 


the well appointed headquarters of the 
Art Metal ¢ 
whose convention crew headed by 


Ed. Keeling, assisted by H. C. Chad- 
wick, Theo. Becker, Carl Nelson and 


onstruction Company, 


Was 


Hasty Jones. Visitors were numer 
ous and always welcome 

Business activities at the factory of 
the Fulton Specialty Company obliged 
that convention veteran, Roger Un- 
derwood, to leave before the conven 
tion was over 


George F. Malcolm, general man 
ager of the F. S. Webster Company, 
Boston, assisted by Ted Caswell, sales 
and advertising manager, headed the 

salesmen in 


Webster corps ot 


| action 








JULY, 193 
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PRESIDENT HARRY MORGAN, SOME OF HIS PREDECESSORS IN OFFICE AND A FEW OF THEIR FRIENDS—‘‘A PRESIDENT IN EVERY 


PICTURE.’ 
Emery, Lynn B 


pany; E. B. Webster, William B. Burford Printing Co., 
Marshall, Ivan Allen-Marshall Co., 
Horder, Horder’s, Inc., 
Richmond, Va., 
Lent, Brown, Lent & Pett, New York, past president; Harry Rogers, Wilbur & Hastings, New York. 
Chas. A. Stott, Chas. G 
Dallas, past president; A. J. Walker, Farnham Printing & Stationery Co., 


Co., New York; C. M 
Co., past president, Minneapolis; Harry G 
Woodson P. Waddy, Everett Waddey & Co., 


Stationers Supply Co., Chicago ; 


Stewart Office Supply Co 
at the Besides being a 
convincing write! 
Mr. Malcolm holds a unique 


convention 
upon sound selling 
policies, 
distinction in the office equipment in- 
been general man 


dustry in having 


ager for the same company for moré¢ 
than thirty-four years 


E. T. McIntyre of the Defiance Sales 


. &.- - 
Corporation received the greetings of 


“The 


enthusiasm nor 


many old friends times” have 


neither dimmed his 
abated his activities 


Chick Shee, it is said, 


committee chairmanship, puts into the 


when given a 


job an almost professional touch. He 


is a wizard at making a committee 
work. 

We remember back when 
Harry Tehan first appeared at a con 


vention His was a 


'way 


helpful person 


‘ : 
ality then and has remained so, in- 


Top panel, center, President Harry Morgan. 
Emery, Inc., Detroit; Frank L. Mills, Armstrong Stationery Co., 


Top, left: 


Indianapolis. Center, left: 
Atlanta, past president. 


past president. Bottom, right: 


Stott & Co., Washington, D. C 
Weis Manufacturing Co., Monroe, Mich. 


creasing in scope with the years. He 
is versatile—he can write news, make 
a speech, head a glad hand committee, 
and do many other useful things. 

Benjamin Kulp, head of the Wilson- 
Jones Company, is versatile in busi- 
ness and has proved himself a sound 
adviser of many people. For recrea- 
tion he enjoys golf, and did his part 
well at Thursday’s tournament. 

Sid Collins of the Automatic Pencil 
Sharpener Company, is an old timer, 
but doesn’t look that way. 
attentive listener, and it is said that he 


He was an 


was trying to find out just how the 
Industrial Recovery Act fitted into the 
pencil sharpener business, or vice 
versa 

General Manager Garvin spoke on 
Thursday, June 8, at the regular noon 


meeting of the Exchange Club of Cin- 


Bottom, left: 
Chicago; G. O. Stevens, Stevens, Maloney & Co., Chicago. 
Wash. L. Jaques, Jaques & Co., 


., retiring president. 


E. H. Sell, E. H. Sell & Co., past president, Columbus, O.; Lynn B. 
Cincinnati; Ray Schumacher, National Blank Book Com- 
A. B. Holmes, Columbia Ribbon & Carbon Manufacturing 
A. J. Walker, Farnham Printing & Stationery 


Bottom, center: 
New York; C. A. 
Center, right: F. P. Seymour, Associated 
Top, right: W. Neill Stewart, 
Minneapolis, past president ; H. C. McPike, 


cinnati at the Netherland Plaza. This 
was the second time he has addressed 
the same group since the first of the 
year. His topic was “The Year 
Ahead,” and he discussed principally 
the Industrial Recovery Act. E. E. 
Freshney, director of conventions and 
advertising for the Netherland Plaza 
hotel, is secretary of the Exchange 
Club. 

The Columbia Ribbon & Carbon 
Manufacturing Company was well rep- 
resented at the convention by an ac 
tive crew, headed by President A. B. 
Holmes and Frank Nichols, distin- 
guished for ability in their respective 
positions. 

Discovered: One of the most widely 
informed men in the industry is C. B. 
Mathes of the Conklin Pen Company. 
He observes, he reads and he thinks. 







































LEFT TO RIGHT: T. Harris Keon 
and E. L. Rosenberry Mohican 
Pencil Co Joe Hildreth 
brook Steel Pen Mfg. Co 
Smith Ace Fastener Co 
Vail Mfg. Co E. H 
L. N. Gale, Baltimore 
Co 


LEFT TO RIGHT ( P. Gar 
vin, Gen. Megr., National Station 
ers Ass'n; W. C. Clegg, The Clegg 
Co., San Antonio, Tex E. J 
Kuch, Hotchkiss Co.; H. F. Child 
ress, Chatfield Paper Corp'n; ¢ 

E Vieth, A. W Faber Ine J 
Hanley Morgan Swan-Morgan 

Co Huntington, W. Va 





LEFT TO RIGHT: H. C. MePike 
Weis Mfg. Co. ; R. A. Maish, Den 
nison Mfg. Co James KR. Cowan 
Thorp & Martin, president tos 
ton Stationers Ass'n K I 
Cowles, Bradley & Scoville, pres 
ident, Conn Valley Stationers 
Ass'n; Arthur L. and Ben A. Du 
Pre, Fibroin Stencil Co 


LEFT TO RIGHT Fred Lapp 
and Charles R. Hall The Egry 
Register Co w.o amsey \ 
E. Boyce Co Muncie, Ind M 
S. Dimmitt, Wilson-Jones Co 
Colter Rule and C. D. Var ag 
ner, The Champion Coated Paper 
{ 


LEFT TO RIGHT Tr. W. Norris 
ind Harry L. Short, Columbian 
Art Works; J. B. Thorpe, Hall & 
McChesney Cc. M. Dunn, Geer 
Dunn Co Jamestow! N y 

Washington Jaques Jaques & 
Co New York, N. ¥ Jack Da 


vis, Miller-Davis Co Minneap 
olis, Mint 
We had the pleasure of a visit with of a Northwest Mountie after a coun-_ sixth floor, where they out-did even 
him—all too short—and were uplifted _ terfeiter the South’s traditional reputation for 
and stimulated [hat the best may be confronted hospitality 
[wo of the most successful and pet with something better is a paradox The old convention glee club was 
sistent diggers-out of the why and that demands Time as the fourth di organized and in action Sunday eve- 
wherefore of things are A. G. Frost mension for its demonstration. Any ning, headed by the one and only 
and Bob Wood of Esterbrook’s. They how, the Globe-Wernicke Company “Dixie” Carroll of Faber’s. “Sw-e-e-t 
went after facts with the enthusiasm proved it at their headquarters on the \-d-e-line, for you I p-i-i-ne.” 
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LEFT TO RIGHT Frank H 
Fargo, Frank H Fargo Co., 
Bridgeport, Conn.; Harry Calla- 
han, C. R. Gibson Co.; M. C 
Constans, Mabie, Todd & Co.; 
Henry Dorsey, Jr., The Dorsey 


Co., Dallas, Tex Francis H 
Yawman and Harvey J. Rockwell, 
Yawman and Erbe Mfg. Co 





LEFT TO RIGHT Ray C. Mar 
tin and Fred C. Bingham, Boor 


um & Pease Co.; W. J. (Dixie) 
Carroll, Eberhard Faber Pencil 
Co.; C. H. Ramsey, Eveready 


Calendar Co.; Steve Stout and 
George Mandeville, The Wilson 
Jones Co. 





LEFT TO RIGHT: H. H,. Jones, 
Art Metal Construction Co. ; Sam 
8S. Clayton, Crossman & Clayton, 
New York, N. Y.; H. H. Hughes 
and H. O. Praetorius, John P 
Morton Co., Louisville, Ky.: W 
A. Sheaffer, W. A. Sheaffer Pen 
Co.: Eberhard Faber, Eberhard 
Faber Pencil Co 


LEFT TO RIGHT: C. B. Mathes, 
The Conklin Pen Co.; Bert 
Abrams, Modern Stationer ; Harry 
G. Pounsford, Pounsford Staty. 
Co., Cincinnati, Ohio; J. P. Me 
Elroy, Weber Costello Co.; J. W 
Viner, president, and F. X. Rey 
nolds, vice-president, The Ault & 
Wiborg Co 


LEFT TO RIGHT Harry Tehan, 

Chas. M. Higgins Co.; Herman 

Price, Eagle Pencil Co. ; William 

Koch and B. Bristol, Koch 

Bros. Co., Des Moines, Iowa: 

Harry Nichols and H. C. McPike, 
Weis Mfg. Co 





ment of it. Said he had traveled all 
over the country and nothing had ever 


Otto Kretchmer and 
Jack Linsky were observed with their 


Did somebody speak of bridge? In conference: 


Before the New York outfit reached 


heads together. 


Newark Eberhard Faber, Harrie Cope- 
land, Horace Van Dorn and Arthur 
Bainbridge had a bridge game going. 
\t Altoona the reporter gave up, but 


uot so the players 


Reported that they 
settled questions pertaining to rubber 


keys and discounts. 

Recommendation for rail travel: On 
the way west Ben Josephson wanted 
to wreck the train just for the excite- 


happened. 

Somebody lost the head end of the 
train at Altoona, Lew Hawkes found 
it “’round the bend.” Remember that 
You don’t? It was popu- 
lar too many years ago. 


old song? 











OFFICERS’ AND COMMITTEES’ REPORTS 


On April 6th there was held in Washington 
at the United States Chamber of Commerce 
Building a conference which we spoke of as 
an Industry Meeting There were in attend 
ance some sixty representative manufacturers 
the President and Executive Secretary of the 
Wholesale Stationers Association and the 
President and Secretary and General Manager 
of The National Stationers Association The 
latter. Mr. Charles P 

This 
growing seriousness 


Garvin, presided 
meeting was called to consider the 
of the credit situation in 
arrive at 


our industry and if possible, to 


some common understanding as to the wisest 
and most constructive credit policies to pur 
sue in the future There had been growing 
for some time prior to the Industry Meeting 
ittitude toward credit and debt 
allowed to continue 
might reach large proportions and become un 
Closely interwoven with Credits 
Outlets, an 


a dangerous 
responsibilities which, if 


controllable. 
was the problem of Unsound 
equally serious question It was felt some 
thing could and must be done. 

The Industry Meeting opened with an in 
spiring address by Mr. Henry I. Harriman 
President of the United States Chamber of 

Presentations were then made by 
Harry L. Chandler for the Whole 
Association, and by your Act 
National Stationers’ As- 


Commerce 
President 
sale Stationers 
ing President for the 
seocmation 

Mr. Garvin then presented the following 
four subjects for serious consideration 

1. The Credit Crisis. 

2. Bankrupt Stocks 

3. The Elimination of Unsound Outlets and 
the Perpetuation of Sound Outlets 

t. The Overlapping of Distribution Chan 
nels 

Seven recommendations were made by the 
Chairman to the Conference I will not at 
tempt to include them in this report, as they 
are no doubt already familiar to most of you 
und the full proceedings of the Industry Meet 
from the Association 
There is one 


ing can be obtained 
Office at Washington 


mendation, however, which I wish to quote It 


recom 


is as follows 

The setting up of a sizeable Central Com 
mittee for the Industry. large enough to per 
mit the appointment of sub-committees to act 
on applications for extensions, settlements, or 
function wherever any wl 


usual circumstances arise in the trade, and to 


compositions to 


be in a position to present to the trade at 
large its finding as to the things that are for 
the good of the track 

Now I have given to this subject somewhat 
more time than perhaps should be allowed in 
a President's Report I feel, however, that 
the events from April 6th to May 4th are of 
such potential importance that they should be 
not only included but given precedence over 
other matters in this report Then, too, the 
part played by our own Industry through the 
Association's Office makes it only fitting that 
proper recognition be given. I rather imagine 
that even now we do not realize the full ex 
tent of our Manager's participation 
in this work We do know, however, that 
as an Association and as individual members 
of our industry. we are deeply grateful for 
his efforts and very proud indeed of his a« 
complishments 
Samuel B. Groom 

which is called the President's 
Report, is rather the Report of the Acting 
President. At the New York Convention in 
June of last year you chose Mr. Samuel B 
Groom of Boston. Mass as your president 
To the very great disappointment and regret 
of us all it became necessary in October for 
Mr. Groom to ask to be relieved. The duty 
and honor fell to me as the eligible Vice Presi 
dent As your Acting President, I have con 
tributed all within my power to the upbuild 
ing and Association, but 
time and again during the past year, I have 
wished with all my heart for the time and 
the ability that would 
and more apparent progress toward those high 


General 


This paper 


usefulness of the 


permit a more sure 


objectives and ideals for which the 


tion stands 


Associa 


The burden of this year's activities was 
earried by the Association Office at Washing 
ton Our Secretary-General Manager and his 
exceptionally able staff have had brought to 
them for solution more problems, have as- 
responsibilities and have de 
leadership than 


administration. 


sumed more 
manded a more 
under probably any 

I would like to mention here the 
taken at the 123th District Meeting, which is 
the Canadian District at Montreal After an 
interesting discussion it was unanimously re- 
solved to form a Central Industry Committee 
to enlist the support of all manufacturers 
with the prime objective of obtaining for the 
retailers fair resale conditions by the com- 
bined efforts of manufacturers 
and retailers. 

It is encouraging to find both Canadian and 
American members planning the same line of 
attack against our common problems and to 
know that Canada also has confidence in our 
proposed Industry Plan 

The Local Associations have an increasing 
importance and responsibility both to the 
National Association and to their own mem- 
bership. 


courageous 
previous 
action 


wholesalers 


Assuming the passage of the Roosevelt In- 
Control Plan the Local Associations 
will automatically become the local represen- 
tatives of the Industry Committee of our 
trade. This is an important link in the chain 
and «will necessitate that Local Associations 
shall provide a meeting place for all factors 
in distribution of Stationery and Office Equip- 
ment, whether wholesale, retail or even only 
part factors, in order that each local situation 
may reflect the National Plan for Stabilization. 
Research Department 

Research work has been carried on through 
the year, and the following releases made 

1. In the fall of 1932 a “Survey of Current 
Business Price Levels, Inven- 
tories, Employment, Expenses, Salaries, Profit 
with comparisons against the pre- 


dustry 


covering Sales 


and Loss 
vious year. 

2. A comparison of Expense items over a 
five-year period 1928-1932. 

3. Budget suggestions for 1933 
how expenses might be reduced to 
profit. This release was in very practical form, 
showing comparisons of the figures of an aver- 


indicating 
show a 


age business running at a loss with figures 
of a successful business operating at a profit, 
in 1932-33 A budget was drawn up for the 
unprofitable business to show how it might be 
made profitable. based on the figures of the 
successful firm 

4. A release in May of this year based on 
$7.000.000.00 sales of retail firms from all 
giving comparisons of 
Sales Inventories, 
ear 1932 


sections of the country 
Expense Rent, Salaries, 
and Profit and Loss, for the y 


A few figures from this survey 1931 1932 
Percentage of Total Expense 
to Sales . 38.7 41.6 
Percentage of Total Salaries to 
Sales . , ‘ . 23.1 24.4 
Percentage of Total Rent to 
Sales .. 1.9 5.5 
Sales in 1932 22% less than 1931 
Net Loss in 1932 . 7% 


I regret to report that the figures received 
so far for the first three months of this year 
show up even poorer 

The Washington Office has been able to put 
to excellent use its research figures. During 
the past year there has been a marked increase 
in the number of requests received from in- 
dividual members for information regarding 
typical operating figures as well as figures for 
firms still operating at a profit in this year 
1933 (and we still have such firms). The in- 
formation available, beginning with the Har- 
vard Reports. has enabled your General Man- 
ager to promptly answer these calls for assist- 
ance and make recommendations that have 
proved of great help to our members. Al- 
though the Washington Office is one of the 
few organizations working at capacity today, 
they are never too busy to render such 
assistance. 

It will be 





interesting for you to learn that 


The Report of the President 


our Research figures have been published by 
the Department of Commerce and that as a 
result we have had requests for statistics from 
Libraries Universities and = other business 
groups. 
Membership 

We have. of course, lost a good many mem- 
bers, more than in normal years: but in al 
most every case, a dropping of a member- 
ship was due to the fact that it was impos- 
sible financially for the member to continue 
Compared with many other trade assox« 
we are indeed fortunate in emerging from the 
ajority of our 


intact, but 


lations, 


depression with the very large m 
membership intact, and not only 
loyal and enthusiastic. 

There are many firms engaged in the sta- 
tionery and office equipment business that are 
not members of our 
Wholesale Stationers 
why, the large majority 
they can see no value to themselves in such 


Association or of the 
Association. If 
would 


asked 
inswer that 
a membership We, experiencing many obvi 
have been at a loss to under- 
stand this attitude and now with the advent 
of the Government Industry Plar i lack of 
interest on the 
dustry and trade association, will be almost 
inconceivable Many firms, not members at 
present, will probably apply for membership 
It is possible, however, that under the Indus 
try Bill, our Association must even 
more than at present, truly 
our industry. The Bill provides in part that 
“Upon application to the President by one or 


ous advantages 


part of a stationer in his in- 


become 
representative of 


more trade associations, the President may 
approve a code or codes of fair competition 
for the trade, if the President finds that such 
associations are truly representative of such 
trades 

Our problems are industry problems, not 


Association problems. Trade 
simply means to an end Our Association as 
representing our industry must 


associations are 


therefore, play 
its part by obtaining the interest and co-op- 
eration of non-members as well as members 
Local Associations particularly will have the 
responsibility of securing as near as possible 
100 per cent representation in their communi- 
ties. Regional Districts, too, have the same 
task. 

This may be considered an effort to increase 


our membership and in one sense it is. The 
object, however, is not increased membership 
in our association but increased participation 


in the plan for stabilization and controlling 
our own industry 

Finances 
indicating the Association's finan- 
cial condition will be presented by the Treas- 
urer in his report. 


Figures 


Association that 
our membership has remained so loyal during 
the year 1932-33. The Association has effected 
several economies. The expenses of the Wash- 


It is a compliment to our 


ington office have been reduced as and when 
location of the office was 
changed (within the same building) to obtain 
reduced and miscel- 
expenses cut In connection with 
Salaries, it is oniy fair that I mention in this 
report the voluntary reduction made by our 
General Manager in his own salary (which was 
still under contract). of 10 per cent. This is 
the second 10 per cent reduction Mr. Garvin 
has made voluntarily, and these amounts have 
been turned back to the treasury 

It will probably be wise at this time or 
in the very near future to analyze our finan- 
cial requirements for the coming year. The 
increased activity of our Association in connec- 
tion with the government's plans and our 
widening field of effort will require adequate 
support and must be provided for. It is sug- 
gested that the Budget C appointed 
at this Convention consider such provisions. 

Our cash balance as of June Ist, this year 
was only slightly less than a year ago. which 
reflects the able management of our Treasurer 
and our General Manager. Still more encour- 
aging is the very definite increase in receipts 
during the past two months, which for the 
month of May greatly exceeded those of a 


year ago 


necessary The 


lower rent, salaries were 
laneous 


ommiuttee 
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Bank Stationers 

There has been in existence for a number 
of years, an organization known as the Ameri- 
can Institute of Bank Stationers. This year, 
we provided for a Vice President and a Divi- 
sion of Bank Stationers and, during the year, 
the business office has put forth a good deal 
of effort to endeavor to lead this group of 
stationers toward a method of stabilization. 
There are being held at this Convention, meet- 
ings of this Division and also of the old Insti- 
tute and it is understood that a decision will 
be made as to whether the Institute will dis- 
solve and the Division become an active part 
of our Association, 

It is with a great deal of pleasure that we 
welcome to this Convention a considerable 
number of Bank Stationers who are here rep 
resented. We hope that they will find in our 
proceedings much of inspiration and we offer 
the full facilities of our organization to them 
in the working out of the problems of their 
part of the industry. It is the belief of the 
Administration that the more we concentrate 
and coordinate all of the various factors in our 
industry, the greater will be the chance for a 
betterment of general conditions in all the 
branches of the trade 

Commodity Groups 

The Commodity Groups have held a num- 
ber of meetings throughout the year and the 
Chairmen of these groups have met together 
a number of times. There are two divisions 
that are doing a very definite work for the 
benefit of their parts of the industry, namely. 
the Loose Leaf and Blank Book Division, and 
the Specialty Envelope Manufacturers’ Divi- 
sion. The General Manager acts as Director 
of these two divisions. 

Our General Manager has occasionally, upon 
request, sat in with groups composed of non- 
members of the Association. In some cases 
we have learned that real progress has been 
made in these groups as a result of this co- 
operation. 

Some Commodity Groups have been very 
successful in working out their problems and 
in these parts of our industry a much healthier 
situation prevails today. Other Commodity 
Groups have not been so successful and the 
situation in these parts of our industry is not 
so healthy. These conditions, good or bad, are 
reflected directly in distribution; to the whole- 
salers and the dealers. Bearing in mind that 
it is these unsettled and disturbing situations 
with which the Roosevelt Industry Control 
Plan largely deals, we see the obvious neces- 
sity for correcting such conditions at once. 

These groups will, without doubt, be quite 
busy in the near future, for it is these groups. 
each in its own field, that will be charged with 
the responsibility of putting thei? houses in 
order. 

Proper Pricing 

Your Acting President has felt for some 
time that this Association might be well justi- 
fied in undertaking a thorough study of pric- 
ing methods—this has to do primarily with 
dealers but manufacturers and wholesalers 
should also be interested. This is apt to be 
a complicated and difficult task, not to men- 
tion a delicate one, which, perhaps, is the rea- 


son so few of us have undertaken it. 

We speak so often of “low prices.” “cut 
prices,’ “selling below cost."’ What is a price 
anyway? Is it some arbitrary figure set down 
haphazardly? Is it simply ‘‘a little lower fig- 
ure than our competititors'?"’ Is it the Manu- 
facturers’ list, whatever that may be? Is it 
10 per cent or 25 per cent off of something? 
Or, is it a figure we can determine with some 
confidence, by a method—fiexible perhaps— 
that takes into account the cost of the mer- 
chandise, transportation, overhead expenses 
(some of which vary) and profit? 

If the latter be true then it is high time 
we gave the subject more study. This ques- 
tion of intelligent pricing will be discussed 
here at Cincinnati at the dealers’ session, 
which it is hoped will ask that a committee 
be appointed to study this subject carefully 
and bring in recommendations. 

Here again the Roosevelt Industry Control 
Plan enters into the picture. If our indus- 
try is to be scrutinized by the Government, 
the question of “prices’’ is sure to be near 
the top of the list. Are we then to admit 
that we do not know how to determine a “fair 
price,’ and ask the government to do it for 
us, or shall we make an intelligent effort to 
do it ourselves? 

Competitive Forms of Distribution 

Competition from Chain Stores, Department 
Stores, Mail Order Houses, Direct Sales Manu- 
facturers or Wholesalers. From some expres- 
sions of opinions among us dealers, it would 
seem that all these other types of distribution, 
insofar as they affect us, should close their 
doors and go out of business. 

However, so long as they fulfill a need, 
operate in accordance with sound economic 
principles and make a profit, they will con- 
tinue, our wishes to the contrary notwithstand- 
ing. 

Here again, as in the case of “Pricing” it is 
probable that a thorough study of ‘“‘Competi- 
tive Distribution,”’ (that is, competitive to the 
Stationery Dealer) would be well worth while, 
not to say necessary. In such a study there 
are at least two lines of thought that should 
prove profitable: (1) To determine exactly 
why these forms of competition have been 
able to successfully take business from us and 
devise ways of regaining such business, if pos- 
sible, and (2) to determine, with the full co- 
operation of our manufacturers, just what 
types or channels of distribution are funda- 
mental, necessary and justified in our industry. 

The latter is closely bound up in the old 
question of Overlapping Channels of Distribu- 
tion. And here again the Industry Control 
Plan of the government should be kept in 
mind. But whether or not we will have to 
reckon with the government on this and on 
the several other problems existing in our in- 
dustry we should begin at once a study of 
these competing forms of distribution and the 
overlapping of the same. 

This start has in reality already been made. 
The Central Industry Committee, referred to 
elsewhere, has set up and at the time this is 
being written the Committee has scheduled 
three meetings at the Cincinnati Convention. 
This Central Committee having as one of its 
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assignments the task of working out proper 
distribution channels, is composed of manu- 
facturers. This is quite proper. No dealer or 
wholesaler can determine or control a manu- 
facturer’s distribution policies. In fact, it 
would be difficult, if at ail possible, for a 
group of dealers or wholesalers to do so. Nor 
should there be any necessity for dealers and 
wholesalers to make this effort. Each manu- 
facturer, individually and where advantageous, 
in co-operation with other manufacturers, can 
without question control the distribution of 
his merchandise until it reaches the consumer. 

To those manufacturers who, recognizing 
this responsibility to their own products, to 
their wholesalers and dealers, are earnestly 
endeavoring to control their merchandise, this 
Association owes much and to them, when 
successful, will go the appreciation of dealer 
and wholesaler. 


Appreciation 


To enumerate the individual and specific 
services to members would be impossible. The 
high spots of the year—if we except the In- 
dustry Meeting and Plan—has been the larger 
confidence exhibited in the Association by 
hundreds of members who have not hesitated 
to submit to us their individual problems in- 
volving the most intimate details of their 
businesses, thus allowing the Association to 
really serve them. This has been the most 
pleasant and most gratifying factor in the 
year's work. Perhaps we have made some mis- 
takes. Perhaps we have overlooked some op- 
portunities to serve. Any such shortcomings. 
we hope, will appear small in comparison with 
our earnest efforts for constructive policies and 
practical co-operation within our Association. 

This has been a most difficult and trying year 
for us all. My appreciation is, therefore, all 
the more deep, for the splendid support given 
this administration. 

To the Executive Committee and to each 
officer I wish to express my sincere thanks for 
their encouragement. their co-operation and 
their constant interest in their respective fields. 

To the Regional Governors and Retail Di- 
rectors who have carried on so magnificently 
throughout the country and in Canada, we 
owe a debt of gratitude, and may I add to this 
tribute my own appreciation of their efforts 
and their successes. 

To the Travellers for their effective support, 
and to the individual members of the Asso- 
ciation for their constant interest and un- 
swerving faith in our work and in our indus- 
try. To those participating in past adminis- 
trations who built and maintained this Asso- 
ciation in our industry. I am deeply grateful. 

As to our Secretary and General Manager 
and his staff at Washington, I have already 
indicated in a small way our gratitude and 
my personal appreciation of his work. I can- 
not express adequately my own feeling of ob- 
ligation to him, but I can truthfully say that 
without him my work would have been quite 
impossible. 


Respectfully submitted, 
CHARLES A. STOTT, 
Acting President. 
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Twenty-Seventh Annual Convention at New 
York June 6th, 7th, 8th, 9th, 1932 
Attendance at business sessions..... 359 


Extra guests at banquet 





Total attendance at all sessions... .523 
Regional Meetings Held 
District No. 1, Boston, Mass., Governor A 
L. King, September 16th. 
Philadelphia Stationers Association, October 
13th. 


Richmond Stationers Association, January 
5th. 
New York Stationers Banquet, February 


15th, President W. L. Jaques presiding, 150 


present at banquet. 


Connecticut Valley Stationers Association, 
February 20th, Springfield, Mass., President 
R. I. Cowles, presiding. 

Boston Stationers Association, February 


2ist. President James R. Cowan presiding. 
District No. 11, Spokane, Wash., Governor 
Rowland A. Waltz, April 14th-15th. 
District No. 2, Buffalo, N. Y¥., Governor Lou 


Report of General Man- 
ager Charles P. Garvin 


Hoelscher, April 24th, 77 present at business 
session, and 130 present at banquet. 

District No. 13, Montreal—Governor Thom- 
as V. Bell, April 26th. 

Meetings postponed—Houston, Texas. Dis- 
trict No. 9: Topeka, Kan., District No. 8; Min- 
neapolis, District No. 7. 

Due to the bank holiday and its close prox- 
imity to the dates of these meetings it was 
deemed wise to postpone these meetings. The 
governors and officers having charge of these 
meetings are to be complimented for the work 
done in arranging for the meetings. The suc- 
cess of the meeting was assured but the eco- 
nomie condition of the country prevented their 
being held. 


Co-operation with Shannon Committee 
The work of the business office at Wash- 


ington in co-operation with the Shannon com- 
mittee on government competition with pri- 
vate enterprise. The results of this work are 
being felt already. The work will go on until 
all unnecessary government competition has 
been removed. 


Fight Against Prison Furniture Plant 

The action of the Washington office in di- 
recting the fight against the erection of a 
steel furniture plant at the Federal Peniten- 
tiary at Lewisburg, Pa. This fight was won 
in cooperation with the officers of the Steel 
Furniture Institute and others in the trade who 
cooperated in a wonderful way to stop this 
unjust proceeding. 


The “‘National Stationer”’ 

The “National Stationer” has grown in im- 
portance due to the reader interest of the mem- 
bers and their sales forces. It does not at- 
tempt to duplicate the work of the trade jour- 
nals but occupies a unique place all its own 
as the official organ of the association devoted 
to the specific problems of the business cov- 








FAMILIAR FACES AT THE CONVENTION 


The Clege CC San Antonio, Texas 
general manager, National Stationers 
Pomerant \. Pomerantz & Co Philadelphia, 
Noesting Pin Ticket ¢ dD t. Pinney 
Chase, American Pad & Paper Co. ; ¢ 
Mosman, Meilink Steel Safe Co. Bot 
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The Research Department 


The Research Department has bee 
oped through the year and has mace 
very Significant studies and issued some 
full reports on such things as sales 
sons and budget firures setting off ret 


1932-1933 records against those for 





Bankers Box Co 


Lithographing Co 


elements entering into 


The Bulletin Service 


answers indicated that 





OFFICE APPLIANCES 





president, The General Fireproofing Co W. C. Clegg, 
Fireproofing Co.; ¢ P. Garvin, 
Santa Fe, N. M A 
Appliances ;’’ G. F. Griffiths, 
Cleveland, Ohio; Charles 
Joseph Dixon Crucible Co. ; Warren 


The Globe-Wernicke 


deal of good Included 
is the Washington News 
we decided to find out 
whether the News Let- 
service worth while to 


asked for the opinions. We 
about 200 answers. Five 


the readers did not care 


and felt that it did not 


But 195 answers stated 


they wished the News Let- 





continued, and so it has been and 


ter to be 
is being continued 


Commodity Groups 
The commodity groups have held a number 
throughout the year and the 
chairmen of these groups have met together 
a number of times. There are two divisions 
which are doing a very definite work for the 
benefit of their part of the industry, namely, 
Loose Leaf and Blank Books and the Spe 
cialty Envelope Manufacturers Division. The 
General Manager acts as director of these two 


of meetings 


divisions. 
Development of the National Stationers Sales 
Development Course 

This Course was prepared in the office of 
the Association at Washington and comprises 
instructional releases forwarded 
to students of the course every two weeks over 
a nine-month period. As part of the course, 
there are being issued sections of a Sales Manual 


a course of 


on commodities. The course has been in op- 
eration since January Ist and a considerable 
number of students are participating in the 
course. A charge of $5 per student is made 
for the entire course and this covers a good 
part of the ordinary overhead, that is, con 
sumption of materials, labor, ete. The lessons, 
examinations and sales manual are prepared 
personally by the General Manager. It is 
strictly a product of the Association, designed 
to fit the needs of salesmen in this industry. 
Growth of the Information Service 

The Information Bureau has been a feature 
of the Association since its inception. Orig 
inally designed to furnish information as to 
where commodities might be bought, during 
the last year, the service has been broadened 
so that the Washington office is now furnish 
ing information on all matters having to do 
with the operation of our business. A large 
number of business statements have been re 
ceived during the year and compared with 
typical figures. Reports have been sent back 
to the individual. firms submitting the state- 
ments with suggestions designed to help in 
these businesses back to a profit 
reference to employ 


adjusting 
Information in 
ment has also been included in this service 
and it is a real pleasure for the Washington 
office to report that a considerable number 
of men have been placed in jobs during the 
year. 


basis. 


Local Associations 

Your General Manager has visited a con 
siderable number of local associations during 
the year. He has consulted with the officers 
and members of such associations and has 
cooperated in planning the work and in the 
problems of these associations. It is ex 
tremely pleasant to report that in a number of 
cities we have now associations comprising 
in their membership the entire list of eligible 
firms in the city or section covered. Two 
phases of local association work that are most 
interesting are: 1. The work that has been 
done in several sections by local associations 
that have bought bankrupt stocks on sale in 
their community and placed this merchandise 
on sale through the stores of the individual 
members. A second phase of local association 
swapping of merchandise 
between dealers in which has 
resulted in cleaner inventories and better cash 
positions for the firms involved. It is noted 
that in those sections where the local associa- 
tion functions best, the 
healthiest condition. 


work has been the 
communities 


business is in the 


Development of Industry Control 

For two years in this industry we have been 
developing the commodity groups and during 
this time of development, your business office 
has been fighting at all times for some action 
by the government that would permit business 
men to get together and stabilize their busi- 
nesses without being continually harassed by 
fears of the anti-trust laws. 

It is only natural, in this industry, that 
there should have been a timidity in reference 
to anything that ever approached an interpreta- 
tion of the law. The long litigation which 
the Association had to go through had a 
tendency to impress business men in this in- 
dustry with a feeling that it was not safe to 
even discuss business, one with another. Know- 
ing the manifestly unjust litigation that trades 
have had to go through in order to prove 
their honesty of purpose and the propensity 
of the government for the trying of friendly 
suits, which cost enormous amounts of money, 
it has been felt for a long time that govern- 
ment should give business a freer and clearer 
channel in order that business might go ahead 
and work out its own problems. 

The National Association has been active 
in all the work that has led up to the present 
Industry Control Act. As long ago as October, 
1932, your General Manager urged certain 
business leaders in Washington to take action 
on this most important subject. The business 
leaders did not think the time had come for 
such action. Nevertheless, your business office 
continued to carry on this fight. Business, 
with its usual propensity for internal disagree- 
ment, was not ready to get down to cases. 
From October, 1932, on, your General Man- 
ager continually pounded on the necessity for 
a meeting in Washington of business men who 
could make definite recommendations to the 
government as to what was needed in order 
to clear the channel for business. 

In this work, we had the constant par- 
ticipation and cooperation of a small group 
of six men here in Washington who were 
sponsoring the Nye Bills and other anti-trust 
legislation. 

I pay particular tribute to Mr. Henry P. 
Fowler of the Research Department of the 
Chamber of Commerce of the United States, 
who has done a wonderful job on the funda- 
mentals that have led up to the present situa- 
tion. Many of you know Mr. Fowler and I 
want you to know of the wonderful work that 
he has done, 

The Industry Meeting at Washington 

Well, we kept on pounding, and with the 
advent of Mr. Roosevelt, it became quite ap 
parent that if the other changes proposed by 
the administration to restore stability to the 
country were to be successful, business would 
have to be given its chance for the restoration 
of stability to the nation. Realizing this, 
your General Manager proceeded to draw up 
a plan for the Stationery Industry. This plan 
looked forward to the inevitable changes that 
were coming. 

Late in March, I met with a small group 
of manufacturers in New York and also with 
the officers of the Wholesale Stationers Associa- 
tion a little later on. All minds were running 
in the same way. 

And so a meeting was called on April 6th 
in Washington, to which was invited a group 
of about forty or fifty manufacturers. In- 
Vitations to this meeting were issued by both 
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the National Stationers Association and the 
Wholesale Stationers Association. 

The meeting was held over a month before 
Mr. Roosevelt's official pronouncement in ref 
erence to cut-throat competition. Thus the 
stationery and office equipment industry got 
started on the setting up of a Central Industry 
Committee a month ahead of the procession. 

The small group in Washington, in the mean 
time, were proceeding with the plan which we 
had had in mind all the time. But there was 
the usual timidity of business and while some 
thought that action ought to be had, others 
thought the time had stiil not arrived, Then 
came the proposed thirty-hour bill and the 
minute that came into the offing, everyone be 
came interested. Groups of business men came 
rushing to Washington and the great activity 
began. We were able to call our meeting of 
Trade Association Executives on May 2nd, the 
day of the opening of the United States Cham 
ber of Commerce annual meeting, but even 
there, we had the same timidity, due to the 
fact the organization of trade association ex- 
ecutives did not feel that the meeting ought 
to be held as their meeting, but simply under 
their sponsorship or friendly guidance. 

So we prepared the program and in order 
to meet the wishes of the trade association 
people, it was made an unofficial meeting and 
your General Manager became the chairman 
of the meeting. as well as Chairman of the 
Program Committee. 

The meeting went over like nobody's busi- 
ness, resolutions were adopted to present to the 
President and then everybody who had been 
afraid to be associated with the meeting sud 
denly came to the conclusion that they had 
been associated with it all the time. 

Just a day or two before, the National As 
sociation of Manufacturers had a meeting and 
they drew up resolutions. Events came quick 
and fast and on Thursday, May 4th, at the 
annual dinner of the United States Chamber 
of Commerce, Mr. Roosevelt came there per 
sonally and announced that cut-throat com- 
petition must cease and that he was going to 
recommend definite legislation to Congress, and 
on the following Sunday night, he made his 
historic pronouncement over the radio. And 
so at this stationers convention in Cincinnati 
we are presenting for the consideration of all 
the factors in the business, a Plan for our 
Industry. 

Miscellaneous 


To endeavor to enumerate the individual and 
specific services to members is beyond the 
capabilities of your General Manager. Our 
President will tell you of the finances and the 
membership and the various work of the As 
sociation as he has viewed it and participated 
in it. But the highest spot of the whole year 
has been the new confidence exhibited in the 
Association by hundreds of members who have 
not hesitated to submit their individual prob 
lems to us, who have exhibited their confidence 
in us by showing us the most intimate details 
of their businesses and who have allowed the 
Association to really serve them. This has 
been the most gratifying factor in the year's 
work. Maybe we left something out. Maybe 
we have overlooked something. But despite 
the conditions that have confronted us in 1932 
1933, I feel that we have made real progress 
and that this Association is to be compli 
mented on the quality of ita membership and 
officers. 


Report of the Necrology Committee 


It is fitting that this meeting should give 
time and thought to these men who have 
You will find among the names 
which I give to you many whose influence 
will be long felt in our industry. 

As a token of our reverence, won't you 
please stand while the roll is read and after 
the reading stand in silence for a minute’ 

Henry 8S. Hutchinson, head of H. 8. Hutch- 
inson & Co., New Bedford, Mass. 

Millington Lockwood, of Millington Lock- 
wood, Inc., former president of Nat'l Station- 
ers Ass'n, 1911-12 

George Davis, president of Adams, Cushing 
& Foster, Inc.. & Moore Pen Co., Boston. 

Henry John Brown, of Brown Bros., Toronto, 
Canada. 

Charles H. Banister, Vice-Pres. and Treas., 
Davis & Banister, Inc., Worcester, Mass. 


passed beyond 


Leonard Just, Just & Son, 56 West Wash- 
ington St., Chicago. 

Russell C,. Parker, eldest son of George 8S. 
Parker, President of Parker Pen Co., Janes- 
ville, Wis. 

Harry Williams, of Ryan & Williams, Buf- 
falo, N. Y. 

William A. Gray, Sr., Treasurer-General Man 
ager of Crescent Brass & Pin Co., Detroit. 

Louis Busse, Franklin Printing Co., Toledo, 
Ohio. 

William E. L. McAdams, of William M. L. 
McAdams Stationery Co., Boston, Mass. 

W. F. Palmer, one of the founders of Parker 
Pen Co., Janesville, Wis. 

Howard A. Van Derslice of Joseph Dixon 
Crucible Co., Jersey City, N. J. 

Samuel H. Whiting, President of Whiting & 
Cook, Inec., Holyoke, Mass. 


Ralph B. Wilson, founder of Wilson-Jones 
Co., Chicago, Ill. 

Joshua N. Hobbs, of Southworth Co., West 
Springfield, Mass. 

Christian Laucht, manager of Stationery 
Dept.. Lucas Bros., Inc., Baltimore, Md. 

Roy J. Simpson, southern representative for 
Sandford Mfg. Co., Chicago. 

Robert J. Metzler, president and treasurer, 
A. W. Faber, Inc., Newark, N. J. 

George E. Doughty, Cooke & 
Brooklyn, N. 4 

Isaac Oliver Upham, of the A. Carlisle, Up 


Cobb Co., 


ham & Rutledge Co., Inc., San Francisco, 
Calif. J. 8. SPROTT, Chairman, 


B. J. BRISTOLL, 

J. O. DAVIS, 
EBENEZER WALLACE, 
HORACE VAN DORN. 
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Reports of the Treasurer, Auditor and the Budget Committee 


Our Association year begins October 1 and fully and all that the Treasurer reported was Dues and Subscriptions 500.00 
my report will be for the eight months start entirely correct. Contingencies 1,000.00 
ing October 1, 1932. The cash on hand that WOODSON P. WADDY —_——__—_—_ 
day was $4,167.07 Total receipts for the Auditor. Making a Total of $32,400.00 


Respectfully submitted, 


eight onths eriod $22,.651.9 king ° 
gh month I i 65 1 ma 4 The Report of the Budget Committee 
CHARLES CARPENTER, Chairman 


total of $26,813.98 Total disbursements for 


the same period $19,872.42, leaving cash on — $21 000.00 WE. STOCKETT. 
hand $6,941.56 tent 2,100.00 sna 
: m . tai Printing and Stationery 4,000.00 W. L. JAQUES, 
WILLIAM E STOC K ETT Office Expense 2 500.00 HARRY A. MORGAN 
Treasuret Traveling Expenses 500.00 HERMAN PRICE 


! ry care Regional Division Expens« 1.000.00 EPERHARD FABER 


I have checked up on everything v« 
I 








A. C. FRY J. S. SPROTT 


Local Committees Who Put Over Convention 





General Chairman, Anson C. Fry; assistant stein The Globe-Wernicke Company Nor Robert Fleming of The Henderson Lithograph 
chairman, J. 8S. Sprott wood, Ohio: William F. Fry, The Gibson Art ing Company; Mr. and Mrs. John A. Seubert 

Entertainment Chairman Alexander Company, Cincinnati of Herring Hall, Marvin Safe Company 
Thomson, Jr.; C. D. Van Wagner and William Ladies entertainment Chairman Mrs Messrs. and Mesdames Leroy Voorheis and 
Benzing of The Champion Fibre Company Stanley Pounsford R. G. Kelsall of Kelsall-Voorheis Ine. (Globe 
M. C. Walsh. G D. Mosher and R. G General Reception Committee Chairman Wernicke Service); Mr. and Mrs. R. E. Kindel 
Guimaraes of The Champion Coated Paper Frank Willenborg Mr. and Mrs Howard of R. E. Kindel & Company: Harry G. Pouns- 
Company; Oliver Perin of The Gibson & Perin Armstrong, Frank Mills and Mart Armstrong ford, Messrs. and Mesdames Stanley Pouns- 
Company J. Nevin Roberts of The Globe of the Armstrong Stationery Company ford, Carl Schmidt, Raymond Cutler and E. C 
Wernicke Company: Stanley Pounsford of The Messrs. and Mesdames R. R. Hengge, F. H Sellers of The Pounsford Stationery Company 
Pounsford Stationery Company Reynolds and J. W. Viner of The Ault & Mr. and Mrs. A. C. Botterell of Remington 

Golf Chairman, Oliver Perin: G. B. Bing Wiborg Company Messrs ind Mesdames Rand Inc.; Mr. and Mrs. W. F. Schaefer of 
ham, The Burrows Bros. Company. Cleveland Alex Thomson. Sr Alex Thomson, Jr. and W. F. Shaefer & Company: Messrs. and Mes- 
Cc. W. Roth, The Roth Office Equipment Com Colter Rule of The Champion Coated Paper dames John Kidd, Charles Lotz and Robert 
pany Daytor Arthur C. Bainbridge Bair Company Messrs. and Mesdames John E Robisch of Stewart & Kidd Company; Messrs 
bridge Kimpton & Haupt. Ine New York Dimpfl and Edward Tischler of The Cincinnati and Mesdames Allison Stanley, Jack Ferguson 
me R. M. Tussing, The Victor Safe & News Company: Mr. and Mrs. E. J. Lohmeyer Cc. E. Albert and O. B. Shatto of The U. § 
Equipment Company, North Tonawanda, N. Y of Dennison Manufacturing Company Mr. Playing Card Company; A. L. Busse and Em 
C. D, Corkran, Baltimore Sales Book Company and Mrs. C. Lee Downey of The C. L. Downey ery C. Sommers of The Ferd. Wagner Com 
Philadelphia, Penna H. C. MePike, Weis Man Company Messrs and Mesdames E. P. Gib- pany Mies Bernice Leeker. Frank G. Willen 
Mat eee gee tor Bann b eee aaa ° =o a Sac tae, a on ha am berg, Messe. end Mestames 3. Freak Wie 
e - e mist} s Miu ‘ ‘ ers u , ! ‘i P ' a tl ’ su a 1} S - . , - eal a) 
Framingham, Mass.; Talbot T. Speer, Balt Messrs. and Mesdames W. M. Perin, Oliver DOT and W 2 ange 
more Sales Book Company, Baltimore, Md Perin, Gus Lindhorst, Phil Quehl and William Stationery & Printing Company Miss S. J. 
Frank G. Willenborg and Miss Bernice Leeket F. Hall of The Gibson & Perin Company: Stanage, Gus Weil, Messrs. and Mesdames 
of the Willenborg Stationery Company. Cir Messrs. and Mesdames Frank Kunkel, J. 8S. W. H. Stanage and Ed. Nadler of Woodrow, 
cinnati: Colter Rule, The Champion Coated Sprott. H. H. Wittstein and Phil Carr of The Weil, Stanage Company: Messrs. and Mes 
Paper Company. Cin nat Steve Stout, Wil Globe-Wernicke Company Messrs and Mes dames Harry Dick, Fred W. Ziegler and George 
son-Jones Company Cincinnati Herb Witt dames W. H Mert Jack Strobridg and C. Redeker. 




















R. M. FLEMING S. D. HEED OLIVER W. PERIN 
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CONVENTION REGISTRATION 


Abrams, Albert B., Modern Sta- 
tioner, New York, N. Y 

Adams, Francis K., 8S. G. Adams 
Co., St. Louis, Mo 

Adams, Fred L., Book 


Me Millan 
Co., Syracuse, N. Y 
Agnew, E. F., Stewarts, Inc., In- 

dianapolis, Ind 
Alpeters, John C., Crescent Brass 

& Pin Co., Detroit, Mich 
Armstrong, Howard, Armstrong Sta- 

tionery Co., Cincinnati, Ohio 
Armstrong, Mart, Armstrong Sta- 

tionery Co., Cincinnati, Ohio 
Augur, N. A., The Wallace Pencil 

Co., St. Louis, Mo. 

Bainbridge A Cc 


, Bainbridge, 
Kimpton & Haupt, New 
2 


York, 


Bariol, E., C. Howard Hunt Pen 
Co., deumie. N.. 
Bassett, A. G., The 
pany, Chicago, Ill 
Becker, Theodore, Art Metal Con- 
struction Co., Jamestown, N. Y. 
Bell, D. S., Graver-Dearborn Corp., 

Chicago, Ill. 
Berry, R. T., Milton C 
Co., New York, N. Y 


Wahl Com- 


Johnson 


Bieser, Charles W., Everybody’s 
Office Outfitters, Inc Dayton, 
Ohio 


Bingham, F. C., Boorum & Pease 
Co., Brooklyn, N. Y 

Bingham, G. B., Burrows Brothers 
Co., Cleveland, Ohio 

Bishop, R. V Office Supply & 
a Co., Cleveland, Ohio 

Black, J. N., The Parker Co., 
Madison, Wis 

Bloom, Guy, Todd Company, 
Rochester, N. Y 

Bowles, H S., Graver-Dearborn 
Corp., Chicago, Ill 

Boyce, A. E., A. E 
Muncie, a 


Boyce Co., 


Brainard, C., General Fireproof- 
ing Co., .** stown, Ohio 

Bristoll, B. J., Koch Bros., Des 
Moines, Iowa 


Brooks, W. H., W. F. Murphy's 
Sons Co., Philadelphia, Pa. 
Brown, John A., J. R. Weldin Co., 
Pittsburgh, Pa 
Bruner, W. G., Office Stationery & 
Equipment Co., Chicago, Ill 
Burkhardt, A., Burrows Brothers 
Co., Cleveland, Ohio 
Butterfield, Sidney, Smith & But- 
terfield Co., Evansville, Ind 
Bushnell, Nelson, Alvah Bushnell 
Co., Philadelphia, Pa 
Callahan, Harry, C. R 
Co., New York, N. ¥ 
‘arithers, J. H., Carithers, Wal- 
lace, Courtenay, Atlanta, Ga 
‘arpenter, C. C., Evanston, Ill 
‘arr, Phil, Globe-Wernicke Co., 
Cincinnati, Ohio 


Gibson & 


~ 


~~ 


Carroll, W. J., Eberhard Faber 
Pencil Co., Brooklyn, N. Y 
Cast, Herman H., Western Litho 


& Office 
Kans. 
‘aswell, F. H., F. 8S 
Company, Boston, Mass 
‘hadwick, H. C., Art Metal Con- 
struction Co., Jamestown, N 
‘handler, Harry L., Preside ont, 
Wholesale Stationers’ Associa- 
tion, Boston, Mass. 

‘hase, Charles A., American Pad 
& Paper Co., Hoboken, N. J 
*heney, P. W., Southworth Co., 
West Springfield, Mass 
*hristiansen, Fred, S. E. & M. 
Vernon, Inc., New York, N. Y¥ 
Christy, N. Robert, United States 
Playing Card Co., Cincinnati, 
Ohio. 

Nayton, S. &S., Crossman & Clay- 
ton Co., New York, Y 


Supply Co., Wichita, 


Webster 


~ 


— 


_— 


~ 


Clegg, Wm. C., Clegg Company, 
San Antonio, Texas 


— 


‘ute, G. M., Mohican Pencil Co., 
Philadelphia, Pa 

‘ole, W. W., General Pencil Co., 
Atlanta, Ga. 

‘ollins, Sidney E., Automatic Pen- 
cil Sharpener Co., Chicago, II. 
Yonnell, C. A., Automatic Printing 
° Stationery Co., Philadelphia, 

"a. 
‘ooper, Ed., Boorum & Pease Co., 
Minneapolis, Minn 
‘ooper, J. W., Jr., Manufacturers’ 
Representative, Atlanta, Ga 
Copeland, H. E., Wilson-Jones Co., 
New York, N. ¥ 
Cornwell, E. E., National 
Book Co., Holyoke, Mass 


_— 


~ 


~ 


~ 


— 


Blank 


Cowan, James R., Boston Sta- 
tioners Association, Boston, 
Mass 


Cowles, R. I., Connecticut Valley 
Stationers’ Association, New 
Haven, Connecticut. 

Crist, L. E., Management Methods, 
New York, N. Y. 

Curtiss, Frank R., Neva-Clog Prod- 
ucts Co., Inc., Bridgeport, Conn 

Davies, John R., Moore Push-Pin 
Co., Philadelphia, Pa. 


Davis, A. L., Waterbury Brass 
Goods Corp., Waterbury, Conn 
Davis, Greenville, Acco Products, 


Inc., Long Island City, N. Y 

Davis, J. 0O., Miller-Davis Co., 
Minneapolis, Minn. 

Dawson, Ed. B., Koch Brothers, 
Des Moines, Iowa. 

Dean, Herman P., Standard Print- 
ing & Publishing Co., Hunting- 
ton, W. Va. 


Dick, Harry C., Ziegler, Redeker & 


Dick, Cincinnati, Ohio 

Dimmitt, M. S., Wilson-Jones Co., 
Cincinnati, Ohio 

Dornette, John, Jr., Wood Office 


Furniture Associates, New York, 
N. ¥ 


Dorsey, Henry, Jr., The Dorsey 
»., Dallas, Texas 
Douglas, H. Dorsey, 
& Office Supply Co., 
City, Oklahoma. 
Downey, C. Lee, C. L. Downey Co., 
Cincinnati, Ohio. 

Downs, R. P., Gibson Art Co., Cin- 
cinnati, Ohio 
Dresser, Malcolm, 
Co., Cambridge, 


Western Bank 
Oklahoma 


Standard Diary 
Mass 


Duncan, John H., H. C. Cook 
Co., Ansonia, Conn 

Dunn, C. M., Geer-Dunn Company, 
Jamestown, N. Y. 


DuPre, Arthur L., Fibroin Stencil 
Corp., Jacksonville, Fla. 

DuPre, Ben A., Fibroin 
Corp., Jacksonville, Fla. 

Dwyer, John B., F. S. Webster Co., 
Boston, Mass. 

Ehlen, Charles, Jr., 
Co., Cincinnati, Ohio. 

Elmer, H. B., Eberhard Faber Pen- 
cil Co., Brooklyn, 3 

Emerson, Tom, The Conklin Pen 


Stencil 


Gibson Art 


Company, Toledo, Ohio. 

Emery, Lynn B., Lynn B. Emery, 
Inc., Detroit, Mich 

Erdman, Henry, Arabol Mfg. Co., 


Cicero, Ml. 


Everly, C. H., Office Appliances, 
New York City. 

Faber, Eberhard, Eberhard Faber 
Pencil Co., Brooklyn, ! ‘ 

Fargo, Frank H., Frank H. Fargo 
Co., Bridgeport, Conn 

vay, E. © American Writing 
Paper Co., Holyoke, Mass. 

Fecho, J. S., Burrows Brothers Co., 


Cleveland, Ohio. 

Fidler, Frank 8S., Fidler & Cham- 
bers, Davenport, Iowa 

Foster, W. H., General Fireproof- 
ing Co., Youngstown, Ohio. 

Frey, Arthur, Globe-Wernicke Co., 
Cincinnati, Ohio. 

Frost, A. ~ Esterbrook Steel Pen 
Mfg. Co., Camden, N. J 

Fry, A. C., Gibson Art. Co., Cin- 
cinnati, Ohio. 

Gale, L Baltimore Salesbook 
Co., Baltimore, Md. 

Garrison, W. J., Marietta Office 
Supplies Co., Marietta, Ohio 

Garver, Russell B., Roaring Spring 
Blank Book Co., Roaring Spring, 
Pennsylvania. 

Gauche, E. E., U. 8S. Playing Card 
Co., New York City. 

Gibson, C. R., Gibson Art Co., Cin- 
cinnati, Ohio 

Gibson, E. P., 
cinnati, Ohio 

Gibson, J. R., Gibson Art Co., Cin- 
cinnati, Ohio 

Gilbert, John, 
Chicago, Ill. 

Gonyea, J. H., The Pacific North- 
west Stationers’ Association, Ta- 
coma, Washington 

Gorton, E. H., Baltimore Salesbook 
Co., Baltimore, Md 

Gosiger, Paul A., Loose 
Metals Co., St. Louis, Mo. 

Gran, A. W., Des Moines Stationery 
Co., Des Moines, Iowa. 

Greenleaf, W. H., Stationers’ As- 
sociation of New York, New 
York, N. ¥ 

Grieve, R a 


Gibson Art Co., Cin- 


Office 


Appliances, 


Leaf 


Maverick-Clarke 


Litho Co., San Antonio, Texas 
Griffith, G: H., Koh-I-Noor Pencil 
Co., New York, . Oe 
Griffiths, G. F., Noesting Pin 
a Co., Inc., Mount Vernon, 
if 


Grisivoa, H. T., Sanford Mfg. Co., 
Chicago, Ill. 

Gundecker, Paul, S. E. & M. Ver- 
non, Inc., New York, A 

Hamlin, Guy E., McMillan 
Co., ayeneuse, a. “ae 

Hauton, P. Scripto Manufactur- 
ing Co., Atlanta, Ga. 

Hawkes, L. A., C. Howard Hunt 
Pen Co., Camden, N. J. 

Hawkins, Harold, Stationers Loose 
Leaf Co., Milwaukee, Wis 

Healy, E. B., Santa Fe Book & 
Stationery Co., Santa Fe, New 


Book 


Mexico. 
Heed, 8S. D., Gibson Art Co., Cin- 
cinnati, Ohio. 
Hengge, Bob, The Ault & Wiborg 
Comany, Cincinnati, Ohio 
Higgins, Tracy, Charles M. Higgins 
& Co., Inc., Brooklyn, N. Y. 
Hildreth, Joseph H., Esterbrook 


Steel Pen Co., 
Hills, Guy D., Seneca Falls Rule & 
Block Co., Seneca Falls, N 
Hodge, R. E., Gary Office nies 
ment Co., Gary, Ind. 
Hoelscher, Lou, Hoelscher Sta- 
tionery Co., Buffalo, N. Y. 
Hoge, William, General Fireproof- 
ing Co., Youngstown, Ohio. 
Holmes, A. B., Columbia Ribbon & 
Carbon Mfg. Co., Glen Cove, 
= 


Chicago, Ill. 


Hord, C. W., American Crayon Co., 
Sandusky, Ohio. 

Horder, Harry G., Horder’s, Inc., 
Chicago, Ill. 
Hough, W. E., 
Equipment Co., 

2 


Victor Safe & 
N. Tonawanda, 


Hucke, Charles H., manufacturers’ 
representative, Atlanta, Ga. 

Hughes, H. H., John P. Morton & 
Co., Inc., Louisville, Ky. 

Hyatt, Charles H., Acco Products, 
Inc., Long Island City, N. Y. 
Jaques, Z L., Jaques & Co., New 

York, = 
Johnson, wa B., Standard Printing 


& Publishing Co., Huntington, 
W. Va. 
Johnston, Wm. F., Schwabacher- 


Frey Co., San Francisco, Calif. 
Johnstone, C. H., John H. Harland 
Co., Atlanta, Ga. 
Jones, Hastings H., Art Metal Con- 
struction Co., Jamestown, N. Y. 
Joos, Edward, Jr., Diem & Wing 
Paper Co., Cincinnati, Ohio. 
Josephson, Benjamin, Josephson 
Mfg. Corp., New York, N. Y. 
Kahn, Julius, David Kahn, Inc., 
North Bergen, N. J 
Kastner, E. J., L. 
Co., New York, N. 
Kaufman, Jesse G., Bate Bros., 
Inc., Baltimore, Md. 
Keeling, E. A., Art Metal Con- 
struction, Jamestown, N. Y. 
Kennedy, J. F., Trussell Mfg. Co., 
Poughkeepsie, _ 
Keon, T. Harris, Mohican Pencil 
Co., Philadelphia, Pa. 
King, Karl G., The Office Engi- 
neers, Inc., South Bend, Ind. 
Koch, William, Koch Bros., Des 
Moines, Iowa. 

Kreng, C. B., The Tisch-Hine Co., 
Grand Rapids, Mich. 

Kretchmer, Otto, —— Key Co., 
Inc., New York, N. 

Kuch, C. F., Jr., Slotchkies Sales 


E. Waterman 


Co., Norwalk, Conn. 

Kuch, E. J., Hotchkiss Sales Co., 
Norwalk, Conn. 

Kulp, Benjamin, Wilson-Jones Co., 
Chicago, Il. 

Lent, Charles A., Brown, Lent & 


Pett, New York, N. 


Leroux, Joseph, Franklin Printing 
& Engraving Co., Toledo, Ohio. 
Levine, Morris, Reliance Pencil 


Corp., New York, N. Y. 
Linsky, Jack, Parrot Speed Fasten- 
er Co., os York, N 
Lipp, G. = E. 
New York” N I 
Little, E. L., Wabash Cabinet Co., 
Wabash, Ind. 

Lockwood, Richard B., Millington 
Lockwood, Inc., Buffalo, N. Y. 
Logan, W. A., Gibson Art Co., Cin- 
cinnati, Ohio. 
Lohmeyer, E. J., 


WwW aterman Co., 


Dennison Mfg. 


Company, Cincinnati, Ohio. 

Long, George, Globe-Wernicke Co., 
Cincinnati, Ohio. 

Maish, R. A., Dennison Mfg. Co., 
Framingham, Mass. 

Malcolm, G. F., F. 8S. Webster Co., 
Boston, Mass. 

Mandeville, George §&., 
Jones Co., Chicago, Ill. 

Mankin, Harley, Geyer’s Stationer, 
Cleveland, Ohio. 

Marshall, Charlies M., Ivan Allen- 
Marshall Co., Atlanta, Ga. 

Martin, Ray C. Boorum & Pease 
Co., Syracuse, Se - 

Mathes, Cc. B., Conklin Pen Co., 
Toledo, Ohio. 


Wilson- 


Mathews, Jack, American Lead 
Pencil Co., Hoboken, N. J. 
Mayer, Alfred J., Gregory, Mayer 


& Thom, Detroit, Mich. 

McChesney, Donald 8., Hall & 
McChesney, Inc., Syracuse, N. Y. 

McCleary, H. R., Wilson-Jones Co., 
Chicago, Ill. 

McElroy, John B., Weber, Costello 
Co., Chicago Heights, Ill. 

McIntyre, E. T., Defiance Sales 
Cor., New York, N. Y. 

McLeod, Donald, | +. Pen 
Co., New York, N. Y. 

— W. H., The Shaw-Walker 

Muskegon, Mich. 

mer ibe, H. C., Weis Manufactur- 
ing Co., Monroe, Mich. 

Mills, Frank L., Armstrong Sta- 
tionery Co., Cincinnati, Ohio. 
Moir, J. E., Brown Brothers, To- 

ronto, Ont., Canada. 

Molyneaux, J. C., Greeting Card 
Association, Jamestown, N. Y. 
Moore, R. C., Columbia Ribbon & 
Carbon Mfg. Co., Kansas City, 


Mo. 

Morgan, H. A., Stationers’ Corpora- 
tion, Los Angeles, Calif. 

Morgan, J. Hanley, Swan-Morgan 
Co., Huntington, W. Va. 

Morris, W. K., McCloy Co., 
burgh, Pa. 


Pitts- 


Narcus, Frank, Samuel Narcus, 
Boston, Mass. 
Neary, J. E., Geyer’s Stationer, 


New York, N. Y. 

Nichols, Frank R., Columbia Rib- 
bon & Carbon Mfg. Co., Glen 
Cove, Long Island, N. Y. 

Nichols, Harry L., Weis Manufac- 
turing Co., Columbus, Ohio. 

Norris, Thomas W., Columbian Art 
Works, Inc., Milwaukee, Wis. 


O'Flaherty, William, Gibson Art 
Co., Cincinnati, Ohio. 
O'Hare, John J., Boorum & Pease 


Co., Richmond, Va. 

Oom, Jay C., The Tisch-Hine Co., 
one Rapids, Mich. 

Orth, A., Joseph 2 Crucible 
Co., y 3 City, N. 

Oswald, J. A., RE Company, 
Dayton, Ohio. 

Overend, Robert "s Pel Pencil 
Co., New York, 

Parry, Geo. T., “22m Inc., In- 
dianapolis, Ind. 

Pearce, N. L., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 

Perin, Oliver, Gibson & Perin Co., 
Cincinnati, Ohio. 

Perin, W. M., Gibson & Perin, Cin- 
cinnati, Ohio. 

Perkins, H. B., Columbus Blank- 
book Mfg. Co., Columbus, Ohio. 
Perry, E. F., Trussell Mfg. Co., 

Cincinnati, Ohio. 
Pinney, D. R., Bankers Box Co., 
Chicago, Tl. 
ae W., Wm. Prym of Ameri- 
Long Island City, N. Y. 
Pomerents, ) a * RA «& 
Co., Philadelphia, Pa 


Popper, Morris, Stationers & Pub- 
lishers Board of Trade, New 
York, N. Y 


Pounsford, Stanley, The Pounsford 


Stationery Co., Cincinnati, Ohio. 
Pounsford, Stanley M., Pounsford 
Stationery Co., Cincinnati, Ohio. 


Price, Herman, Eagle Pencil Co., 
New York, N. 

Priesing, C. W., “The Wahl Co., 
Chicago, Il. 

Prior, J. D., Southworth Co., West 
Springfield, Mass. 

Prym, Hans, William Prym of 
America, Inc., Long Island City, 
N 


Ramsey, C. H., Ever Ready Calen- 
dar Co., Jersey City, N. J. 

Ramsay, W. D., A. E. Boyce Co., 
Muncie, Ind. 


(Turn to page 78, please) 
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CONVENTION ADDRESSES 


By Hon. Russell Wilson, 
Mayor of Cincinnati 


I am now in my fourth year as Mayor, and 


I find that the conventional things in a Cor 
vention are to have an invocation and then an 
uldress of welcome by the Mayor. Whether 


that ia to be as going from the 
the 


uimit the sub 


regarded 


sublime to ridiculous I do not know I 


will mity and deny the ridicu 


lousness 


We are very much honored in having you 
here We are gratified to learn you have a 
large registratior Registration is a word that 
has political significanc I im sure your 
registration differs from political registration 
in one particular if not in any other, because 
in the old days we found that absentees had 
s habit f registering in Cincinnati 

You come from a long and honorable lin 
Stationery plays the most important part 
paradoxically in the progress of civilization 
When stationery was first found or invented 
or devised, that is when civilization began to 
progress I happen to be a Princeton man, and 
nterested m the Department of Arts and 


Archaeology there as a visiting member of the 


Board. I have found in talking with the pr 
fessors there that their chief concern is with 
stationery, with the old papyrus, with the old 
manuscripts which were written one over in 
other, because they did not have as convenient 
stationery in those days, and wrote one thing 
over another, as a matter of economy 

To come down to modern times, I have often 


thought that the stationery ‘“‘oft proclaims the 


man You ean often udge the character of 


t! man wh writes you a letter by his sta 

nery if t is dignified. of good paper, the 
man is likely to be dignified and to be a man 
of substance If it is gaudy ind on cheap 
paper you can iimost reckon that man is 
somewhat t irre himeelf and hasn't the sub 
tanc f the ma who ures the better 
ma " 


Addresses of Welcome 


Stationery is like a barbershop: it includes 
many things that do not seem germane to the 
business You make excursions into provid 
ing other facilities; in other words, your busi 


one Wwe 
Stationery 
stationery 


ness is a versatile have many 


very 


in Cincinnati active in the business 


contribute to the busi 
wouldn't want to limit those cor 
individuals to Cincinnati—I will 


Cincinnati so as to get my 


who 
And I 


porations or 


many 


ness 


include Greater 


friend, Mr. Thompson, in He lives in Cin 
cinnati, even if he has to leave town every day 
You are very welcome here You have many 


important questions to be considered You 


have a representation unusually large for these 
times, so I shall not make you pause any 
longer in your deliberations. Suffice it to say 
you are welcome, and we shall permit you to 
leave Cincinnati only on the condition that 
you shall soon again return 


By J. 8. Sprott, The 
Globe-Wernicke Co. 


It affords me a 
bring to you a 
Manufacturers of 
will find in 
traditional. 
preciation of 


vast amount of pleasure to 
welcome from the 
vicinity. You 
that is 
high ap- 
that are 


will en 


message of 
Cincinnati and 
Cincinnati a hospitality 
The Manufacturers 

the 
the 


have 
problems 
they 


serious 


confronting industry ind 


deavor to increase that hospitality if it is 
possible, for we feel that if we can make you 
feel at home, you will be more efficient in 
endeavoring to find a solution of these many 
problems. I have not long been a resident of 
Cincinnati, but the reception I received here 
has been most cordial. I want you to feel that 
the Manufacturers and the Retailers of Cin 
cinnati have the same kindly feeling for you 
that you have experienced in the other splen- 
did business centers in which this Association 
has met I know upon leaving here, if you 
have not had a perfect time, and have not the 


feeling toward Cincinnati and these Manufac 
turers and Dealers that we want you to have 
we as a group shall be greatly disappointed 
We shall do our very best to make your stay 


here a thoroughly enjoyable one 


By Alexander Thomson, 
Sr., Champion Coated 
Paper Company 


You understand what a handicap I will be 
under in extending to you a welcome to Cin 
cinnati after having listened to the speech of 
our honorable Mayor. But, after all, the Mayor 


the City, 
example to 


offer you the keys of a city 


very 


ean only 


of which we are proud in 


the rest of the country in civic government 
if in no other way: a city whose bonds sell 
at par or better. The streets are clean, and 
the citizens are proud of it, and yet a city 
which can offer to you a human and sincere 


welcome, lacking in none of the essentials of 


the kind of a welcome I think you would like 
I offer you a welcome from the allied indus 
tries engaged in and with the stationery busi 
ness, a better welcome than even we as indi 
viduals could present to you We have been 
through very difficult times, but fortunately 
we seem to be pretty well through it at this 


time At any rate, we ure in the fortunate 
position of having something to do with our 
own destiny. It lies more in our own hands 


as a stationery organization. We and all other 
United States can 
wtion as will lead to 
price cut 


similar organizations in the 
if we will 
the elimination of 


take such 


practices as to 


ting, and to the elimination of undesirable 
trade customs and various other methods of 
destruction of all values that were leading so 
rapidly to chaos and the breaking-up of things 


Response to Addresses of Welcome 


When the Mayor walked it. I lost half of 
my speech I would like to have thanked him 
personally for his very kindly vidress He 


knows how to say the loveliest things, in the 
fewest words f any man I have met for a 
long time Perhaps that is emblematic of this 
part f th intry 

Wwe ure wathe 1 here from ull parts of 
Amer " Ir h meeting yesterday there were 
so many from the Pacific Coast that the smell 


By Charles A. Lent, 
Brown, Lent ©& Pett, 
Inc., New York, N. Y. 


ing back, because of their building Then we 


That, I think, is the best welcome I can offer 
you and it is a welcome which is in your 
own hands in your own industry To that I 
very gladly and heartily welcome you. 

had grown to such proportions that the Cin 
cinnati Stationers had thrown up their hands 
and had selected the President of the National 
Association to come and talk with Mr. Yeiser 


him. know it was no mean 


him he 


And you who knew 


job to try to persuade was wrong. So 


I have some lovely memories of Cincinnati in 
the past Really and truly, we are having a 
good time, and we are looking forward to a 


good time. We came here feeling we should get 


! range blossoms still lingers (Laughter. ) get into the Netherland Plaza Hotel, the finest somewhere We put behind us the things we 
And I was almost tempted to have baked beans that ever was. Of course we have hotels in have been confronting right up-to-date, and 
wer supper ‘ meep im touch with cur Boston Hoboken and Germantown and vicinity, but I are looking forward from this Convention to 
friends It is a very fi weemblagce we have have never seen anything like this Another 
ne and it ie a hos ndeed to say for you feature that appeals to me personally, in con- better things and better times ind the opti 
ind as well as I can, how much we appre nection with this Convention, is the gentleman mistic words of Mr. Thomson struck the right 
ciate the work done i uur behalf and the who welcomed us from the Manufacturers chords in our hearts 
welcome we have received in this good city The first time I came to Cincinnati, it was in Gentlemen and the City, we thank you very 
When w in “ vere almost stunned by an official capacity fifteen years ago I came heartily for our welcome and we hope that 
this great n rnist Union Station I hope here to have it out with the President of his when we go away you will feel it has been 
they do not ree is special extra fares go organization on a troublesome problem that good that we came 

ry . . 
New Importance of the T rade Association 

In the past month I have been listening to ation. Our very national existence is at stake 
many lengthy speeches on this and allied sub a - ‘dH. B hb J ~ even more than it was in the World War 
ects. and while I am enthusiastically in favor By Ec wd) c ° a ’ V., “Halfway, traditional and timid measures 
of i It st admit that I have come to the D ae id N : l will no longer do If the price level is not 

n sion that if some f the speakers wer I restc ent, a fion a speedily raised, so that business, industry and 
hot in the m tl speeches they would v S l A ; agriculture can be run again at enough of a 
die famous, «# [I am miting myself to a School A upp y SSOCIa- profit to make sure that they are run at all 
brief outline f what we should do right now > Vf and reabsorb the unemployed, and if that level 

I am grateful honor conferred tion, NC. is not raised enough to enable debtors to pay 
mie having this pportunity to come be I want to read a message from Mr. Irving their debts and creditors to get their pay. this 
fore y I bring you the greetings of your Fisher, who 2 you know, is one of the country will soon be over the precipice with 
brother association, the National School Sup world's foremost economists Mr. Fisher asks bloodshed and revolution 
ily Associatior which will meet in Chicago the question What is necessary and then “There is, if my analysis of this depression 
the last of this week to discuss and face the says is right. absolutely no escape from our pres 
same problems that you now have before y« “Few realize the gravity of our present situ ent imminent danger except through reflation 
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Trade associations are not new. In this 
country they have been organized and operated 
for many years. In some instances they have 
functioned smoothly and to great advantage 
to the members. In other cases, of course, 
they have failed of their accomplishments. 

Your Association, one of the strongest, has 
always accomplished much. If only for the 
good-will built up and fostered among its mem 
bers, it would have been worth while. If only 
for the fact that that man Jones or Brown, 
who was treading on your toes, and who was 
so cordially disliked by you, really turned out 
to be a mighty fine fellow when you sat aside 
of him at the luncheon, or played golf with 
him at the outing. 

Trade Associations clarify many confusing 
matters in the minds of all their members. It 
is a clearing house of information. It helps 
to stop unethical practices. It is an aid as a 
credit bureau. What I am trying to prove is 
that Trade Associations have been extremely 


valuable to business up to this point. Now. 
however, the Trade Association comes into 
its own. I am brought to think now of the 
Trade Association more in the light of the old 
time guild. These guilds were organized to 
protect the industry which they fostered. A 
man could not enter one of the guilds until 
he had been thoroughly trained in the manu- 
facture of the particular item or the method 
He served a long and ardu 
ous apprenticeship, but when he finally was 
allowed to join and become a full-fledged guild 
member, he was an asset to the industry and 


of doing business. 


not a hindrance. 

As I now see it the intention of President 
Roosevelt is to plan for the Trade Association 
to function in this manner, and to continue 
in its growth and strength in the years to 
Fifty per cent of an industry can set 
up standards for that industry. The Associa- 
tion cannot establish a monopoly and no one 


come, 
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wants it to, but it can control production and 
it undoubtedly will control prices, and it most 
certainly will control unethical practices. 
There are teeth in this new bill and they are 
going to bite mighty hard the fellow who 
doesn't play ball. 

Now is the time for you to organize your 
Association, to take full advantage of this new 
legislation. You are fortunate that your Asso- 
ciation has been established as long as it has, 
that you are ready to function smoothly and 
quickly, and the only thing left now is to see 
that it thoroughly represents the industry by 
having in its membership all those concerns 
who should be there. 

When you get back home sit down and 
think who in your estimation should be in the 
Association—approach them directly and get 
them in. The fellow on the outside of the 
Association is not going to have a very easy 
time of it. Many of them are only waiting 
to be invited. Ask them—and let's do it now! 


Manufacturers Urged to Study Cost of Distribution 


I am no speaker, have no notes, and Char 
ley gave me no idea of what to talk about. | 
am pleased to take a part in this great in 
dustry meeting. This is the Most Important 
Industry of the World. It furnishes the tools 
for the conduct of all education and business 
and we are assembled here to restore this in 
dustry to the high level at which it belongs 
Ethics seemed to have been temporarily re- 
moved, and we were just ordinary traders, 
selling at the highest bid, without regard to 
profit, resorting to trickery, and sometimes to 
false statements in order to wrest business 
away from each other. We have here in Cin 
cinnati, Manufacturers, Wholesalers, Retailers 
and School Supply Dealers representing the in- 
dustry. Mr. Woolworth and Mr. Kresge I do 
not believe are here. (Laughter.) 

We have here represented the most impor- 
tant distributing factors. The Government will 
no doubt investigate the manufacturers’ cost 
of distribution, and many manufacturers have 
and are investigating it. The wholesaler can 
be of service. He is equipped to handle small 
orders, if he gets volume as to quantity and 
variety of merchandise he is to sell, and which 
represent many manufacturing lines. He can 
help reduce the manufacturer's cost of distri- 
bution by carrying a stock In advantageous 


sections of the country, and sending his sales 


By Harry L. Chandler, 
President, Wholesale 
Stationers Association 


men into territories where the manufacturer 
cannot afford to go. He can also help the re- 
tailer reduce his cost by carrying that local 
stock, saving transportation charges, and let- 
ting the dealer operate on a smaller inventory. 

We must protest very loudly against the 
manufacturer who sells at his minimum price 
to purchasing agencies, irresponsible whole- 
salers, so-called bootleg outfits. By doing this 
they create a source of supply for the broker 
who carries no stock and maintains no stock, 
and enable him to come in and take business 
away from their own legitimate distributors. 
We must also protest against the manufacturer 
who sells to a chain, an item of better value 
to sell in competition with the independent 
dealer, and the manufacturer who sells the 
chain a recognized 25-cent item to sell in the 
chain stores at 20 cents. Well organized effort 
will improve that condition 

The Century of Progress Exposition is now 
open at Chicago. Think of the progress of the 
Stationery Industry during the past century. 


Think of the knowledge and skill required to 
sell the many types of time saving office ma 
chines and other equipment, loose leaf sys- 
tems, filing supply systems, and the service 
that goes with them, compared to the few 
writing instruments and materials of a hun 
dred years ago. Our predecessors have built 
up a great industry, and we must continue to 
build and not let parasites tear it down. The 
manufacturers to a great extent can help us 
improve conditions by limiting production, 
tightening up on credits, by choosing their dis- 
tributors with the thought of protecting their 
good will, and by establishing list or retail 
prices which can be maintained and which 
will pay a profit to the distributor. If they 
attempt that. we must co-operate with them 
to the fullest extent. We should appreciate 
their efforts by carrying a good line of their 
merchandise, and by paying our bills when they 
become due. Let us not wait for the Govern- 
ment to tell us just how and when. Let's use 
our Associations, our Central Committee, our 
Committee Groups to good advantage, and 
start now to put our business back on a pay 
ing basis. As President of the Wholesale Sta- 
tioners’ Association of the United States and 
Canada, and in behalf of that Association, 
I wish you gentlemen a very successful Con 


vention. 


The Roosevelt Industry Recovery Plan 


As briefly as I can, I am going to sketch 
the new deal in business commonly known 
as the Roosevelt Industry Recovery Plan. 
Starting out, I cannot help but go back to the 
deepening gloom of the late afternoon of the 
fourth of March of this year, and remembering 
that great police band of New York City. about 
200 strong coming down Pennsylvania Avenue. 
Out in front was a man who four years ago 
had been a candidate for President of the 
United States. He was saluting the new Boss, 
and the crowd was saluting him. As we sat 
there and heard the music, and watched those 
marching men, and saw this most unusual 
spectacle, a newsboy shoved a newspaper under 
my nose, and there was a big headline on it 
‘All the banks have closed.” But nobody paid 
any attention to that at all. It was the most 
remarkable picture I have ever seen in Amer- 
ica. Thousands of people marching, people 
watching them, people cheering. The banks 
were all ciosed, and the newsboys couldn't sell 
the papers. Somehow or other I had a hunch 
that day. that there was something in the 
American people that we always have and 
always have had, that would perhaps be a little 
hard to define, but is the thing that always 
comes to the fore when this Nation finds itself 
in any kind of a jam, and that is rebound and 
courage and a sense of humor. 

In the time since March 4th, we have seen 
a very interesting change in position. For a 
number of years business has pleaded with the 
Government to give it a clear channel. We 
have heard the politicians roar about the dis- 
honesty of business and of business men. They 
haven't called attention to the fact—they pre- 


ferred to overlook the obvious element in 


By Charles P. Garvin, 

General. Manager, Na- 

tional Stationers 
Association 


American Lusiness—that there are some three 
million individual businesses in this country. 
operated by men who are fundamentally and 
basically honest, men who have built the com- 
munities in which they have lived and done 
business. And yet business went on pleading 
that they might be given a chance to go ahead 
and do something. And then almost over night 
we found a new philosophy creeping in. We 
found it was becoming popular for political 
thought to direct itself somewhat to the exi- 
gencies particularly of the small business man, 
because in the last election a great many peo- 
ple were only elected because the small busi- 
ness men rallied to their support. 

And so, on May 2nd, in a meeting Mr. Stott 
has spoken about, and where I had the dis- 
tinction of being chairman, because everybody 
else in the group down there had ducked it 
and didn't want it until they found it was 
going to work, we had four methods of 
thought, the political, the economic, the legal 
and the small business thought. And all of 
a sudden things began to work, and out of 
it all came a very definite plan for business 
recovery, and that plan was the culmination 
of the fight that has been made over the years 
for the Nye bills, plus the Capper-Kelly Bill, 
plus revision of the anti-trust laws, up against 
a swapping with labor. a wiping out of the 


sweat shop, a stopping of cut-throat compe- 
tition through the raising of the terrifically 
small wages that were being paid in some 
places, some as low as this: We know of a 
ease where men were working ten hours a day 
for five cents an hour, 50 cents a day. And 
so the philosophy of this business recovery 
bill is contained in a combination of thought. 

The Democratic Party in their platform 
promised they would revise or adjust the anti- 
trust laws. They immediately ran cross-coun- 
ter to a method of thought in Congress, mostly 
bounded by heads that were so small you could 
shove them into the top of a lead pencil, who 
believed that if you let business have a chance, 
it is going to create something known as a 
monopoly or a trust. They can’t see any fur- 
ther than that. So, Mr. Roosevelt, in his wis- 
dom found a way to get around that, and to 
swap and bring labor in, and to set up a com- 
bination of legislation that might give busi- 
ness at last, this clear channel it has been 
asking for so many years. 

Men are running about this country pro- 
testing about the labor section in this Bill. 
I have been positively assured by the man 
who is going to have the administration of 
the Bill, that labor will get only its just re- 
ward and treatment in the handling of the 
whole Act. The Administration does not pro- 
pose that the American Federation of Labor 
shall unionize all of American industry. On 
the other hand, they say to the great big busi- 
ness man, “Yes, we will give you a chance too, 
but as we give you your chance we are going 
to make sure that you are not going to op- 
press small business. You must give them a 
chance to come up. And, as things get better, 
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salari« md w the same gree is men, and a great many men in the Government has always been possessed by the American 
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looking on. What are we 
that we have gotten our 
there the trade organization, 
individual business man has 
to apply himself to this recovery job, so that 
as we do pull out of this valley, business will 
the job that was assigned to it. 

into the details of this Bill 
am trying to give you the philosophy 
But, finally the thing that will happen 


going to get up there ahead of us, where the 


o reach down and help the other fellow up a 


slways said it wanted. 








is this We have a new deal in Washington 
There are no political parties down there any 
more. We have a leader who is doing a good 
job, and the man who starts to try to figure 
whether that leader is a Republican or a Demo 
crat, is not a good patriot. We have a leader 
Let's stand behind him. Let's get behind him 
gotten behind all of the 
Let's stay behind 


as we should have 
leaders who went before him 


been misled by the fact you 
stood up and have accepted it as a tribute 
to the speaker, but I noticed it was an oppor 
tunity for many to leave the room. (Laughter.) 
I am obliged to those of you who preferred 
truest you will survive [ have 
been myself as to why I was 
asked to be here When the Chairman of the 
Local Committee called me, he said the request 
had come from Washington. Then he hesitated 
and said I don't know how that happened.” 
I thought I got the note in his voice that he 
thought it come from him, because 
s prophet is without honor in his home city 

I am glad to be with you this afternoon, 
and if Dr. Strudsberg, who appeared on the 
program before me has not welcomed you 
on behalf of the clergymen of this City, I 
want to, for I feel that while you represent 
one industry, you are here to be welcomed by 
section of this great City of 


I might have 


to stay I 


inquiring of 


couldn't 


s whole cross 


ours 
What I shall say will have little to do with 
stationery The fact is when I began to think 


of this talk, I was thinking of change, and it 
occurred to me there was some irony in speak 
unless it was small change 
to a group of stationers ( Laughter.) I went 
to the dictionary to find why in the world they 
ever called your trade stationery, and up-to 
date I have failed to find it 

In this day and age when the surest thing 
we know is that we are going to have constant 


ing about change 


change, it is interesting to find something that 
is not stationary Perhaps you know why your 
trade was called stationery: I do not. 

I have taken for my subject What Next 
That is a phrase the American citizen has used 
slmost every morning for twenty years, after 
What surpris 
ing events have happened in the world in the 
last score of think this has been 
the most interesting period in which any man 
While we 
harrowing circumstances and difficult times, I 
think | would rather live in this period, and 
belong to the generation that began perhaps 
time in the eighties or the nineties of 


he had gazed at the headlines. 
years! I 


could choose to live have had 


saiiie 
century and has lived through the 
first three decades of this century of ours I 
do not know that I envy any of my ancestors 
my father, or my father's father because they 
which 


the last 


lived in a@ time more interesting and 
presented more of interest to life The only 
would hardly be my sons: it 
would be my grandsons, because they will live 
in more times But I doubt if 
there has ever been a generation, the arch of 
found its first pedestal in one ag: 


persons I envy 
interesting 


whose life 
and which has spanned over to a new pedestal 
in anew age 

amphibian 
lived in 


Every man in this presence is 
He has 


the present 


lived in the past and has 
which ages are totally unlike 
inimals in some past periods of 
evolution that lived half in the 
half on land. We have lived half in the period 


of peace and half in the period of war and 


There were 
water and 


its consequences We have lived in times of 
extreme prosperity and in times of extreme 
depression We have lived in a time when 


we thought everything was fixed, and the only 
thing we needed to do was to conform our 
selves to that fixed condition. And we lived 
also in a world where we are utterly confused 
because everything on which we seem to fix 
our thought seems as unstable as Los Angeles 
in an Almost everything is 
changed with which we had anything to do 
If we take a worldwide view, we find the world 
has shrunk forty times in the last century 
It is only one-fortieth as large as it used to 
be when we think of the time needed in getting 
a man outflying 


earthquake. 


around it, and when we find 
Lindbergh. and going all the way to Moscow 
And we thought he was lost 
impossible to make a flight like this one The 
world is becoming smaller At the same time 


because it seemed 


him, because he has that magnetism, that 
human view, that indefinable something that 
draws people to him, and that is the thing we 
need. Let's not think small; let's think big. 
Let's think recovery. Let us in this craft, in 
the next two days, get our heads together and 
our shoulders together, and make sure that 
when we leave Cincinnati, we will always look 
back at Cincinnati, because at Cincinnati busi 


What Next? 


By Dr. Harry Gradison 
Hill, New Thought Tem- 
ple, Cincinnati, Ohio 


the world has shrunk to one-twenty-fifth of 
its size, we find we have doubled the popula 
tion, and vast changes have been involved. 
Everywhere have come great changes in the 
affairs of men. We think of the great ruling 
powers, the ruling families that established 
dynasties a few years ago, that seemed fit to 
go on for centuries reproducing rulers out of 
their unworthy progeny But the House of 
the Romanoffs, that of the Hapsburgs, the 
Hohenzollerns, and others, are all gone, either 
in exile to oblivion or in some inconspicuous 
place We have seen four great empires fall 
governments change and shift over 
night. They have lost all semblance to that 
which they were before We have seen entire 
nations change from the most absolute mon- 
archy into a soviet and bolshevik government. 
We have seen the Kingdom of Spain change 
to a republic. Germany lost its place in the 
sun, and lost its Kaiser, and now it has gone 
to Hitler and his Nazis. We have seen the 
overthrow of the old Government of England 
the rule of the laborite, and now the rule of 
the tory. We haven't only seen these changes 
in the governments of the world as far as 
Western Europe is concerned, but any one 
cognizant of that great land of Asia has viewed 
great changes there also. Asia, so little known 
to the Occident, with such vast spaces and 
such tremendous multitudes in its populations 

anyone observing that land knows something 
is taking place there which we in the Western 
World hardly realize, and which is going to 
have much to do with the future. The yellow 
man is rising. India is finding itself, and 
under the leadership of that insignificant little 
emaciated fellow. with his black spectacles and 
his loin cloth, is defying the rule of the vast 
Empire of Great Britain. And, China is turn 
ing in her sleep, awakened by the persistent 
and insistent impudence of the Nipponese, who 
within the memories of some of the men in 
this audience, were a hermit nation out in the 
sea off the coast of Asia. So all of Asia is 
turning like a giant in his sleep, who feels the 
dawn in his dream and whose eyes are open 
ing to the light. 

We have seen vast changes in the cultural 
and religious life of the world. We have seen 
one entire nation repudiate religion. Such as 
it was, it was the most religious nation in 
the Eastern Hemisphere, and yet it is doing 
its best now to wipe it out in every semblance 
of its original form. We have seen great 
changes taking place in Italy, Spain, Mexico, 
France and in the United States in these re 
gards. When we come a little closer home we 
find we have awakened up from time to time to 
such surprising developments as to put all 
of the prophets to shame. The address that 
just preceded me, pointed out things that 
three months ago would have seemed impos 
Three or four months ago we would 
that nothing like this could be 
possible in America. And, that is only one 
of the vast changes we have had since the 
beginning of this year 1933. A few years 
ago, we thought we never could have any 
prohibition. Now we find we have a great 
change, a change from drinking with prohibi 
tion to a change of drinking without prohibi- 
tion. We have had all of these changes 

Why is this? Largely because we have come 
to one of the transitional periods in our his- 
tory It has been easy for any speaker to 
get up before an audience any time in the 
last two thousand years, and say Gentlemen, 
we are in a transitional period in the world’s 
history." That is true I might stand on 
the banks of this murky river of ours here 


almost 


sible. 
have said 





OFFICE APPLIANCES 


ness history was made in our industry. Gentle 
men, that is the job that is before us for the 
next two days, including tomorrow night, and 
we must go out of here knowing where we are 
going, and we have got to go where we know 
we ought to go, and we have got to follow 
the leader. That is the new game, a big game, 
the big game of the day, and let's speed it to 
the best of our ability. 


and say, “Old man river runs along.’ That 
is true. There are times when that river which 
rolls from the junction of the Allegheny and 
Monongahela all the way to Cairo, where it 
empties into the Father of Waters, when it 
seems slow, the tide is nothing and the current 
nil. But at other times it rushes with mighty 
force, displaying strength within itself that 
courts no stopping. History is like that. It 
moves along for a time slowly, and then there 
are times of rapid transition. Two thousand 
years ago the world began writing its calendar 
A. D. instead of B. C., a major transition dat 
ing from the time of the Christ Then there 
were the times of the Renaissance, the ref 
ormation, the ending of the dark ages, the 
wakening of Europe to the new culture and 
new education and ideals; the time of feudal- 
ism: the time when the machine was intro 
duced into industry: the time when the New 
World was discovered, and vast untold re- 
sources opened up to the activity and exploita 
tion of men. These are major transitions, 
hinges upon which the giant doors of history 
turn. Such a period is that in which we are 
living. We have come to one of the major 
crises in the world’s history. 

Personally, I am an evolutionist, not a revo 
lutionist. I am not radical enough to believe 
in an immediate overthrow, but liberal enough 
to believe there must be a gradual change. 
I follow it in my business, which is a business. 
You may think it a profession, but Dr. 
Strudsberg knows it is a business also. I am 
willing to make a change, and I have found 
it best to do so. I used to be an orthodox 
minister I did business in the old way, and 
I found it wouldn't do I began to be a 
heretic, and I think the only hope that re- 
ligion has is through the heretics and through 
new thoughts. That is probably why they call 
our church the New Thought Temple. We 
are willing to have a new truth to take the 
place of certain old ideas when we find they 
are not tenable. If we can do that in re 
ligion, and make it succeed, [I am sure you 
ean do it in the field of business. It means 
idea. 


we must have a new 

I want to mention one of the major goals 
which I think must be at the end of all this 
planning—and that poem of Genesis, which 
tells of the creation of the different species 
if you will read it carefully—I hope some of 
you have read it. or will read it—you will 
see there is a gradual progress from the small 
and ordinary, there came forth something more 
complex and wonderful, until at last, after hav 
ing created all these lesser levels of life, the 
great Creator made man, and breathed into 
his nostrils the breath of life, and he became 
a living soul, and the Creator said, Have 
dominion over these lesser things.'’ In other 
words, when man was created at the end of 
the process of physical evolution, God created 
man. He did the best that He could do with 
out man's cooperation. It seemed to be the 
end of all creative power until our present 
time. That is the greatest thing in the world. 

The other night when I listened to the open 
ing of the World's Fair. and heard that stupen- 
dous statement that forty years ago a little 
ray of light started away from Arcturus, at 
the rate of 86,000 miles a second, and had 
just arrived in time to turn on the light of 
that great City of the Century of Progress, I 


thought what a wonderful thing this is, what 
a great universe. Last night my wife and I 
sat out in the moonlight together We have 
been married many years, but we still sit in 
the moonlight together. And out under those 
stars that flooded the hills and valleys with 
the gold and silver of its wonder. And she 


said It seems wonderful that we should have 
all of these worlds, and I can see no use in 


them unless they may be the habitation of 
other creatures something like men, or the 
dwelling places of those souls that worked 


out their way here and have gone to dwell 
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in other And I couldn't help but 
agree with her in this venture. That only 
emphasizes what the world must know, that 
personality is the most precious thing in this 
universe, and that these other things are as 
nothing unless there is personality. This 
world is nothing unless it is a better world 
in which men can develop their personalities. 
Life means nothing unless it elevates and 
magnifies the worth of the individual. We 
have lost sight of those things in the past. 
We have thought of money and of manufacture 
and of material and machines and of methods. 
We have forgotten man. We have forgotten 
ourselves. If we are learning anything from 
this depression, it is to know this, that no 
matter what else we may do, if we cannot keep 
the worth of individuality and personality 
then all these other things are worthless, and 
we shall find confusion at last, until we cease 


places."’ 


The ultimate consumer's price of any article 
primarily upon the manufacturer's 
selling price—expense of doing business and 
a modest profit must be added to that cost if 
we expect to continue to operate. 

That expense of doing business varies ac- 
cording to location, the type, and volume of 


is based 


business done. 

There are three types of stationers: 

The one who sells consumers’ goods. 

The one who consumers 
with business operation supplies. 

And third, the one who combines the two 
above with a manufacturing department—usu- 
ally a Printing, Engraving and Bookbinding 
establishment 

The business of these groups is as distine- 
tive as though they were selling shoes—drugs 
or manufacturing jig-saw puzzles—and their 
costs of doing business will vary to the same 
degree. 

Why. therefore, should we have even a re- 
mote idea that anything like the same selling 
price would be arrived at by any three con- 


combines goods 





cerns ? 

We must have uniform prices. I do not be- 
lieve it can be done unless our Association 
establishes the average expense of doing busi- 
ness and makes that the basis of a complete 
price list of our own. 

This price list might be patterned after our 
old National Index except that now we might 
rightfully call it the National Price List. 

After we have established our Expense Ra 


forgetting man, and know that anything in 
which we are engaged is in the interest of 
developing personality and power, and elevating 
man to the position with which he was con- 
nected when he was made according to the 
imagination of the great Creator. 

And, therefore, in this planning, while I am 
uncertain and I confess to be confused as to 
the steps to take, there must be a certain goal 
that is beyond and above everything else in 
which we are making efforts. It ought to be 
the goal, finally, for this organization and this 
Convention, for our government, and for the 
governments of the world, that they should 
know that the most precious thing in this 
world is a human life, and while human life 
seems plentiful. and the individual of little 
worth, as we look at it from past experience, 
as we look at it from now on, we must know 
that anything which in any way operates so 


Pricing 
By B. J. Bristol, Koch 


Brothers, Des Moines, 
lowa 


tio, it may be possible that we will be per- 
mitted to have a National Standardized Dis- 
count of 50 per cent. 

In that case each manufacturer could adjust 
his prices to that basis, print his price lists 
and they would be used by the industry as a 
whole. 

Limitations should be placed on consumers’ 
discounts. Why should bigness entitle anyone 
to the privilege denied the small operator? I 
know the argument that we save on the over- 
head cost on selling in large quantities. The 
Labor needed to sell and deliver a gross is less 
than delivering and billing and selling a dozen 
twelve times. But, remember we do not want 
to save so much labor. We have already saved 
too much—in fact, ‘it’s worrying us to death 
to know just how to feed. clothe and keep 
from turning Bolshevik all this labor we have 
been saving. And one of the avowed purposes 
of this Industry Control Act is to put people 
back to work. Another angle is that merchan- 
dise purchased in large quantities to obtain 
price concessions represents money and credit. 
During all this time a tremendous amount of 
credit is tied up which should be in use. 
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as to retard the growth of individuality and 
personality is bound to fail, and the jugger- 
naut of history will go on, and progress will 
grind it under its heels, until men at last 
learn that men are the chief end-product of 
the creation of this world and the fulfillment 
of the dream of Divinity Itself. The poet said: 
“Til fares the land to hastening ills a prey. 
Where wealth accumulates and men decay.” 

Let me say to you, as a minister, and I 
have no apology, if it seems a preachment— 
you have invited me here, and I came to say 
to you that the most important thing in the 
world is the worth of personality. Every in- 
dividual is precious in the sight of the Creator 
and should be precious in the sight of his fel- 
lowmen, and after all, that is the thing in 
which we shall find the peak and crown of our 
progress, and the goal and measure of our 


success. 


We believe the administration wants to de- 
centralize power and wealth. Big corporations 
have such a tremendous purchasing power that 
they can practically dictate the prices they will 
pay for both merchandise and wages. Their 
profits are distributed to a small percentage 
of the people. To grant price concessions to 
these concerns is to foster this power. The 
best way to help the administration is to put 
big business on the same basis with little 
business. 

Let the Manufacturer be a manufacturer.— 
Let the Jobber sell for resale only, and the 
Dealer abide by the Retailers’ Code of Ethics 
that have been set up for him. 

National Contracts and Contract Sales De- 
partments catering to the big fellow do not 
fit into today’s program. 

Chaotic conditions have prevailed long 
enough—let's standardize on a manufacturers’ 
list sufficiently high to permit a 50 per cent 
discount—2 per cent for payment 10th of 
month following date of purchase—6 per cent 
interest added after 90 days. Let all manu- 
facturers abide by the plan and all retailers 
sell at the list. 

Business is coming back—America is not 
down and out. Let’s go in and get a profit 
out of the Stationery Industry. Do it by be- 
ing Honest with Ourselves and our Govern- 
ment. Loyal to our Association and our Com- 
petitors and confident that the Stationery In- 
dustry will assume a stronger and more healthy 
position in American industry. 


Successful Ingenuity in Business 


I know little about the stationery business. 
Our business as an advertising agency brings 
us in contact with many businesses, but we 
only get a quick flash at the sales problems 
and sales overhead and advertising overhead, 
with the opportunity, if we can, of applying 
remedies to those things which do not seem 
satisfactory. If you are expecting authorita- 
tive information about your own business, I 
shall wish I were not here. 

I think the funniest story out of the Hoover 
Smith campaign was one that involved William 
Allen White, of Emporia, Kansas, and that late 
stormy petrel of the Senate from the State of 
Missouri, the loud-voiced Senator, the loudest 
voiced that ever worked in the Senate, Jim 
Reed. Jim was presiding at the State of Mis 
sourli Democratic Convention in the fall of 1927 
at Kansas City. You know he is a notable wet 
and William Allen White is a very soft spoken, 
very religious and very devoted dry, and he was 
there reporting this Convention for a string of 
Republican newspapers. He was sitting down 
in the third row. At noon of the second day 
the clergyman who was to pronounce the in 
vocation was late, and Reed looked out over 
the audience and didn't see him. But he spied 
his friend, William Allen White, in the third 
row, and he thought it would be a good joke to 
call on Bill White, a Republican, to get up and 
pronounce the invocation at this Convention. 
Invocations are not so necessary in Republican 
meetings, but they are very essential in Dem- 
ocratic Conventions. (Laughter.) Reed said 

My friend White, won't you please come up 
here and pronounce the invocation,” and he 
just thundered at him Mr. White didn't re- 
ply, and he said Brother White, won't you 


Please come up and pronounce the invocation 


By Wayne Calhoun, 
Proctor & Collier, 
Cincinnati, Ohio 


on this Convention."”” And White said: ‘Well, 
I would rather not." And Reed said: “Why 
would you rather not?” And White said: 
Well, I don’t really want God to know I am 
here." (Laughter.) So if I need help, I think 
I shall appeal to the Lord like they say a 
woman did in this last earthquake in Los 
Angeles. At the first tremor of the earth she 
ran out of the front door to the middle of the 
street, and said: “Dear Lord, I am a Presby- 
terian."" (Laughter.) 

I want to talk to you just a few minutes 
about some actual examples of successful in- 
genuity in business during the last two years 
of these hard times, some examples in which 
men have taken time by the forelock and mer 
chandising practice by the hand, and pulled 
their own businesses out of the ruck by their 
own bootstraps. I have classified these various 
forms of ingenuity under the head of 
plusses."" The first plus I want to speak of 
is Plus Price Appeal."’ Perhaps some of you 
won't like it, but there have been a number 
of manufacturers in the last two years who 
have found a way to make useful goods, goods 
that people would buy gladly at 
materially lower than the public was used to 
paying for similar service, that they have cre 
ated revolutions within their own business. 
Here in Cincinnati we have a sample of it. I 
suppose every man in the room owns a radio 
receiver and operates it in his own home. If 


prices so 


you bought it five years ago, how much did you 
pay for it? From $150 to $300 or $400. How 
much do you pay for a satisfactory radio re- 
ceiver now, standing 14 inches high, 12 inches 
wide, 8 inches deep? Not more than $25. And 
here are four big houses, two in Philadelphia, 
one in Cincinnati, and one in New York, filling 
the needs of probably 95 per cent of the 
buyers of radio receivers by an engineering job 
which transcended anything ever done in the 
radio field before. I own a RCA 62, and I can 
buy from a local manufacturer today some- 
thing that will do a lot more than my set 
ever did for just one-fortieth what was paid 
for my set. 

Another case: In an industry akin to your 
own, a man looked at that most unlovely of 
things in a dwelling house, a window shade. 
and said to himself, “Certainly that is the 
most unsightly of furnishings, and expensive. 
too. Five years is the average life of a window 
shade that costs around 90 cents. This man 
said, “Why couldn't I take crepe paper, and 
print it up and down and crosswise, fold it at 
the bottom with glue, put a cardboard strip on 
it, and turn it over at the back, and put a 
brass hole in the top of it, and sell it for a 
dime?" He went to Woolworth and Kresge. 
and found they would like to sell a paper 
window shade for a dime. He had the mills 
dye them four colors, had the mills print them 
paper up and down and crosswise. Eight mil- 
lion was the consumption of window shades 
prior to 1928. Last year this manufacturer 
sold slightly over seven million 10-cent paper 
window shades through Woolworth and 
Kresge and the allied chains at an average of 
about seven cents apiece, and made some 
real money on every one of them. He is now 
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making ther in tw ‘ rs, sixteen 
and selling them for a quarter, and 
at capacity since February 

Another exampl For years 


business in this country has been in 


of two British noblemer Coates 


harm as far as I am neerned 
money to British noblemet But 
has been in the Ore f the spool 


in this country found out how to 


cardboard core. and s % woman 





yards on cardboard instead of 200 and now 


300 on a white pine core, which Clark and J. 
P. Coates have been using 

The second appeal is the Youth Appeal 
This is a young age believe t or not If your 
children do not control your family expendi- 
tures, directly or indirectly, you are a very re 
markable man My children have already dix 
tated the destinies of all the members of our 
family this summer [ think they buy most 


of the goods that go into our kitchen, most 








of the clothes that go onto our backs Last 
Friday, I was criticised by my seventeen-year 
old daughter for wearing a felt hat with a sum 
mer suit ind I went dowr ind bought a 
panama. Youth appeal You say you don't 
want to be young You d You are doing a 
lot of things at this Convention to make you 
feel young What do you see on the covers 


of magazines except on the Mothers’ Day 
issue and at Christmastime You see young 


men and women Who was the hallengir 
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Tisch-Hine Co., Grand Rapids, 
Mich.; G. M. Clute, Mohican 
Pencil Co.; C. B. Krentz, Tisch 
Hine Co., Grand Rapids, Mich 
Elmer E. Cornwell, Fred Chris 
tiansen and Richard . Towne, 
National Blank Book Co.; A. J 
Mayer, Gregory, Mayer & Thom, 
Detroit, Mich. 


LEFT TO RIGHT: Frank P 
Swan, Swan-Morgan Co.; Hunt 
ington, W. Va.; John Dornette, 
Ir., Wood Office Furniture Asso 
ciates; J. C. Molyneaux, execu- 
tive secretary, Greeting Card As 
sociation ; John C. Alpeters, Cres 
cent Brass & Pin Co.; Malcolm 
Dresser, Standard Diary Co.; 

John W. Ogren, Chicago. 
cigarettes did you smoke twenty years ago? fast in the hotel. Now it is club breakfast 
Piedmonts and Sweet Caporals. There isn't Why? Because to the average man it means 
one of the best sellers out of the four today the selection of appetizing food at a price in 
re i I that has been on the market over ten years. most cases no cheaper than he would pay a la 
solving their prot One of The reason is that the youth of the country carte. But it sounds chummy: it sounds 
st starting rticl one of our has dictated that the 15-cent cigarette shall clever. That is why you have a club break- 

in 150 news be the popular cigarette. fast. 

the big refrig The third is the Plus Name Appeal. It Maxwell House coffee. The Cheat boys in 
1dvertising means a lot what you call stuff The institu Chattanooga ran it to where they were able 
was to sell to General Foods for $7,000,000. They 
ran into competition with Chase & Sanborn and 


papers, am 


thei 
the ice box be tion in which your meeting this morning 
at What held is a sample of it It used to be break 
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two other national advertisers, and had to find 
something elae to talk about, and they put a 
new cap on the can Vita Fresh.’ We use it 
It was effective I can't explain it 

What do you pay for a fountain pen When 
you were a kid. a black rubber one cost a 
dollar One with silver and gold trimmings 
that you saw only at confirmation or com 
munion time, $3, or $4. or $5 That was the 
fountain pen situation five years ago Then 
Parker from Wisconsin flew an airship overt 
Michigan Avenue und dropped a pen from a 
mile high and they said when they picked 
it up the point was better than ever, and they 
called it a lifetime pen and charged $8.75 for 
it, and you have one of them, or a Sheaffer 
amd’ you have been using it ever since I call 


it a plus name appeal 


Plus performance We are all looking for 
that I heard a fellow at lunch going over 
the beer list He finally picked out his choice 
The waiter said We don't sell much of that 
He said Yes, but I hear it is good for per 


drove three thousand 


station I stopped 


Louisiana stations 


The only competitive 


so the furniture stores everywhere 





OFFICE APPLIANCES 


designed, but which somebody duplicated, for 
a third or a fourth as much. 

And finally, minus noise There are some 
psychiatrists who are predicting that if the 
noise in the cities is not reduced in the next 
ten years, we shall all be crazy I don't know 
but I have seen this noiseless appeal on refrig- 
erators—Electrolux talks of nothing else. I 
have seen them on advertisements of motor 
ears until I have come to believe that all of 
them must be less than noisy I have seen 
it on chains, on Johns-Manville covering, on 
insulated walls, on every possible ramification 
of an appeal for less noise. 

Just six thoughts of the way to manifest in 
genuity against hard times, and representing 
these are forty-one manufacturers who have 
availed themselves of one or more -of these 
six merchandising thoughts. and have kept 
themselves in the black from 19°79 until 1932, 
inclusive. One is Plus price appeal: 2nd, Youth 
appeal: 3d, Plus name appeal: 4th, Plus per 
formance: Sth. Plus luxury und the sixth 
Minus noiee 


Greeting Card Merchandising 


The talk I am going to give this afternoon 
ise what we call a short course in greeting card 
merchandising It has been given in more than 


forty of the chief population centers of the 
United States I shall, of course, give it in 
much abbreviated form, because of the short 
nessa of the time 

I remember I am speaking to commercial 
stationers, and am reminded that a few years 
azo, when you first started to stock greeting 


ecards, you did it almost under protest You 
wondered why commercial stationers, catering 
to the business element, should stock decorated 
ecards which were substitutes for letters How 


ever did not you soon discover that these 
people came to demand these things from you 
because they were not only business peopl 

stenographers and executives who were your 
clients, but they had another side to their 
lives; they were human beings, interested in 


their friends interested in graduations in 
birthdays, in weddings in the families of their 
friends And so, almost of necessity. you had 
to stock greeting cards 


I want to make this short talk into five divi 
sions The first is: Finding the Facts 

Nearly everywhere dealers are interested in 
this proposition, they think greeting cards are 
too widely distributed among retail stores I 
found just the reverse of that to be the case 
I took three cities which were typical, Chicago 
Buffalo, and Macon, Ga 

In Buffalo the population is a little less 
than 600.000 There are 9.782 retail stores 
but only 991 greeting card dealers In the 
City of Chicago. with three and a third million 
of population, there are 43,000 retailers, and 
only 617 greeting card dealers In Macon 
Ga with a population of 53.000, there are 
582 retailers and «only nine greeting card 
dealers You will notice that the percentage 
there, is the most important factor. The nun 
ber of greeting card dealers runs only from 1 
to 2 per cent in any of those three cities 

Now this statement may surprise you 
Greeting card sales today amount to 50 cents 
s head for everyone in the United States 
Greeting carde have grown up as merchandise 
There are sold in the United States each year 
perfumes, $19,000,000 golf goods. $71,000 
000; dentifrices, $32,000,000, as against greet 
ing cards, $33,000,000 Let us take some of 
the things connected with your business 
Writing ink, $5,000,000; paper, $8,000,000 
calculating machines, $12,000,000; carbon and 
ribbons, $17,000,000: papeteries, $17,500,000 
filing cabinets and cases, $19,000,000: office 
desks and tables $21,000,000 lead pencils 


$22,000,000 fountain pens and desk sets 
$25,000,000; standard typewriters, $31,000 

000 These ure = the federal statistics for 
19°79 You will say But that is 1929 Yes 


umd I am more than fair, for the reason that 
the 1931 figures show that practically every 
industry Was almost 50 per cent behind nor 


mal, whereas greeting cards were only 16 2/3 
per cent off normal That leads me to the 
point that greeting cards are well nigh «ce 
pression-proof 


Greeting cards ure interesting from the 
standpoint of traffic producers I decided to do 
some investigating and’ so set out and visited 
several different establishments to see just 
what the situation with respect to the creeting 


By G. Chester Moly- 
neaux, Greeting Card 
Association 


sales of other goods for the day 
store visited was a stationery store for the 


commodation of social and commercial custom 


In that store the greeting card sales were 


Greeting cards will turn over any 


to determine the relative 


Campbell's soup 
and put them on display 


taste, the increase 


» of 300 per cent 


culiar merchandise ‘ both demand and 


Another thing to be considered is the a 
rangement of the store, so that there may be 
economy of steps. Different designs were 
studied It was found the island plan was 
much the better and much more convenient 

What attracts people? When we buy, per 


haps sight is the prominent sense Sound 
smell, touch, taste. are minor Fifty per cent 
of our customers have defective sight. At 
least, that is what the physicians tell us. Do 
lights help sell greeting cards! Our tests 


show they are an important factor One gen 
tleman, with a large display of cards, turned 
out every light except those over two of his 
racks. He found that in two hours only two 
customers looked at those where the lights 
were turned out, and every other customer 
stopped only at the lighted portion of the rack 
That is interesting. 

Face the Facts. Windows need good posi 
tion. Window displays should be up to eye 
level. Too often merchandise is placed too low 
in the window. Merchandise laid on the floor 
might just as well be out of the window, from 
a sales standpoint Windows may be built up 
in different ways, by specially made boxes, by 
glass trays. and in other ways. One gentle 
man took vertical wood estrips and mounted 
them into bases. The cards were attached to 
those strips. It was very attractive. 

Every window should have a headline. The 
average window is viewed by a passerby for 
just seven seconds. A headline show card is 
good. You may have a dramatization, as for 
Mother's Day An enlarged silhouette center 
is effective. You can enlarge pictures by 
squaring or by use of a pantograph. But 
strive for a headline in one way or another. 
The best way is to have a huge greeting card 
Have a massed window of greeting cards at 
least once a month 

In connection with greeting cards it is of 
course necessary to be careful as to overbuying 
or underbuying You can easily keep a sheet 
that will prevent that 

Following the Facts about Greeting Cards 
The Greeting Card Association is helping to 
create consumer demand We found the de 
mand for news as to greeting cards was so 
insistent on the part of the public and the 
press associations, Associated Press and United 
Press, and so on, that we had to set up a 
bureau and there has been an enormous 
amount of publicity put out about greeting 


cards. They are real news We have free 
dealer helps available, and want you to have 
those We have any number of cost price 


helps. We sell them at cost to you, so you 
can get them at a very low price. 

There is a map issued by the Department 
of Commerce of the United States which shows 
purchasing power in various sections of the 
Nation You will notice the heavy shading 
over California, Nevada, and over New York 
State, and a certain portion of New England. 
That indicates that those people have a pur 
chasing power of from $550 to $600. Ohio 
has somewhat less shading The purchasing 
power of Ohio, Illinois and Michigan is some 
where around $500 to $550. Two of the 
southern states have a purchasing power less 
than $200; one is South Carolina and =the 
other is Alabama The average person in the 
United States in the course of a year spends 
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That means 
S600 spent 
spent for 
person in the 


50 cents for greeting cards. 
that dollar out of 
at retail in the United 


greeting The 


every 
States is 


one 


cards average 


This is going to be comparatively brief, but 
I do not believe we can come to the end of 
this most unusual convention without look 
ing ahead with perhaps a greater and livelier 
anticipation, and a finer and broader picture 
of the future than we thought was possible a 
few weeks ago. 

You will recall that on the opening day of 
the convention I made a few remarks here in 
reference to the Industrial Recovery Act. Since 
that time we have seen a representative group 
in the stationery business applying themselves 
to so equip the industry that we may not only 
play a part in this great new philosophy of 
business in government, but in order that we 
may play profitable part in 
the whole scheme, through our example 
encourage and inspire other businesses to go 
ahead and really do the job in perhaps a 
shorter space of time than it might otherwise 
take, if organizations such as ours did not 
take time by the forelock and go along. 

This has been a most remarkable meeting. 
I have been attending conventions since 1908. 
That is twenty-five ago. And I 
attended many other conventions. But 
have I a group of men applying 
themselves in the same way that this group 
has applied itself during these three days. 

These people are interested, not only in their 
own particular problems, but there is a very 
intense and comprehensive interest on the part 
of each individual in reference to the section 
or part of the country from which he comes. 

When we consider that at this convention, in 
this time, when the clouds of gloom have been 
keeping the sunlight away from business, we 
have had 102 dealers present at this conven- 
tion, and ninety manufacturers, all 
applying themselves to the basic fundamental 


perhaps a most 


and 


some years 
have 


never seen 


some odd 


problems of the business, the man who fears 
for the future of this great industry now is 
not a pessimist: he is a plain fool. The 102 


dealers who are here, the group of wholesalers 
who have been meeting over at the Gibson 
Hotel, the group of manufacturers—and I 
want to say something particularly about that 
group. They have worked. Not only have 
they worked in their sessions, but the men 
have had jobs assigned them, and have worked 
like Trojans Why? Because some manu 
facturer may hope to get a little more busi- 
ness, or to impress a customer? No; it has not 
that. They have worked, because there 
seems to have been in this convention an in 
spiration born of the type of men who have 
been here present, that has translated itself 
into the most glorious atmosphere of business 
progress I have seen illustrated anywhere. 

look at this year ahead, I am 
not so sure all of our problems will be solved 
by some magic process, or that we are going to 
find that the plans we have made are going to 
work one hundred per cent, and translate one 
hundred per cent; but I know this, that to the 
man who has been suffering in this business 
from conditions over which he has had no con 
trol, and the good merchant who has been up 
against problems that he has found almost im 


been 


So as we 





United States spends in a year for groceries 
$78. He cents for greeting cards. 
For every $156 spent for groceries and meats 


spends 50 


The Year Ahead 


By Charles P. Garvin, 

General Manager, Na- 

tional Stationers Asso- 
ciation 


possible to solve, there now comes a vision of 
a united industry, a great union, a great get- 
ting together of thought and ability and vision, 
in a fraternal spirit, to make it absolutely sure 
that every sound merchant in this business 
shall be perpetuated, and every sound mer- 
chant in this business shall be perpetuated as 
an asset to the business. I believe that the 
message that is going out to the country from 
this great meeting is going to bring a reassur- 
ance to the people in our industry that is be- 
yond any value that we might set 
upon it. 

Another phase. We are going to have a 
President out on the Pacific Coast, out in that 
section of the country where some of the 
institutions in our business stand as 
monuments to men who have been able to 
build in this business businesses that are 
an inspiration to other businesses in this sec- 
tion of the country. A part of the country 
where the stationery store stands down in the 
busiest part of the city, where the department 
store has to get out of the way to make room 
for these palaces, where office equipment and 
stationery and supplies are not only sold, but 
where right ways of merchandising are put 
out for the benefit of the business community 
at large. We are going to have a President 
from out there, and we have a group of officers 
truly national, and we have a group behind 
them who are possessed with a desire that 
every man in the business shall come back to 
the next convention in June, 1934, probably 
in Miami or Havana, where it is going to be 
warm (Laughter). to set up in better shape. 
bringing in a business that will be more pros- 
perous and more profitable, and then, as we 
look back over this year again, we will realize 
that here in Cincinnati we were sitting in on 
the making of business history. 

Just as Dr. Hill said the other day we are 
going to look at this city with a great deal of 
pride. We are going to take pride in the fact 
that we participated in the plan that will have 
resolved itself into the progress of 1934. We 
are going to take pride that through the work 
we propose to do, as a united industry, the sta- 
tionery and office equipment trade is going to 
assume a new importance in its relationship to 
business in general. I believe we will build 
into the minds of the buying public, through 
the impression that will go forth from the 
things we are planning, a new respect, and per- 
haps a better chance to get the type of com- 
pensation to which we will be entitled. 

Gentlemen, the year ahead looks very prom- 
ising to me. I seldom make prophecies, but I 
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in this country, one dollar is spent for greet 
ing cards. 

Gentlemen, the lowly greeting card is worthy 
of your serious consideration as merchandise. 


am going to prophesy now. I am going to say 
that in October, November and December of 
this year we will find a quickening business. 
I think that business wil! be based on some 
very definite things. I think that business is 
going to be built on a translation of some 
things that have happened during the last 
sixty days. I think that as the result of the 
increases in the manufacture of steel and other 
heavy and basic commodities, and raw ma- 
terials begin to make themselves felt, station- 
ery is going to find a quickening demand. 

I think in some of our lines during the fall 
the manufacturers may find themselves rather 
hard put to bring their inventories up, to keep 
the long line the way it should be, and it may 
be some hardship may be forced upon us from 
economic necessity. I honestly believe that 
October, November and December are going to 
mark the parting of the road out of the val 
ley, where the sun, while it won't be shining 
directly on us, we will be close enough to top 
so that the glow will show us where we are 
going, and we will begin to realize we are going 
up toward the top of the hill. And then the 
peak itself will come. What are we going to 
do with that resuming business?’ Are we going 
to treat it kindly? Are we going to try to 
get from the volume as it returns some com- 
pensation for the losses we have sustained in 
this time of depression? Are we going to try 
to get back what we have lost? Are we going 
to try to reconstruct and build up some new 
surpluses, so that we may compensate our- 
selves in some way for the troublous times of 
the last three or four years? 

I believe this fall—and I think I am right— 
is going to give us confidence, because we shall 
be climbing, and will be getting closer to the 
end of the road. And the most wonderful 
thing of it all, is that we are all going up 
there together, in a bunch; the fellow who is 
lagging a little is going to be helped along. 
The fellow of worth is going to find himself 
in the center of a procession that will carry 
him along. There will be new inspiration, a 
new something to work for. And added to that 
is the everpresent genius of the Anglo-Saxon 
to forget trouble and gloom, and as the first 
signs of the new light come over the top of 
the hill, you are going to find people quickly 
adjusting themselves and going ahead. 

So let us look at this coming year as an 
opportunity. Let us look at it as a year that 
we are better prepared for than we have ever 
been in the past. In all the years I have 
known our industry, I have never seen a year 
come when I felt we had a better chance to do 
the things that we ought to do, that perhaps 
we ought always to have done, than we have 
now. Let us go forward in this year, resolved 
that we are going to get something from the 
work that we are going to do; that the job 
is going to be well done; that it is going to be 
a job for the group, and that participating in 
that group will be all of the people that we 
want to stay in business. Gentlemen, I give 
you the coming year as an opportunity. I 
hope you will make the most of it. 


Here Endeth the Complete Report of the Twenty-Eighth 
Annual Convention of The National Stationers 
Association of the United States of Ameri- 
ca, which Took Place at Cincinnati, 

Ohio, on June 5, 6 and 7 where 


Much was Accomplished 
for the Welfare of 
this Industry. 














TYPEWRITER MEN’S ANNUAL MEETING 


Annual Convention of the National Typewriter and 
Office Machine Dealers Association to be 
Held Next Month at Medinah 
Temple, Chicago. 


HE eighth annual convention of the National 

Typewriter and Office Machine Dealers Asso 
ciation will be held at the Medinah Athletic Club, 
505 North Michig: 
15 and 16. It is expected that 
will be present than at 
Those in charge of the local work report that reser 
vations are daily and that dealers are 
shewing a keen interest in the work of the associa 
tion end its plans for the future, with special refer 
ence, of course, to the new Industrial Control Act. 


in avenue, Chicago, on August 14, 
a larger attendance 
any previous convention 


coming in 


The officers of the association and the committees 
are working over-time to get together the informa 
tion and ferward it to the government and to be able 
to submit a comprehensive plan to the association at 
the convention It is believed that there will be 
many changes in the makeup of the association fot 
the next year, and it is of vital interest to all dealers 
to understand what these changes must be and to 
participate in work under the new dispensation. 
The big point of interest other than the conven 
tion itself will be A Century of Progress exposition, 
the officials of which have honored the typewriter 
and office machine dealers by setting aside August 
Fraternity Day, which will be 
designated as the National Typewriter and Office 
Machine Dealers Assembly. This day will be adver 
tised in all the official fair literature and there will 
be special souvenirs and entertainment on that day. 
The fair officials will make every effort to see that 
all dealers have an interesting and enjoyable time. 


‘Typewritet 


15 as 


Because of the rapidly changing conditions a de 
tailed and definite program for the business sessions 
cannot at this time be given, but there will be speak- 
ers prominent in the industry and also men of na 
tional prominence who will give the most recent in 
formation as to the government’s attitude and polt 
cies and will be glad to advise the association as to 
the correct manner to obtain governmental coopera 
tion 

The annual association banquet will be held on 
Monday night, August 14. Information as to pro 
and additional entertainment will be an 
August issue of this journal. 


ram 
nounced in the 
Business sessions of the convention will start at 
nine o'clock and continue without interruption until 
two o’clock P. M. each day If the business of the 
convention cannot be completed within the three 
days scheduled, it will be carried on until it is fin 
ished. ‘The manufacturers and wholesalers are coop 
erating with the association with entire unanimity 
and these branches of the industry will be repre 
sented by prominent members of the several com- 
panies 

The registration fee this year will be $7.50 for 
men, $5.00 for women, and $2.50 for children, sixteen 
years and under and for a single day for any in 


dividual $3.00. This registration will entitle those 


registering to participate in all the meetings, lunch 
eons, banquets and entertainment, and will also 
include entrance tickets for two days to the World's 
it ur. 


President Froehlich of the National Association, 
recently received from President Walter (“Doc”) 
Hanson of the Cleveland Typewriter Dealers Asso 
ciation an interesting letter the contents of which 
may well be mentioned here. 

Mr. Hanson relates that Leo Adler, who has been 
working under the leadership of the National Asso- 
ciation anticipates that before August, many of the 
Cleveland Association members will become mem 
bers of the National Association. Mr. Hanson him 
self promises to join. 

The Cleveland organization has been in existence 
about years. Prior to April 18 it was prin- 
cipally a social organization. Since that date, when 
Mr. Hanson became president, the objective has 
changed, so as to combat the unfavorable conditions 
that existed. On account of the fine cooperation 
given by local manufacturers’ and the 
twenty-five members of the association, the organ 
ization’s objectives are becoming a reality. All of 
the members are securing better compensation for 
the service they give, hence there is a better feeling 
in the atmosphere. Five of the manufacturer man- 
agers of Cleveland have agreed to give their support 
to the association. The Ames Supply Company and 
the American Writing Machine Company are giving 
support through their local distributors. It is neces 
sary that every member of the association be loyal 
x face suspension from thirty to sixty days, which 


seven 


managers 


might prove to be embarrassing. 


The committee appointed to formulate a code for 
the industry and to revise the present constitution 
and bylaws to conform more with present conditions 
and comply with the Industrial Recovery Act re 
cently passed by Congress will have ready for publi 
cation to the trade papers, August issue, a draft 
which will be submitted to the members of the Na- 
tional Typewriter and Office Machine Dealers Asso 
ciation and to the manufacturers. 


On June 6, President Froehlich of the National 
\ssociation addressed a letter to the Department of 
Commerce, enclosing literature describing the aims 
and purposes of the association and requesting sug 
gestions from the department. In response thereto, 
Mr. Froehlich was advised by Frederick M. Feiker, 
director of the department, that the department 
would be pleased to be kept advised of developments 
in the typewriter industry and had placed the asso 
ciation on the department’s mailing lists 
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LTHOUGH humor 

and uniqueness over- 
shadow the element of dif- 
ficulty, yet the sale whose 
story I relate below was 
not exactly an easy one, 
In fact, I didn’t sell my 
original prospect at all. 
It was certainly my “Most 
Unusual Sale.” 


was im a 


The scene 
nearby town, some years 
ago. I had heard of a doc 
tor there who was inter 
ested in purchasing a 
typewriter. The doctor 
was an entire stranger to 
me. Of course that was 
no deterrent, so I called 
immediately and discov- 


ered that his interest was 
in a rebuilt machine. I 
brought one in from my 
car and started my 
demonstration. 

Adjoining the doctor’s 
office was the living room 
of his home. The door 
between the two rooms 
was open. As I got under 
way with my demonstra 
tion and sales talk, I no 
ticed a lady sitting at a 
table in the living room 
doing some mending or 
sewing. Her facial ex 
pression indicated an in 
tense interest, but she did 
not come into the office. 

I completed the demon- 
stration and made a 
strong bid for the order. 
The doctor shook his head 
and said, “I am fully con- 
vinced that this is just the 
machine I need, but | 
really cannot buy it at this 
time.” 

“Easy terms over a long period can be arranged, 
doctor,” ] suggested. 

“I’m sorry, but I don’t wish to obligate myself 
just now,” was his negative rejoinder. 

Though I could not close the deal then, I felt that 
my efforts had not been entirely in vain. I made 
ready to take my leave, planning to follow up the 
doctor at a later date. 

At this point uniqueness entered the transaction. 
\s I was about to put the rubber hood over the ma- 
chine, the lady who had exhibited such an interest in 
The doctor 


MR. WARD 


my demonstration came into the office. 
introduced her as his wife. 

[ am not particularly psychic, but I began to feel 
that there was “something in the air.” The doc- 
tor’s wife took a position close to me on the right. 
Her husband was on the left. As I raised the hood 
preparatory to placing it over the machine, the doc- 
tor chanced to turn toward his desk. While his at- 
tention was temporarily distracted, his wife sig- 
nalled me with a wink and an inclination of her head 
toward the typewriter, in the rear of which she 
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By C. L. Eicholtz, 
New Oxford, Penna. 





To Which J. P. Ward, Sr., President, 
Shipman-Ward Manufacturing Com- 
pany, Chicago, IIll., Contributes 
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FMBARRASSING 
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Being Variations in the 
“Most Difficult Sale’’ Series 
of Articles 
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slipped a piece of note 
paper. 

My curiosity threatened 
to get out of bounds. Be- 
cause of the lady’s evident 
desire for secrecy, | man- 
aged to maintain a calm 
appearance, pick up the 
typewriter and depart. 

At the first opportunity 
I extracted the note paper 
from the machine and, to 
my delight, it carried the 
following message: 

“IT was very much 
pleased with you and your 
demonstration of the 
typewriter tonight and | 
am fully convinced that 
my husband should have 
it, so if you will please 
hold this machine for me 
and deliver it three 
months later—I will take 
and give it to him for his 
birthday. However, be- 
fore you deliver the ma- 
chine, phone me, as I want 
to get it and surprise my 
husband on his birthday.” 

I carried out her wishes 
to the letter, delivering 
the rebuilt typewriter dur- 
ing her husband’s absence. 
She paid for it in cash. 

“Here is just one more 
favor I want to ask of 
you,” she said. “Will you 
help me hide it?” 

““Surely,’’ I replied. 
“Where do you want it 
hidden ?” 

‘‘Upstairs, under the 
bed.” 

Upstairs I went with 
the machine, shoved it un- 
der the bed indicated by 
the doctor’s wife, and the 
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deal was duly completed. 

Without question, it was my “Most Unusual 

Sale.” 
x *« x 
Mr. Ward’s Story 

Another interesting and humorous sales story is 
contributed by James P. Ward, Sr., president of the 
Shipman-Ward Manufacturing Company, Chicago. 
Mr. Ward entitles his reminiscence “My Most Em- 
barrassing Sale.” 

On a Saturday many years ago, says Mr. Ward, 
when I was traveling for a printing press manufac- 
turer, I called on a newspaper publisher in New 
Haven, Conn., and sold him an expensive press. 
During the course of the deal, my customer and I 
became rather well acquainted. We soon drifted 
away from business topics. 

“My hobby is fishing,” he said with enthusiasm. 
“Each week I look forward to Sunday morning when 
I go out on Long Island Sound and fish. How about 
going with me tomorrow morning?” 

“I'd like to,” I replied, and so arrangements were 
made. I was at the dock at four o’clock the next 
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morning and we started up Long Island Sound in 
my customer’s launch. When we had traveled about 
ten miles, we headed for the shore and my host told 
me to watch the launch while he dug for clam bait. 

I followed instructions, sat quietly, and watched. 
Suddenly I felt the boat hit bottom and begin to 
tip. My host glanced up and yelled, “Start the en- 
gine. Back out.” But the launch would not budge 
We got about a half dozen men to help us pull out 
into deeper water, but the boat was too heavy. 

Being an inlander, I had never before seen an 
ocean tide. Many times I had quoted the words, 
“Time and tide wait for no man,” but no practical 
demonstration of their verity had come my way until 
that morning on Long Island Sound. 

When my host asked me to watch the boat he un 
consciously assumed that I knew all about tides and 
that I should run the launch out as the tide receded 
| didn’t know about the tide, I didn’t run the boat 
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UT of the welter of economic and _ political 

changes now so fast crowding about us, comes 
one of special significance and importance to us 
Now at last, it would seem, we shall have the oppor- 
tunity, within the law, to decide collectively the 
prices at which and the conditions under which we 
may sell our merchandise. Now for the first time 
we may work together and reason together in the 
setting up of a price structure for the industry which 
will enable us to give profitable employment to the 
greatest possible number of people, deliver good 
merchandise at fair prices to our customers, and ob 
tain a reasonable, not exorbitant, return on our in 
vestments. The success or failure of this new order 
of things in this and other trades will depend almost 
entirely upon the intelligence displayed in evolving a 
new distribution structure. And, the foundation and 
support of such a structure is the selling price. 

One of the most important, and probably one of 
the least highly regarded, of an executive stationer’s 
duties is the making of the prices at which his mer 
chandise is to be sold. The importance of this func- 
tion lies primarily in that fact that it governs the 
finances and thus the perpetuation of a business. 
The lack of regard for this duty revolves around 
failure to recognize its importance, failure to set 
aside requisite time and in some cases sheer mental 
laziness 

It is a fact indeed that the majority of prices in 
this trade today are set by manufacturers’ lists and 
literature or by the dealer’s own competitors. In the 
light of conditions already mentioned, it is the pur 
pose of this talk to convince dealers, if possible, that 
they should, better still, must, do this job for them- 
selves. If the subject seems dull, it is because on the 
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out and soon the water had disappeared entirely 
from under the boat. Because there was nowhere 
else to go, we sat in the launch from six o’clock in 
the morning until two-thirty in the afternoon, when 
the tide came in again and lifted the boat. 

My most embarrassing moment was hours long. 
To help pass the time I told every funny story | 
could remember. My customer was very polite, but 
| knew he could not help thinking about my spoiling 
his weekly fishing pleasure. 

The hours dragged slowly by. I was assailed by 
the fear that my customer would cancel the fine or 
der he had given me. He proved to be a good sport, 
however, and even invited me to his home for a fish 
less dinner. Perhaps that was heaping coals of fire 
on my defenseless head, but the knowledge that “My 
Most Embarrassing Sale” would not be cancelled 
sustained me. 


MAKING OF PRICES 
—AN ART 


Address by Harry G. Horder, 
of Horder’s, Inc., Chicago, 
Made at the National Sta- 
tioners Association Conven- 
tion in Cincinnati, June 5 to 
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surface it is uninteresting. If controversial, as it 
undoubtedly is, at least a groundwork can be laid for 
fruitful discussion. 

Simply stated, a selling price is the result of the 
addition to the cost of the goods, of operating costs 
and desired net profit. Here the first competitive 
difficulty arises because all three of these component 
elements differ in almost all retail outlets. Cost of 
goods depends on the quantity purchased at one time 
and freight rates. Operating costs vary greatly be- 
cause of the many types of operation. And, net 
profit is a matter of a dealer’s own wishes and con 
victions. 

As a result, therefore, only general averages can 
be stated in the examples which must be used to 
convey ideas. So, roughly, we will say that a selling 
price in this trade, if we refer to the average of all 
selling prices, will be merchandise cost (nominally 
$1.00) plus operating cost including freight, 56c plus 
net profit, 9c making a total selling price of $1.65. 
Figuring as we ordinarily do from the selling dollar, 
this gives 334% per cent as operating cost and 5 per 
cent as net profit. In other words, this is the classic 
40 per cent gross profit example. 

Now, it is my purpose to attempt to demonstrate 
that, while this may be sound as an average, it must 
not be permitted to govern all sales and all selling 
departments of a retail business. A sound average 
may be arrived at only by the careful blending to- 
gether of many different gross profit margins if a 
dealer is to be in line with his own competitors and 
merchants in other lines, the borders of whose sell 
ing overlap the stationer’s field. Into a common pot 
must go ordinary retail sales, sales made to large 
consumers on an annual or contract basis, sales of 
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staple merchandise of a highly competitive nature, 
sales of quantities of one article at one time, and ac- 
commodation sales made to competitors. Each of 
these may carry a different gross profit margin yet 
all must blend in the desired average. 

So we might take three hypothetical cases involv- 
ing the same total sales dollars but in different pro 
portions. Consider these: 


EXA M PLE No. l Pe rcentage of Gross 
Sales gross profit Profit 
Sheet Te oo wnscedeaas $6,000 50 %& $3,000 
Sales to special (medium 
sized) accounts ....... 2,000 40 & 800 
Sales to special (very 
large) accounts ...... 1,500 33.4% 500 
1, fT aSarer ers $10,000 
Total Gross Profit. ...$ 4,425 
Rate of Gross Profit. .44'4% 
EXAMPLE No. 2 
SES PIE 6 cop sccuenees $2,000 50 & $1,000 
Sales to special (medium) 
COS ook cccn caw 4,000 40 % 1,600 
Sales to special (very 
large) accounts ...... 3,500 334% 1,166 
Sales to competitors. .... 500 25 & 125 
Fates BO 2nséakeans $10,000 
Total Gross Profit... .$ 3,891 
Rate of Gross Profit. .38-9/% 
EXAMPLE No. 3 
SN SSRN, S500 bed Kaen *% 500 50 %&% $ 250 
Sales to special (medium 
sized) accounts ....... 3,000 40 & 1,200 
Sales to special (very 
large) accounts ...... 6,250 334% 2,083 
Sales to competitors jonea 250 25 of 83 


Rate of Gross Profit. .36-1/% 

\ssuming that these examples represent sales of 
three different dealers, we may fairly also assume 
that operating costs differ in each case. But if we 
assume that they represent changing conditions 
within an individual business, we then see how close 
to the non-profit line the business may come, be- 
cause of changing conditions even though the total 
volume has been maintained. And it is immediately 
apparent that the executive making the prices for 
these different classes of trade must carefully blend 
them to arrive at a net profit, 

First take the ordinary store sale. This probably 
will average between 50c and 75c per transaction. It 
requires high cost selling, including display, and 
being in such small amount must carry a high per- 
centage of gross profit. Generally speaking, these 
sales should average 50 per cent gross profit, selling 
at double cost. However, note the word “average,” 
because it is a mistake to mark all store or small 
quantity sales at double cost. These are just as 
subject to competition from other than commercial 
stationery dealers as are other sales. In fact, they 
are more so. Therefore, here, as elsewhere, must 
be applied the turnover per item theory, later ex- 
plained. Many such sales will be made at 33% per 
cent gross, more at 40 per cent gross, and, to balance, 
a great many must be made at 150 per cent and 200 
per cent gross. 
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Now, take the sales of single articles made in 
quantity, a part of the ordinary run of business. We 
have long had in this trade the each, dozen, gross 
method of pricing. This is the simpler application 
of the theory that a quantity of one article bought 
at one time should create a saving for the customer. 
True, it is not the department store or the chain 
store rule, but it unquestionably is the stationers’ 
rule. Ordinary methods of pricing start with the 
unit at 50 per cent gross profit (double cost); ten 
times to the dozen, 40 per cent gross profit; ten 
times to the gross, 28 per cent gross profit. And be- 
yond that we have the element of large quantities 
which must be sold at 20 per cent and 15 per cent, or 
even commission sales at 10 per cent. All of these 
must go in the common pot. 

Now take sales made of special or medium sized 
accounts. This is the type of account whose pur- 
chases commonly range from $25.00 to $75.00 per 
month regularly. The question as to whether or not 
these accounts deserve special consideration is 
highly controversial. The majority of dealers today 
seem to believe that they do, although it is difficult 
to discover a large difference in the cost of handling 
these customers as against smaller accounts or store 
sales for cash. But certainly, if such accounts are 
sold at lower than regular rates, it must be on a cost 
plus basis figured to yield a gross profit not far from 
that realized on ordinary sales. 

Then there are sales made to large consumers. 
With such companies, continuity of price is neces- 
sary. Thus, if a price yielding 25 per cent gross 
profit is made on an order for 100 books, the com- 
pany will expect to buy six books at the same rate 
later. These sales, too, eventually go into the com- 
mon pot. 

It is plain to see from this complicated pricing 
structure, necessary to our trade, that the finest bal- 
ance must be maintained if a profit is to be made, and 
it is the maintenance of this balance that causes me 
to say that pricing goods is an art, and a principal 
executive function, and not the step-child it now is in 
our trade. 

There are two principal weaknesses in our pres- 
ent methods. First, the weakness of permitting 
manufacturers’ lists to become standards of selling 
prices, and second, the uniform discount to consumer 
evil. 

Take the first. The Blank Book manufacturer 
sends out a list with unit prices and a uniform dis- 
count. The dealer adopts these as selling prices in 
some uniform manner either by selling at list or at 
a uniform discount from list. Why? Because he is 
too lazy or careless to think. What is there logical 
about selling a competitive book in common demand, 
selling in quantities of hundreds per year, at the 
same gross profit as is sold a book of which only two 
per year are sold? Or, take Lead Pencils. Is it logi- 
cal to sell the competitive 5c pencils at the same 
gross margin as are sold the most non-competitive 
colored pencils? Is it not a fact that this slip-shod 
price building method has allowed chain stores and 
other selling outlets to encroach upon our lines and 
make inroads into our business on the important and 
commonly demanded items? In fact, is it not this 
very weakness as displayed by the manufacturer 
himself which has permitted the “Bedroom” manu- 
facturer to get into the field? 

Sound pricing is not done that way. It is founded 
on turnover per item, A binder, size 94% x 11%, 
which turns rapidly can and should be sold for less 
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than one size 9'4 x 11 which sells very slowly, even 
though the former is larger in size 

A pencil, nationally advertised, sold 
many channels, can and should be sold for less than 
an indelible pencil of the same list and cost price. 
The main foundation of the whole pricing structure 
must be the stock record and the things it tells. 

As the matter stands today the dealer who uses 
manufacturers’ lists as a uniform basis for his selling 


through 


prices is prone to call a competitor not doing so, a 
“price cutter.” Yet how could the dealer be called 
a price cutter who sold a fast turning competitive 
article like a No. 606 Ring Binder at 15 per cent off 
list and the slow moving No. 608 Ring Binder which 
is exactly the same thing, except end opening, at 
full list? That’s good merchandising; and if sta- 
tioners do not practice it, department stores or chain 
stores will and do. There is no escape from the fact 
that of the 14,000 items we commonly list, less than 
4,000 turn three times a year, and of those 4,000 less 
than 1,000 make up the whole list of really competi 
tive things. You must have a stock record designed 
to reflect these facts and you must, through that 
knowledge, make prices which will be competitive on 
the things which are competitive, and get profit 
where profit can and should be had. 

Now to the second weakness—uniform discounts 
to consumers. Here is an age-old custom founded 
again on laziness and mental ineptitude. John 
Smith & Company tells the stationer that their pur 
chases are $50.00 per month. How much discount? 
Does the stationer ask how many purchases per 
month are made, how many deliveries, how many 
billings, how much service? 

He does not! He says, “T’ll give you 20 per cent 
off.” The lazy way—the costly way—the way of 
destruction! No sound pricing system will stand up 
under this selling device. No dealer who believes in 
the published price—no discount theory, can work 
from the same list price as his discounting competi 
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EFFECTIVE WINDOW DISPLAY OF MISCELLANEOUS STATIONERY 


COMPANY, LOS ANGELES.—The illustration fails to do justice to the original, particularly insofar as details of merchandise are « 
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tor. And no sound pricing methods can obtain in 
this trade until the uniform discount evil is abol 
ished. In itself are the destruction of 
any price plan not founded on good merchandising 


seeds of 


principles 

Here then is the art of making prices. To keep a 
stock record which will accurately determine the 
turnover velocity of each item. To set the price of 
that article at a level which fairly recognizes the 
competitive qualities which the turnover velocity 
shows to exist. To so maintain a balance between 
sales made to different classes of customers that at 
the end of the year the proper gross profit has been 
made and still the majority of competition met. 

Gentlemen, we cannot expect this trade to main 
tain its position in the mercantile world if we are 
too lazy to do our own thinking. We cannot go on 
letting customers set our selling prices by demand- 
ing and obtaining blanket discounts. We cannot 
continue to adopt as our prices the lists which manu 
facturers put out which are solely intended to be the 
easiest manner of giving us our costs. 

It is time to think of the price as the all-important 
thing. Time, I hope, to discuss the elements of a 
price with your competitor. Time for the industry 
to intelligently do this job for itself. But it is not 
time to condemn as a price cutter the man whose 
ideas do not coincide with your own. In the “Age 
of Distribution” which we are now entering, collec- 
tive and organized thought will play a large part. 
\Ve must have co-operation, not condemnation. We 
must justify our existence in the world of commerce 
by efficiency. We must clean out old practices based 
on laziness and inefficiency and replace them with 
modern methods or we will be crowded out of the 
economic picture. 

And I know of no better place to start cleaning 
house than in the basement; the basement of Prices 
and Price Making. For there is the foundation and 


support of our whole structure. 
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LINES RECENTLY SHOWN IN A WINDOW OF THE SCHWABACHER-FREY 


neerned The 


symmetry and balance of arrangement are evident The checkerboard effect was attractive, and the merchandise was harmoniously placed Each iten 

was accompanied by a price card The background was made of black cardboard and the diamonds of white cardboard, with the name of the company 

appearing on some rhe large circular background was made of three-ply board and was six feet in diameter, with substantial shelves attached 

Manager W. fF Johnston said that the intention was to show a variety erchandise needed in the average office. The thought in connection with 

the display concerned its suggestive value rather than emphasis on any individual item or items. The company hoped that passers-by would see and 

purchase goods needed in offices and homes. That they did is evidenced by the fact that sales of smaller items showed a substantial increase during 
the period of the display. Many asked for specific articles shown 
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DISTANCE TELEPHONE.—-L. H. Thompson, vice- 
“listen in,’’ to the good news of business pick-up 


agents in all parts of the country 


A LONG DISTANCE SALES CONFERENCE 


By the Telephone, the National Cash Register Com- 
pany Put Over a Nation-Wide Sales Contest 
and Received Reports of a General 
Business Revival 


aA SPLENDID sales achievement was recently 
recorded by the National Cash Register Com- 
pany through the use of the long distance telephone. 
L. H. Thompson, vice-president in charge of domes- 
tic sales, wanted to talk personally with the 194 
N. C. R. sales agents in United States and Canada 
for the purpose of giving a final impetus to a May 
sales-quota contest. He could not call on them all 
within the time left before the end of the contest. 
Nor dared he take his agents off their territory. So 
he called upon the sources of the telephone com- 
pany. 

Seated in his office in Dayton, Mr. Thompson de- 
voted sixteen hours of his time talking over 153,190 
miles of telephone wire with his 194 sales agents. 
The whole thing was staged without error, wrong 
number, or loss of time. Each man had been ad- 
vised in advance, of the hour and minute on which 
he would be “plugged in” on Mr. Thompson’s phone. 
The talks were three minutes each, with two-minute 
interim between each connection for necessary re- 
connections. 

In several ways, this unusual sales promotion pro 
cedure superceded in effectiveness, the possibilities 
of even personal calls. Good psychology made it 
apparent to The National Cash Register Company 
that when men are warned in advance of a call from 
“the boss” at which time he will want to know how 
they stand—they will do all in their power to be 
able to give a good answer when that call comes. 

This was exactly what happened. The 194 N. C. 
R. sales agents had been given a week of warning— 
and during that week had besieged their own sales- 
men to crystallize every prospect they had, to put 
the big shove behind them, so that they could report 
“more than our quota” when Mr. Thompson called. 

The most interesting part of this event, however, 
does not directly concern quotas. The board of di- 


rectors of The National Cash Register Company 
wanted opinions as to business and industrial con- 
ditions in every section of the United States and 
Canada. Of course, they could have gone to any of 
a number of authorized sources. But they believed 
that the information that would best be of help to 
them would come from the men right in the specific 
fields. 

Cash register salesmen are pretty good students of 
economic conditions in their own territories. They 
are constantly “on the street” and know just how 
every type of retail business stands within their own 
confines. 

Mr. Thompson asked two major questions. The 
first referred to quota st. ding to date and the sec- 
ond was “How are conditions in YOUR territory ?” 
The answers were honest and factful. They re- 
flected not only the situations as regards retail 
business, but also the industrial and commercial con- 
ditions that govern the purses that ring cash reg- 
isters. 

The big majority of reports indicated that condi- 
tions are definitely better. The fact that some of 
the reports were tinged with pessimism added to 
their weight and conservatism. The important thing 
that Mr. Thompson learned was that “Business is 
getting better.” 

Statistics concerning the quotas are interesting. 
Given quotas that were psychologically higher than 
ordinary men can be expected to make, the result 
showed that out of 194 agencies a total of sixty-eight 
agents had already reached or exceeded their quotas 
for the month. Thirty-five agents reported a record 
of 100 to 110 per cent of quota; fifteen reported 110 
to 120 per cent, four 120 to 130 per cent, three 130 
to 140 per cent, two 140 to 150 per cent, one 204 per 
cent, one 208 per cent and one 256 per cent. Eighty- 
one agents reported a quota gait. Only forty-five 


agents were traveling at less than quota gait. 
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NATIONAL INDUSTRIAL RECOVERY ACT 
AND OFFICE EQUIPMENT INDUSTRY 


Equipment Industry consists of 
mony divisions of manufacture and distribution and 
embraces several thousand “industries” in the apparent 
definition of the term in the National Industrial Re 
covery Act. 

Statements of the President and others mm the Ad- 
ministration apparently indicate that they regard an 
“industry” as the manufacture of certain commodities 
and their distribution through the various channels. 
The bill makes no direct reference to dealers as such or 
to the business of buying for resale 

Retailing in many fields is concerned with the manu- 
factures of a great variety of industries. 1t would seem, 
therefore, that codes for dealers would be confined to 
principle and practice of reta iling and be quite separate 
the groups of manufacturers. Some 
mesh at new price structures and 
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from the codes 0; 
of these codes will 
price maintenance. 

In the event of dispute the Government would doubt- 
less act as umpire. Section 4 of the Act may cover the 
point: “The Pre sident is authorized to enter into agree- 
ments with, and to approve voluntary agreements be- 
tween and among, persons engaged in a trade or indus 
try, labor organizations and trade or industrial organ- 
izations, associations or groups, relating to any trade or 
industry, if, in his judgment, such agreements will aid 
in effectuating the policy of this title with respect to 
transactions in or affecting interstate commerce,” etc. 

In essence, the bill is a labor measure mtended to put 
idle men to work at remunerative wages and to raise 
the wages of those now employed, thus bringing back 
the nation’s purchasing power. Other objects are wm- 
cidental. 


HE chief objective of the “National Industrial Re- 

covery” bill is to create employment on a wage level 
of comfortable living for workers. It is in form a 
mandate to industrial management to formulate and es- 
tablish in the respective industries, codes of principles 
and practice in accordance with the terms of the enact 
ment, under which that desirable end may be achieved. 

For by providing work for all at fair competition, a 
widespread demand for all manufactures and agri- 
cultural products will be created through increased pur- 
chasing power of the public. Thus will national pros- 
perity be assured 

In Section 1 of the bill, the policy is declared to be, 

“and to promote the organization of industry for 
the purpose of cooperative action among trade groups, 
to induce and maintain united action of labor and man- 
agement ad; quate government sanctions and 
supervision, to eluminate unfair competitive practice, to 
reduce and relieve unemployment, to improve standards 
of labor to rehabilitate industry and to 
conserve natural resources.” 

In the statement issued by the President immediately 
after afhxing his signature to the bill on June 16, it is 
recommended that prices be kept as low as consistent 
with even at expense of profits so that 
the higher used to buy more things and 
thus afford employment to increasing numbers. 

The statement on the point (quoted from the Chicago 
lribune) follows 


under 


and otherwise 


costs 


rising 


wages can be 


“I am fully aware that wage increases will eventually raise 
costs, but I ask that managements give first consideration to 
the improvement of operating figures by greatly increased sales 
to be expected from the rising purchasing power of the public. 
Chat is good economics and good business. The aim of this 
whole effort is to restore our rich domestic market by raising 
its vast consuming capacity. If we now inflate prices as fast 
and as far as we increase wages, the whole project will be set 
at naught. 

“We cannot hope for the 
these first critical months, and even at the 
initial profits, we defer price increases as long as possible. If 
we can thus start a strong, sound, upward spiral of business 
activity, our industries will have little doubt of black ink opera- 
tions in the last quarter of this year. The pent-up demand 
of this people is very great, and if we can release it on so 
broad a front we need not fear a lagging recovery, There is 
greater danger of too much feverish speed.” 


full effect of this plan unless, in 
expense ol! full 


The Act gives the President wide authority to estab- 
lish the necessary agencies in the effectuation of the 
objects of the law. It provides for executive approval 
or rejection of codes of fair competition among the 
members of trade or industrial groups or associations. 
Such groups must not impose inequitable restrictions as 
to membership, and must not create monopolies, nor dis- 
criminate against small enterprise. The President—or 
those acting for him—is empowered to reject any code 
which fails to protect its industry and to give a fair deal 

labor and to the public. Substantial penalties are 
provided for those who violate the 
lf any industry fails to offer a code for approval, or 
fails to prepare one satisfactory to the President, he 
will prescribe a code after due hearing, which shall be 
of the same force and effect as if voluntarily offered and 
duly approved. 

The President is authorized to enter into or approve 
arguments between those engaged in trade or industry, 
labor organizations, such 
ments, subject to exceptions, will aid in effectuating the 
policy of the act. 

very code of fair competition, agreement or license 
issued under the act shall contain substantially 
conditions: Employees may organize and bargain col 
lectively through their own chosen representatives. No 
employees and no person seeking employment shall be 
obliged to join or refrain from joining any organization 
or labor union exc pt of his own will. E mployers shall 
comply with maximum hours of labor as prescribed in 
their several industries also with minimum rates of 
pay and other working conditi ms as approved by the 
President or his authorized appointees. 


pre | TT sed ct des. 


associations, etc., if agree 
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Certain terms of the bill and the practically dictatorial 
powers it confers upon the President would in times 
of less emergency have aroused a storm 
protest. But business men, manufacturers as well ; 
dealers, are anxious to remedy distressful con ditions i in 
their re spective industries and to utilize the logical pos 
sibilities of united action through some method that 
will save them from the penalties of the Sherman anti- 
trust law, and provide an official umpire for the settle 
ment of prob lems, some of which thre: aten the existence 
of the industries involved. The new law gives promise 
of answering the immediate requirements of industry 
by way of stabilization of methods and practices. It 
is intended to bring the wild horses of industry under 
control and make them join in the 
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general forward 
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movement without too much risk of 
wagon. With the President or his responsible personal 
agents in the driver’s seat the danger of hasty or ill- 
advised action is reduced to the minimum. The act in 
effect state within the government—an in- 
dustrial state—amenable to certain special regulations 
of an equitable character. If the plan develops good 
results it will be continued under such modifications 
and amendments as experience shall prove to be desir- 
able. 

The Act will promote the growth and enhance the 
influence of trade associations in the several industries 
by giving them the sanction instead of the hostility of 
the constituted authorities. But it will develop a new 
set up, bringing together in organized form the concerns 
and individuals engaged identical pursuits. 

Application to Office Equipment Industry 

In the general field of office equipment for instance, 
there can be no single association that can represent all 
the different factors. Makers of fountain pens cannot 
act in connection with typewriter manufacturers; loose 
leaf houses must act together; ribbon and carbon man- 
ufacturers must settle their own problems—they cannot 
act with steel furniture manufacturers, and the latter 
must meet apart from their competitors in wood fur- 
niture. The specific problems which fountain pen 
manufacturers will be required to solve are not those 
of the manufacturers of adding and calculating ma- 
chines, nor can the intricacies encountered in the pro- 
duction of adding, calculating and bookkeeping ma- 
chines be expertly discussed by the makers of lead 
pencils, and so we might go through the whole list 
without finding more than two or three of the industries 
composing the office equipment field so closely allied 
as to make it possible for them to advise each other 
in a common meeting. 

So we see that each component industry must act for 
itself, each with an eye, however, to distribution and 
profit. Some manufacturers will insist in selling directly 
to the user; others will sell through dealers. The latter 
must then cooperate with the manufacturers who favor 
them to see to it that the direct sellers “play fair,”’ and 
give the dealers a chance to meet them in competition 
not based on price. The functions of a dealers’ associa- 
tion would touch all other interests in the field, handling 
the problems of distribution and determining the proper 
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rates for the resale of all the different products. A 
general association would seem, therefore, to discover 
its proper functions in formulating a code of ethics for 
wholesalers and one for retailers, representatives of 
both organizations to advise with committees or officers 
of all the manufacturing associations with a view to 
the most advantageous means of conducting the busi- 
ness of distribution to the public. Uniform systems of 
accounting will no doubt be adopted by dealers and 
others to facilitate arrival at precise figures. Selling 
problems will be studied. Conditions in different local- 
ities will be noted; stock control will receive a new 
impetus; overhead will be studied; prices stabilized ; 
problems of advertising will be considered and all will 
be expected to report a profit. 
. 2 

Exempting members of industrial associations from 
the operation of the Sherman anti-trust law may of 
itself be a step toward the restoration of stability and 
the creation of confidence. But possibly that very ex- 
emption may be called up for judicial examination. 
Here comes the shadow of a suggestion it may be wise 
for well wishers of the Act to consider: Does a pro- 
vision exempting certain persons from the operation of 
the Sherman law constitute a discrimination in fact 
against those not so exempted in the same industry? 
We assume that there may be concerns who will prefer 
not to join the association of their trade. 

The foregoing has the appearance of a complicated 
series, but as each unit is obliged to work out its own 
problems, the work would go along simultaneously, and 
the Government would act as adviser and umpire, 
seldom or never having to use the strong arm. Surely, 
few concerns will refuse to ally themselves with the 
President of the United States in an honest effort to 
put industry back on its feet. 

An industry’s contact with the government must of 
necessity be in small numbers. The department cannot 
deal with mass meetings. Political influence will be of 
no avail. Ballyhoo will accomplish nothing. “I gotta 
drag” and “I knowa senator” are worthless in the situa- 
tion. Right attitude and serious intent are the simple 
requirements. 

The codes accepted for each industry will apply to 
all engaged in that industry whether or not all join the 
group who formulate the code. 


OM any 


(CODON 


POD LAD 


A WISH COME TRUE.— 





-Such is the title of a display which has 


attracted much attention at the New York branch of the L. C. 


Smith & Corona Typewriters, Inc 


The figures move in their at- 


tempts to break the wishbone. 
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ENCOURAGEMENT 


Optimistic Note Among Dealers Indicates Improvement 
in Demand for Furniture and Accessories 


NOUIRIES made last month in several sections 

of the country disclosed the fact, of which all of 
us have been pretty well aware, that office furniture 
has fared about the same as most other things dur 
ing the past several months. The satisfaction of our 
inquiry lies in the optimistic notes that have come 
from several quarters, with reports of preparations 
for more intensive cultivation in the offing. 

F. C. White, manager of the office furniture de 
partment of The W. H. Kistler Stationery Company, 
Denver, says 

“At the present time we are planning a mailing 
list to lawyers and doctors. We will send them il 
lustrations of the particular type of furniture which 
would be suitable for their profession. The doctor, 
of course, uses a different style than the lawyer 
However, we will segregate them so that they will 
know which we would recommend. If we get any 
results we will probably do the same thing with cer 
tain types of businesses. 

“We get our prospects from real estate men, rental 
agencies, architects, a daily paper which has all the 
new corporations, from elevator pilots, janitors, and 
of course, many from our customers. 

“With regard to the kind of window that makes 
the most sales, I can say that we have had better 
success where we concentrate on one or two items 
only. This means that chairs and accessories must 
match up. We find that if we get a window too 
crowded with many different items we do not get 
the inquiries or the results. Take for example, a 
Shaw-Walker DeLuxe four-drawer filing cabinet. 
These have a slide-in which is entirely different. 
Therefore, it will attract attention if given the proper 
display. We have tried it and found that if we put 
too many items with it the purpose of the window is 
killed 

“We seldom show prices in the window. The only 
time we do is when we show an item at a very at- 
tractive price. The ordinary buyers do not appre 
ciate the value of furniture as much as they should, 


therefore, if you show a complete suite in the win 
dow at a price of, say, $500, they may walk on by. 
Of course, if we can get the prospect on our sales 
floor, then we can talk to him and explain the small 
cost on a $500 set of furniture, especially when he 
lives in his office most of the time, and also due to 
the fact that it will last him many years. We have 
not used motion in our window displays, although 
we do use it for some specialty items other than 
furniture. 

“Nine out of ten sales we have had have been on 
the installment plan in the past year. That seems 
to be the first question the prospect will ask, that 
is, can he get this furniture on time? Of course, 
the man has been in the habit of buying automobiles 
and other items on the installment plan, therefore, 
it is natural that he should want time for the furni- 
ture that he buys. The credit situation is important 
at this time. 

“The principal suggestion we have to offer on 
selling filing systems and supplies is that it requires 
a great deal of concentrated effort by the salesman. 
The stationery store has so many items to sell even 
in the office furniture department that the salesman 
sometimes forgets about the filing system end of it. 
If the boys would make an effort to discover what is 
on the inside of the filing cabinets in every office 
they contact, they would find a lot of business. 

“The business man today is beginning to feel a 
little better and if he is told intelligently as to what 
is the matter with his particular set-up and if what 
he has told is the truth there isn’t any question but 
what a great majority would be interested. In other 
words, the salesman who sells this type of equip- 
ment must have a very thorough knowledge of filing 
systems as a whole. He should not only know his 
own but all of the other makes. He should be able 
to tell after looking through the files where folders 
are overcrowded or where there are too many fold- 
ers behind one particular guide or where the miscel 
laneous folder is considerably overcrowded or where 
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there are some particular folders which are referred 
to a great deal and it is necessary to suggest a spe- 
cial name guide of some kind so as to speed up the 
work of the file clerk. There are so many things 
that you can find out ordinarily that you will sur- 
prise the firm when you begin to tell about them. 
Therefore, it is the same old saying—a thorough 
knowledge of what you are doing and then put it 
over in a clear and precise way to the manager of 
the business which will in turn get you an order 
or else you will at least make a friend in this particu- 
lar business. In other words, they cannot help but 
say when you go out that you know what you are 
talking about, and that, in turn, will lead to other 
systems which he has been using in the organiza- 
tion which should be revised. 

“I consider this a professional business exactly 
the same as a lawyer or doctor. You should know 
more than the firm which you are dealing with, be 
cause system is your business, not his.” 


Birmingham Concern Optimistic 

Replying to a letter of inquiry from Office Ap- 
pliances concerning office furniture conditions in 
Birmingham, Ala., and vicinity, Zac P. Smith, presi- 
dent of the Zac Smith Stationery Company of that 
city, says: “We are very optimistic regarding the 
future. If the South gets ten cents or more for cot- 
ton in the fall, we believe our steel mills, iron fur- 
naces, coal mines and cement plants will be operat- 
ing successfully and Birmingham will again be the 
‘magic city’ of the South, in fact, it is improving 
even now. 

“We expect to start next Fall with a more inten- 
sive sales effort on the many new items of files, 
desks and chairs, that have been dey eloped by the 
office furniture manufacturers in the last year. 

“We have reduced our inventory of office furni- 
ture from 1929, but our stocks are not incomplete. 
\We havea sufficient stock of steel desks, wox od desks, 
chairs and files in various grades and finishes in 
order to present as adequate display for sales pur- 
poses. We believe in the office furniture department 
as a valuable asset to our business. We make win- 
dow displays, featuring the new posture chairs, both 
wood and aluminum, also the Secretaire. 

“We have purchased used furniture in this terri- 
tory from time to time and have secured a profit. 

“Our policy has been to keep an adequate stock of 
new items and continue to let the public see and 
hear about office furniture.” 

lL. R. Kendrick, secretary of The Kendrick-Bel- 
lamy Company, Denver, says: 

“Our own experience would indicate more inter- 
est in special suites and in period designs than in 
straight commercial furniture. Probably that is be- 
cause we cater especially to that type of customer 
through our displays in model offices. 

“General business shows some improvement and 
we are optimistic, believing that firms will reestab- 
lish offices which have recently closed up and that 
the market will improve. We are making a nice in- 
stallation at the present time. 

“We take in used office furniture. It is almost 
impossible to avoid doing so. We stock it, refinish 
it, etc. It has been reasonably profitable; in fact, 
it could be made quite profitable as a side business 
if we cared to push it. 

“Attractive window displays containing wax fig- 
ures, accessories that are novel or displays that 
move, lights that flash, etc., are ways that we use 
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to attract attention to our furniture window. We 
constantly keep a window of furniture on display, 
changing it at least once a week, featuring various 
items. It does attract attention and we believe it 
does have a cumulative value. We also mention a 
pleasing display in a series of model offices and a 
well arranged commercial line and steel line. There 
is some activity all the time, and we are optimistic 
for the future.” 

Charles A. Stott of Charles G. Stott & Co., Inc., 
Washington, D. C., retiring president of the Na- 
tional Stationers Association, reports on conditions 
in the nation’s capital. He says: 

“We have taken in practically no used furniture 
as trade-ins, with the result that we have not had the 
problem of disposing of such used furniture. When- 
ever it has been necessary for us to accept trade-ins, 
we have had one or more used furniture dealers in 
the city, inspect the furniture, quote us on it and 
have sold the furniture to the highest bidder who 
called for it at once and took it away. Such furni- 
ture not even being brought to our store. 

“We have never used local newspaper advertising 
for furniture. We have used a little direct mail but 
very little of this. Most of it has been in the form 
of envelope enclosures or single sheets furnished by 
the factories we represent. 

“We use one of our two show windows for office 
equipment constantly, but do not go in for feature 
displays of any kind, such as figures, cutouts and 
moving devices. In displaying furniture, we are han- 
dicapped by the size of our windows which are very 
small and it would really be impossible to make an 
elaborate display or to use figures of any kind. 

“There seems to have been in the last thirty or 
sixty days an improved demand and an increased 
sale in the heavier items, such as desks, chairs, files 
and so forth. 

“Advancing commodity prices have not yet 
reached us, insofar as furniture and equipment is 
concerned. Neither have we tried to use the possible 
advance of prices as a sales argument to any extent. 

“One idea that occurs to us is that it would prob- 
ably be a wise move at the present time for dealers 
to prepare themselves for some increase in business. 
There can be no doubt that permanent improvement 
will follow the recent up-turn in business. It would 
be well for dealers at this time to have their plans 
perfected as regards inventory, displays, sales or- 
ganization, advertising, and so forth.” 

J. S. White of the office equipment department of 
H. & W. B. Drew Company, Jacksonville, Fla., says 
that the demand for used office equipment locally 
has been very good during the years of depression. 
His company has added to the trade-in allowance 
and have had no difficulty in disposing of trade-ins. 

With regard to advertising the furniture depart- 
ment by direct mail and local papers, Mr. White 
says that they have not found such advertising profit- 
able except tor special accessories. This condition, 
he says, might not obtain in larger cities. However, 
the company’s window displays of office furniture 
and supplies are continuous. “We are,” he says, 
“thoroughly sold on feature displays. 

“During the depression it has been necessary to 
effect a better display of furniture and the addition 
of an occasional new design has helped in selling 
stock already on hand.” 

Office furniture stocks, as well as stocks of other 
lines, are quite universally low, and at the first urge 
of new business dealers are certain to place orders. 
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EDITORIAL 





The National Industrial Recovery Bill 


@GAnticipated complications as a result of the ap 
plication of the National Industrial Recovery Bill 
will probably prove to be more apparent than real. 

Once the bill becomes effective in the major in- 
dustries such as automobiles, steel, textiles, etc., it 
will gradually ease into operation in the other in 
dustries with little or no disturbance to business. 
litigation may develop from debatable 
clauses of the enactment 

The opening lines of the Fourteenth Amendment 
to the Constitution of the United States 
follows 

“XIV. Section 1. All persons born or naturalized 
in the United States and subject to the jurisdiction 
thereof are citizens of the United States and of the 
state wherein they reside. No state shall make or 
enforce any law which shall abridge the privileges 
or immunities of citizens of the United States, nor 
shall any state deprive any person of life, liberty or 
property without due process of law, nor deny to 
any person within its jurisdiction the equal protec- 
tion of the laws.” 

This appears to be a broad assertion of human 
rights. The first question it brings to mind is: May 
the United States deny a citizen rights which the 
several states are prohibited from denying? 

Let us suppose, for instance, that the washing ma 
chine industry complies with the terms of the Na- 
tional Industrial Recovery Law. All the units of 
the industry have joined, a code of ethics has been 
adopted and approved, production has been regu 
lated, uniform accounting forms are ready, and mini- 
mum and hours of labor have been 
adjusted However, to achieve these results the 
President has been obliged to license the members 
of the industry, prohibiting anyone from operating 
in the washing machine field unless duly licensed 
and agreeing to carry out the provisions attached 
to such licenses. Now comes one John Law, an in 
ventor, who, backed by capital, enters the field with 
an invention which revolutionizes manufacturing 
processes, enabling him to produce machines of 
superior merit at much less than the figures at which 
the machines of competitors can be produced. He 
has a valid patent, good for seventeen years. Can 
Uncle Sam deny him the right to enter the business ? 
Can the Government dictate the price at which he 
shall market his product? Must he make the same 
price as other concerns notwithstanding the fact 
that his operating expenses are less? Here intrudes 
a related question: To what extent, if at all, will 
the operation of the new law tend to stifle initiative, 
invention and research? Will the associated com 
panies, secure in a reasonable return on capital, be 
content with the good they have, or will some of 
them chance This opens up pos 
sibilities which we hesitate to attempt to discuss. 

What is the definition of “due process of law ?” 

The U. S. Supreme Court has said in effect that 
one may dispose of his own property to whom he 
wishes, or may refuse to sell it for any reason or 
none at all, if he does not enter into a conspiracy 
with others to do or not to do something inimical 
to the interests of the public or to competitors. Has 
the Government now acquired the right to oblige 


Some 


are as 


wage scales 


a bolder course? 


one to dispose of legitimate merchandise owned and 
paid for, at a price he may deem unfair: 

Another point: Suppose that A. in Chicago felt 
that he would be content just to sell the fountain 
pens of his manufacture in the state of Illinois, pass- 
ing up the idea of interstate commerce, but compet- 
ing with other pen manufacturers outside the state 
who do business in Illinois. Would the fact of such 
competition bring A. under the operation of the new 
law and therefore within the jurisdiction of the U.S. 
Courts? 

In the so-called Oklahoma Ice Case referred to by 
Mr. Link in the June issue of this journal, the U. 5S. 
Supreme Court said in part: “Plainly, a regulation 
which has the effect of denying or unreasonably cur 
tailing the common right to engage in a lawful 
private business cannot be upheld consistently 
with the Fourteenth Amendment.” 

The case had to do with the licensing law of Okla- 
homa, which the Court declared invalid. Now the 
question will intrude itself: What will the Supreme 
Court say to a licensing propostion wielded by the 
President of the United States as an instrument to 
coerce and bring into line those recalcitrant concerns 
who decline to line up with their respective trade 
groups? 

Elsewhere in this number is some comment upon 
the application of the bill to the Office Equipment 


Industry. 
-o-> 


On Our Way 


& @& Under the recent congressional enactments 
directed toward control of finance and industry in 
all of their branches U.S. A. has set forth on a great 
national adventure, There will be some thrills along 
the new but well lighted trails. The route is un- 
familiar but upward out of the bog into which the 
old paths lead. For better or for worse we are on 
our way. 

Why not for better? 

In dark and devious passes of the old trails sel- 
fishness and cupidity took high toll from politics, 
finance and industry. May not the better lighted 
way impel better concepts of these instrumentalities 
of national welfare and inspire higher motives and 
ideals? 

There is no certainty that it will. 

History discloses that the failure of most of man’s 
systems was through no defect of order but through 
weakness of human nature. Two simple factors 
would have perfected most of them. Even feudal- 
ism. Just honesty and kindness. Alas. 

But may it not be that the “great tribulation” of 
the past few years has developed finer qualities of 
character? Or does economic distress bring no such 
reaction because individuals consider themselves de- 
serving of whatever good circumstance may have 
made possible. 

However that may be there is a glow in the east. 
It is break-o-day for prosperity. The nation’s indus 
tries are forming for a great forward movement. 
Wheat, corn and cotton head the line of advance. 
Steel, “Grand Marshal” of the parade has mounted. 
Business is getting long furled banners flying. In- 
creasing demand is making harvest fields profitable, 
is putting fires in long cold forges and setting spin- 
dles awhirl. On our way! 
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National Stationers Association Convention 
@SThe comprehensive report of the twenty-ninth 
Annual Convention of the National Stationers Asso- 
ciation, held in Cincinnati June 5 to 8, shows a high 
pitch of interest throughout the meeting. The per 
centage of dealer attendance in relation to that of 
manutacturers was unusually large. While the num 
ber of different dealer companies present was small 
in comparison to the number of dealers in the coun- 
try, members and non-members of the Association, 
more geographic sections were represented than at 
recent conventions. 

A complete list of dealer members recently pub 
lished shows 379 different companies in forty-eight 
states, 1 in Porto Rico, 15 in Canada and 1 in Ber- 
muda, making a total of 396. 

The outstanding point of interest at the sessions 
was, naturally, consideration of the National Indus- 
try Recovery Act. 

Upon the 379 dealer members of the Association 
rests, apparently, the responsibility of formulating 
a code, under which all retail stationery dealers in 
the country will, if the code be approved at Wash 
ington, conduct their business. Among the resolu 
tions passed by the Association at Cincinnati and 
presented in this number are indications of what the 


code may contain. 
+ o> 


National Business Show Widens Range 

G2 The National Business Show which will open 
in Grand Central Palace, New York, on October 16, 
will include displays of store and merchandising 
equipment and service, printing-packaging, etc., as 
aids to distribution of commodities and merchandise. 
This is an appropriate tie-up of office, store and fac 
tory that should be beneficial to each group of ex 
hibitors. 


The “distribution” features which embrace a con 
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siderable variety of utilities and systems, will add 
a new note of program to the “show” which has long 
held public interest on display of office equipment 
alone. 

As no business show will be held in Chicago this 
year, the exposition in New York will be the only 
one staged by the National Business Show Com 
pany. This has been timed to swing in with the im- 
pulse that business generally is to receive from the 
“Industrial Recovery” Act which has already af- 
fected certain industries. 

The show company expects to have an impressive 
and colorful display for an interested public. 


oo 


Markup Time Has Come 
@@An editorial in the May issue of Office Ap- 
pliances referred to the upward trend in prices of 
materials used in the commercial stationery trade, 
indicating that the time was near for stationers to 
prepare for increases in list prices on many of their 
commodities. 

This indication was crystallized in mid June when 
several of the lead pencil manufacturers notified the 
trade of increases in price on a number of their items, 
principally the higher grades. 

Another straw showing the trend was the fact that 
several Chicago stationers have increased their 
prices to consumers—and a house dealing in rebuilt 
machines changed the price tags on items in the dis 
play windows with the new prices indicating revi- 
sion upward on standard products. 

Dealers who paid heed to the warning in our May 
issue were able to protect themselves for a time 
against price changes put into effect by their sources 
of supply. 

That increases in other commodities will be made 
is a fair prediction. 


desk from which many dras- 

tic and momentous deci- 
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BUILDING OF INTERNATIONAL BUSINESS MA- 
CHINES CORPORATION AT A CENTURY OF 


PROGRESS Here one of the most comprehen 
sive exhibits in the General Exhibits building, con 
sisting of more thar ne hundred new and repre 
sentative models of the seven hundred business ma 


chines comprising the company’s four main lines 


OFFICE 
MACHINES 
AND 
FOUIPMENT 
Al 
“A CENTURY 
OF 
PROGRESS” 


| Din AYS of office equipment are focal points of i 
terest for many visitors t (hicago’s Century oft 


Progress expositior In the tollowing paragraphs ar 
brief descriptions of the exhibit 

International Business Machines Company shows prod 
uct of it four ubsidiaries, The Tabulating Machine 
Company, International Time Recording Company, Day 
ton Scale | mpany and the International Scale ¢ mpany 
(his organization has erected a two-story Grecian temple 
which, with the urt, is filled with an interesting array 
t equipment e show teature of the exhibit is an ele 
tric clock which gives the time, in numerals, by minutes 
ind also tells the time in all the major cities around the 
world 

The National Cash Register Company has an elaborate 
display f exhibits, some mechanically operated, som¢ 
brightly uminated, me still models, transparencies and 
dioramas Che rst cash register, the idea of Jacob Ritty, 
a Dayton, O , merchant, is shown \ row of exhibits 
hows the development since Mr. Ritty’s machine up to 
the modern cash registers that record sales, stock num- 
bers, ledger number performing up to twenty-seven dif 


ferent tunctior 


The Underwood Elliott Fisher Company exhibits Un 


derwood typewriters, Elliott-Fisher billing machines and 
Sundstrand addi machines As one of its interesting 
features the company has a “Little Theatre Just Off th 
isk \ " w called “Progress” is given, with 
real actor Che first act is entitled “The Quill Pen Era.” 
\ slow-1 tior kkeeper, in ut-moded garb, a Dick 
ensesque cha ls over his ledgers The next is 
called “The Blind Typewriter Era.” A man typist of fifty 
years ago, using tl hunt and peck” system, struggles at 
his job Next, “Miss 1933!" <A smiling, radiant stenog 
rapher swiitly ks the keys, using the touch system 
Phe “Progre show is one of the high points of interest 
at A Century f Progress The Fair othcials in chares ot 

nducted tour have ncluded it in the list of exhibits to 
which particular attention is called by the guides 

The Burroughs Adding Machine Company features a 
booklet entitled “The Story of Figures.” This booklet 
goes back to the cave man whose mathematical education 
was limited t unting to two It tells how Blaise Pas 
cal, a French boy, tried to make an adding machine in the 


1600's, how a hundred years later Charles Babbage of Eng 


land got the idea and toiled with it for ten years. Finally 





he story is told of William Seward Burroughs who, start- 
ing with a capital of $700 in St. Louis in the late 1880's, 
made the first practical adding machine 

Visible Records Equipment Company has an interesting 
exhibit of visible equipment. Visible control and record 
sheets that are easily removed from binders are featured 
in addition to post binders, prong binders and tariff files 

Felt & Tarrant Manufacturing Company, maker of the 
Comptometer, is featuring the Peg-Board systet if ar 


counting in combination with the Comptometer for sales, 


payroll, cost, material, expense, incoming orders and stock 
ntrol 
Triner Scale & Manufacturing Company, which has sold 


150,000 scales to the post ofhce department ind has quad 


rupled its output in the last four years, has a display of 
all-steel precision scales for all commercial purposes 
The Dictaphone Company shows its newest model Dicta 
phone with all mechanical parts enclosed This model is 
displayed for the first time anywhere at A Century ot 


Progress exposition 


The Addressograph-Multigraph Corporation has an 


elaborate display of its line of labor-saving addressing and 
duplicating equipment. This equipment is widely used, 
especially by companies having large mailing lists 

The L. E. Waterman Company displays the winning 
books in its recent autograph contest. More than 150,000 
boys and girls took part in it and on display are the aut 
graphs of almost every man prominent in public lift 
throughout the world. Here also are th ists of the 
hands of many who are in the limelight fachmaninoff, 


Bobby Jones, Amelia Earhart Putnam, Einstein, Lily Pons 
and others 
The Wahl Company, manufacturer of Eversharp tountain 


pens and pencils, has a working. exhibit in which the man 


ufacture of its products is shown A visitor can see a 
pen or pencil assembled, engraved “Souvenir of A Century 
f Progress,” and carry it away with him Phe mpany 
is making a first showing of its new adjustable pen whicl 


by pushing a gadget, enables one to write a fine or broad 
line with the same pen 
The A. B. Dick Company, one of the exhibitors at the 


World’s Columbian exposition in 1893, is numbered among 


the prominent exhibitors at A Century of Progress exposi 
tion The Edison-Dick Mimeograph shown forty years 
ago is in an honored position at the present Fair In a 
circular, central room a motion picture showing the de 
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Mimeograph process is in continuous 


velopment of the 


operation. Behind glass-covered recesses in the walls of 
the room various factors of the Mimeograph process are 
displayed and described 

The York Safe & Lock Company has on display what 
is referred to as the oldest bank door in the United States. 
It was used for more than 100 years on a vault like safe 
in a bank in Alexandria, Va. 

The Johnson Chair Company has on display its com- 
plete line of office chairs, including the “Pos-Chair” for 
typists and clerical workers. A spacious rest room ad- 


joining the Johnson exhibit is equipped with Johnson 


chairs. 

The Sanford Ink Company exhibits its extensive line of 
writing fluids, adhesives, type cleaners, etc. The entrance 
to the exhibit is flanked on either side by three-foot glass 
replicas of bottles of Sanford Premium writing 
fluid 


for the convenience of visitors. 


quart 
A desk equipped with writing materials is provided 
At the back is a six-foot 


transparency showing the principal Sanford products in 


colors. On either wall are cabinets displaying the various 
items in the Sanford line. 

The American Evatype Company is presenting its line 
of rubber equipment. A feature of the 


equipment is the speed with which it can produce rubber 


stamp making 


stamps. To demonstrate this speed, pocket rubber stamps 
are made as souvenirs of A Century of Progress while 
visitors wait. 

Diebold Safe & Lock Company has on display several 
models of electric Recordesk safes and Cashgard money 
chests. Of particular interest as far as Diebold products 
at the Fair are concerned is the fact that all the diamonds 
on display at the exposition are protected day and night 
by an electric Recordesk safe. The diamonds, valued at 
a million dollars, are enclosed in a cube of bullet-proof 
glass, permitting spectators to see but not touch. 

M. B. Cook Company is exhibiting the “Beaver” brand 
of ribbons and carbons. 

Reynolds Appliance Company has its “Displamore” de- 
vice in eight different buildings at the Fair. Among the 
firms whose products are exhibited by “Displamores” are 
the following office equipment houses: 

American Automatic Electric Sales Company, Autopoint 
Company, Bostitch Sales Company, J. 


pany, 


B Crofoot Com- 
Company, C. § 


Inkstand 


Lithographing Hammond 


Self-Closing 


Goes 


Company, Sengbusch Company, 
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THE WATERMAN FOUNTAIN PEN EXHIBIT AT A 

CENTURY OF PROGRESS.—Featured especially are 

autographs of famous people and the hands of other 

men and women in the public eye. The hands were 
modeled by Miss Helen Leidloff. 


Spurgin Manufacturing Company, The Tab- 
let & Ticket Company, United Autographic 
Register Company, and Zion Institutions & 
Industries. 

Another interesting display is an “electric 
advertising letter and mailing room,” which 
Commonwealth Edison 
Company’s Central Station Industries ex- 
hibit in the Electrical Building. The display 
consists of an Art Metal linoleum top steel 
desk, Dictaphone, Auto Typist, Electro- 
matic typewriter, Setotype, Multigraph 
folder, Graphotype, Addressograph, Pitney 
Bowes mailing machine and a Carrier air 
conditioning apparatus. 


is a part of the 


Some Trade Visitors to A Century of 
Progress 


Among the members of the office equipment industry 
who were in Chicago last month and visited the Fair were 
the following: 

C. H. Ames, Ames Supply Company, New York, N. Y.; 
E. E. Blankmeyer, Toledo, Ohio; Nelson Bushnell, Alvah 
Bushnell Company, Philadelphia, Penna.; Harry Callahan, 
C. R. Gibson Company, New York, N. Y.; Ted Caswell, 
F. S. Webster Company, Boston, Mass.; L. W. Cole and 
his son Thomas, Cole Steel Equipment Company, New 
York, N. Y.; C. E,. Cyphers, Brandt Automatic Cashier 
Company, Pittsburgh, Penna.; E. A. Goodrich, Case 
Brothers, Inc., Highland Park, Mich.; Ernest Green and his 
son Ian, Longs, Ltd., London, England; P. S. Hauton, 
Scripto Manufacturing Company, Atlanta, Harold 
Hawkins, Stationers Loose Leaf Company, Milwaukee, 
Wisc.; E. B. Healy, Santa Fe Book & Stationery Company, 
Santa Fe, N. Mex.; W. F. Johnston, Schwabacher-Frey 
San Francisco, Calif.; Benjamin Josephson, 
Josephson Manufacturing Company, New York, N. Y.; 
A. R. King, Underwood Elliott Fisher Company, New 
York, N. Y.; Jack Linsky, Parrot Speed Fastener Company, 
New York, N. Y.; George F. Malcolm, F. S. Webster Com- 
pany, Boston, Mass.; Harry Morgan, Stationers Corpora- 
tion, Los Angeles, Calif.; F. H. Morse, Royal Typewriter 
Company, Detroit, Mich.; L. C. Myers, Royal Typewriter 
Company, New York, N. Y.; J. E. Neary, Geyer’s Stationer, 
New York, N. Y.; George G. Ralls, Royal Typewriter Com- 
pany, Los Angeles, Calif.; C. E, F. Russ, Royal Typewriter 
Company, Francisco, Calif.; C. C, Shee, Oakville 
American Pin Division, Scoville Manufacturing Company, 
Oakville, Conn.; R. H. Sprague, Weis Manufacturing Com- 
pany, Monroe, Mich.; Fred G. Steinhilber, Geyer’s Sta- 
tioner, New York, N. Y.; R. E. Stewart, Underwood 
Elliott Fisher Company, New York, N. Y.; L. C. Stowell, 
Dictaphone Sales Corporation, New York, N. Y.; Oscar 
Sundstrand, Underwood Elliott Fisher Company, New 
York, N. Y.; A. E. Tongue, Underwood Elliott Fisher 
Company, New York, N. Y.; H. K. Truitt, Sedalia, Mo.; 
Edward J. Vine, Eddie Vine’s Pen Shop, Seattle, Wash.; 
Ebenezer Wallace, Grimes-Stassforth Stationery Company, 
Los Angeles, Calif.; A. J. Walker, Farnham Printing & 
Stationery Company, Minneapolis, Minn.; G. K. Walters 
and his son Robert, School & Office Supply Company, 
Knoxville, Tenn.; T. J. Watson, International Business 
Machines Corporation, New York, N. Y., accompanied by 
a large party of I. B. M. officials, engineers and salesmen. 


Ga.; 


Company, 


San 
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American Crayon in New Eastern Warehouse 

The American Cravon Company. Sandusky, Ohio, has 
astern and export warehouse to the Lackawanna 
Jersey City, N. J his warehouse distributes 


t tl New Y rr ind metrop tal il i \tlantic seaboard 


The ompany New York thee located at 200 Fiith 
avenue, in the Fifth Avenue buildi 
oe 
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NEW OUTLETS FOR WOODSTOCK TYPEWRITERS At the top is 


The Woodstock Typewriter Agency Los Angeles, owned and managed 
by E. E. Thornton and A. W. Garbutt Below is the “‘New Deal’’ Type 
writer ¢ pany store in Dallas, Tex yperated by Guy R. Curtis 


> 
Los Angeles House Changes Location 
The Schwart Desk & Chair Company, Los Angeles, 


Calif., has moved from 1100 South Broadway to 942 South 


Hope street About 5,000 square feet of floor space ar 
cupied on the first floor and mezzanine Che company 
a distributor for the Art Metal Construction Company; 

the Los Angeles branch of Art Metal shares the space with 

he Schwartz organization Che Schwartz Desk & Chair 

(ompany ts also local distributor for The Gunn Furniturs 

Company he Stow-Davis Company and The Milwaukee 

{ iir ‘ i 

ae 
New Concerns in Fort Myers, Fla. 
[two new othce supply and typewriter companies have 


cently opened in Fort Myers, Fla the Douglass Cham 


together wit general ofhce equipment, and William 
.ader, wl servicing all make and types of offic 
machit 

Mr. Kader was formerly in the typewriter business at 
eee f . 

an 

Peters Takes Chicago City District for Marchant 
K. B. Pete vi has been selli ilculating machines 
n Chicago f nit vears, joined the Chicago organiza 
tion of the Mar nt Calculating Machine Company on the 
twelftl ! He has been assigned a city territory. 


(ompany, wl is stocking the Remington Rand line. 





UNUSUAL RIBBON AND CARBON WINDOW The above illus 
tration shows a recent window display by Philip Schlesinger of 
Perth Amboy, N. J., who created local interest by obtaining from 
a number of his customers who used typewriter ribbons and car 
bon papers of the Columbia Ribbon & Carbon fanufacturing 
Company samples of the products which the companies manufac 
tured themselves. These were used in a local industry display 
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A DISPLAY OF STRONG APPEAL SHOWING POSTINDEX VISIBLE 

FILING EQUIPMENT ARRANGED BY THE GEER-DUNN COMPANY, 

JAMESTOWN, N. ¥ The concern named is the Jamestown Postindex 
agent for the Art Metal Construction Company 








STRIKING WINDOW DISPLAY OF PENCIL SHARPENERS.--The 
Boston pencil sharpener line of the C. Howard Hunt Pen Com 
pany, Camden, N. J., received an effective showing recently in one 
of the windows of A. Pomerantz & Co Philadelphia The win 
dow was lined in the back with black velvet, and the floor of the 
window space was covered with the same material lwo large sil 
vered pencil sharpeners on silvered bases stood on pedestals on 
each side The signs were silvered, contrasting with the black 
background and adding much to the brilliant effect 
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Groom’s Centenary Wins Valued Franchise 
[Thomas Groom & Company, a well known Boston con- 
cern celebrating this year its own “Century of Progress,” 
has been awarded the Shaw-Walker dealer franchise for 
the New England metropolis. The firm of Thomas Groom 
& Company was founded in 1833 by Thomas Groom; his 


, 4BB SR wOustcEtev ae 


son, Samuel B. Groom, was associated with him in the 
enterprise 

It is an interesting co-incidence that the business is now 
being run by Thomas Groom and Samuel B. Groom, 





grandsons of the founder. During the entire century of 





this business it has been owned by the Groom family. Dur- 
ing the entire period, also, a store has been maintained 
EAST VIEW OF STATE STREET ABOUT 1833—Reproduced from an old . a pm 

thographic print on State street, in but two locations. The store was 
moved across the street to its present location, 103-05 State 
street, thirty years ago. The company also has stores now 
at 45 St. James avenue and 148 Federal street. 

Acquiring the Shaw-Walker franchise means that 
Thomas Groom & Company can lay its plans for progress 
during its second century with a single line of office fur- 
niture and filing equipment rather than of many. Instead 
of working with a half dozen different names, the company 
will continue to grow in prestige with the Shaw-Walker 
line, whose famous “Jumping Man” trade mark covers the 
whole range of steel filing equipment, steel business fur- 
niture, bank and machine bookkeeping equipment and sup- 
plies, and filing supplies. 

The new dealer arrangement at Boston does not displace 
the Shaw-Walker branch, which will continue to present 
a complete display of the company’s products at 132 Fed- 
eral street. Not only will Groom’s supplement the activity 
of the branch organization in serving the business inter 
ests of Boston, but the branch will be in a position to 
render immediate, on-the-spot co-operation whenever it is 
required by the new dealer. 

icici 








GROOM’'S, BOSTON—103-105 STATE STREET 








BLIND GIRL BECOMES ACCOMPLISHED TRANSCRIBER AND TYPIST 

Miss Kathryn Sells, a stenographer with the London Life Insurance Company, 
London, Ontario, is another striking example of triumph over the handicap 
of blindness. The Dictaphone played no small part in this accomplishment 
Through the Canadian National Institute for the Blind training in dictaphone 
— ’ . ae TP " " operation and typewriting was arranged for Miss Sells at the Westervelt 
GROOM’S, BOSTON—148 FEDERAL STREET school, London. The Dictaphone Sales Corporation, Ltd., on request placed 





Dictaphone equipment at this college for Miss Sells’ training The school 
principal's report stated that this student learned to use the Dictaphone very 
readiiy, one month's training only being required.—-Reprinted from ‘‘It’s Said 


and Done,’’ April-May issue, users’ house organ of the Dictaphone Sales 
Corporation, Ltd., Toronto, Ont. 
- <—-——- 


C. H. Ames Visits Chicago 
C. H. Ames of the New York office of the Ames Sup- 
ply Company spent two weeks of June in Chicago vaca- 
tioning. Among other recreations Mr. Ames made a num- 





ber of visits to A Century of Progress. The trip to and 


from Chicago was made by automobile. 
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GROOM’S, BOSTON—45 ST. JAMES AVENUE 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 

are not so many as at Chicago, there will be found the same desire to serve. . 


LONDON NOTES AND NEWS | 
By Mr. Vincent Jackson ) 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 





London, May 30, 1933 market and greatly appreciated by newspaper houses. The 
Last week I went over to see the new Addressograp! paper is fed into the machine from rolls, and is “delivered” 
Multigraph Works—and “Tiger!” Mr. A. R. Porter, the already cut to size, printed with sender’s name and address, 
managing director, welcomed me and gave me every fa- addressed (selective device is fitted and franked). (They 
cility to inspect their fine premises. I met Mr. R. G. Watts, are now training newspapers to roll themselves up in the 
the works manager, whose handiwork was visible, not only finished wrappers!) 
in the general organization, but in little gadgets and fit I learn that with a few exceptions, all Addressograph 
ments on several machines—“‘Invented by Mr. Watts, sir!’ 


> 


[ had a willing and informative guide in Mr. R. W. Spiers, 
who took me through the factory in the order that “the 
ods go through”!—first the receipt stores, the raw ma 
terial stores, machine shop, dress shop, spraying and plat 
ing plant and finally, the finished stock stores. But first, 
about “Tiger.” On leaving Mr. Porter's office I was met in 
the office corridor by a splendid Great Dane, who was in 
troduced to me as the watch dog! Here you see his picture 

a splendid animal from the Send Kennels. I have decided 
to make no wnauthorized inspection of Addressograph- 
Multigraph premises! 

The offices and plant occupy some 44,000 square feet with 
nearly 58,000 square feet free for further development. The 





modern plant is housed in airy, well-lighted one story 
buildings. Particularly pleasant was the building housing 

TIGER,” stately Great Dane watch dog of 
ty lady operators engaged in stamping address the Addressograph-Multigraph works in Lon 
don, England 


some cig! 


ing plates for customers. They turn out nearly 2% million 


plates per year here, and in addition, have a “floating staff” equipment is made in England. This is especially so with 
of fifty operators out at customers’ offices. The manager of the more popular models. Everyone was cheerful and will- 
this department told me that these girls often do not return ing to show how “things were done” and tell me how busy 
to the “home” depot for three or four years! they were—thanks to the sales force! 

A really interesting machine for overhaul was a newspa- One would wish to hear more of the Office Appliance 
per wrapper printing-addressing-franking machine, class Trade Section of the London Chamber of Commerce. Per- 


No. 32,700. These machines seem to be peculiar to this haps now that Mr. J. Adams Keene (National Loose Leaf) ' 
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has been elected chairman, we shall do so. Let us hope 
that the silence of the last twelve months has signified a 
“perfect peace of mind” insofar as London traders are con- 
cerned. (And yet, I wonder!) 

Mr. J. Halsby (Protectograph) the American in Europe, 
has just returned from one of his periodic tours on the Con- 
tinent. I asked him what he thought of things over there, 
and his reply was that certainly there was a more hopeful 
outlook and that they looked for better times after the 
World Economic Conference—though he seemed to be 


doubtful whether as a result of, or in spite of the Confer- 


ence. Incidentally, I also asked “JH” why he still re- 
mained an American, seeing that he always resided in 


Europe. “Because I haven't found a better Nationality” 


he answered! Of course! 

The Monthly Office Appliance Trades Association lunch 
this month provided some real “meat.” The speaker was 
Mr. J. Gibson Jarvie, chairman of United Dominions Trust 
Ltd. In the absence of the chairman of the association, 
Mr. N. W. R. Mawle, the chair was taken by the immediate 
past chairman, Mr. J. Adams Keene. 

I would like to give the speech in full, but space does not 
permit Mr. Gibson Jarvie’s subject was “Commercial 
Credit on a National Basis.” Tracing the history of the 
gradual industrialization of England, reaching its peak dur- 
ing the Great War, Mr. Jarvie emphasized that our present 
difficulties were under consumption rather than over pro- 
duction, distribution being our weak point. Many of our 
pre-war markets were now self supporting, he added, but 
side by side with factories working short time and ware- 
houses containing stagnant stocks, we have thousands upon 
thousands of our own countrymen without the bare ne- 
cessities of life. 

Following this splendid introduction to his subject, the 
speaker said, in part 

“The function of credit has been very much misunder- 
stood. In many cases credit has been extended very un- 
wisely and has, in fact, in some cases caused the undoing 
of the very people and concerns it was intended to benefit. 
On the other hand, there has been an unfruitful disinclina- 
tion by many to use their credit. Even to-day there are 
those who openly boast like the blacksmith in the famous 
song that they ‘owe not any man.’ 

“In this advanced day and age it should be recognized 
that money and the use of credit are merely a means to an 
end. They are merely tokens or a means of exchange to 
enable people to secure property or goods or services in 
return for other property or goods or services. And that 
principle will have to be admitted and kept constantly in 
mind before any solution of our present day problems can 
be reached. But I want specially to-day to bring to your 
notice the part that credit can play commercially within 
the borders of our own country and I think this particularly 
important because I here and now accuse some of our 
politicians by their statements, of the responsibility to a 
considerable extent for our present national depression. 
Chey have reiterated ad nauseam that this country cannot 
recover without international co-operation. International 
co-operation is certainly desirable and will ultimately be 
necessary for a complete world recovery but within the 
United Kingdom and certainly within the British Empire, 
there are possibilities of immensely increased business with- 
out reference to foreign countries. This question of inter 
national co-operation has become such an obsession with 
some of our politicians that we as a nation are in danger 
of being regarded as international busybodies. 

“It should be borne in mind that the vast majority of 
people in this country do not personally or directly touch 
foreign trade or international relationships at any point and 
if they are constantly told that the country cannot recover 
without international co-operation, the natural effect will 
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be and unquestionably has been to make them sit down and 
do nothing and to wait for movement from outside. And 
the things which they themselves could do to help to speed 
up British industry are left undone; the country suffers 
and unemployment either increases or is not reduced as it 
might be.” 

The speaker expressed it as his opinion that we could and 





AT THE PLANT OF ADDRESSOGRAPH-MULTIGRAPH, LTD., LON 

DON, ENGLAND.—At the top is an exterior view of the office section. 

The factory is to the right. The center picture shows the embossing 
“department. At the bottom is the machine shop. 


should work out our own salvation rather than pin too 
much faith in trade pacts and world conferences. His 
remedy is the encouragement of bold and courageous ex- 
pansion within the country through the medium of a sound 
credit system. 

It was an excellent speech, a mental tonic that should 
have inspired all those listening, to greater efforts to “help 
themselves.” 

The many friends of Mr. W. H. Hartley (until a few 
months back a director of Addressograph-Multigraph Ltd.) 
will be interested to know that he is “going into harness” 
again after carefully surveying business possibilities, both 
in your country, Canada, and England. 

I lunched with Mr. Hartley last week and heard the 
somewhat surprising news that he is entering the assurance 
world. I say “surprising” because Mr. Hartley has been 
so long associated with office appliances that it is difficult 
to imagine him outside the fold. However, “W. H. H.” has 
been studying the possibilities of “big business” in assur- 
ance. He has become associated with The Sun Life As- 
surance Company of Canada, where, as a Canadian, he will 
surely make many friends. Following a practice that I be- 
lieve has always been his, Mr. Hartley is starting in at the 
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bottom of the ladder by first of all taking an extensive 
course of several weeks’ duration studying the selling of 
assurance. His faith in the Sun Life is such that he has no 
qualms as to his ultimate success, and I am sure that his 
own organizing and sales experience will soon win him an 
honored position in that progressive concern Che Sun 


Life of Canada will be well known to vou folk. Over hers 


they have six brancl fhees in London alone, with offices 
in all important citics and towns 

We are enjoving an except nal spell of fine weather at 
the moment whi irccounts for the excellent start off of the 
Dictaphone Swimming Club, London They commenced 
their season I Mav 24 at the Holborn Baths Chev have 
forty-five members including the directors Mr. Thomas 
Dixon, managing director, has iffered a cup to be com 
peted for later in the year. Mr. William Dixon, managing 


director, in telling m« f the above, remarked how this in 





troduction of sport has a beneticial effect on the “team 
work” spirit in the office and sales staff 

Next month I will tell you of a bold step taken by Block 
& Anderson Ltd., w market Brunsviga calculators, Ormig 
reproducers and tl Dailygrapl Che directors recently 

rganized a business tour on-the Continent. Apart from 
a few words from Mr. Anderson in which he expressed his 
pleasure on the success of the tour, I have not been able to 
get details They have only just returned —VEJ 

> 
Mechanization of Accounts and Records 

Che title above given is the name of a timely and inspir 
ing booklet by Sir Joseph Burn, K. B. E., bound in limp 
manila covers range, red and black The booklet is 
published by The Efficiency Magazine, Kent House, 87 Re 
gent street, London, W 1, and contains thirty-two pages 

Che booklet wives the text of a lecture delivered not long 
ago to the London members of the Institute of Chartered 
Accountants, and was published in The Accountant \l 


though it can be read in a little more than an hour, the 
booklet contains a great deal of valuable sugge stion 

It starts out with some remarks on the mechanization of 
accounts and records, wherein is described the various types 
if account and statistical machines now in use and their 


application to the problems of modern business. 


\ second industrial revolution has occurred since the wat 
ind machines are necessary today to meet price competi 
tion at home and abroad. Sir Joseph points out that some 
f the most up-to-date factories highly equipped industri 
ally are too often seriously hampered by control from Vik 
torian counting houses, where bookkeeping, cost finding, 
tatistics, « ire nducted on pen and rule methods that 
were just d enough for our grandfathers. He said that 
Great Britain has hardly begun to modernize its accounting 
ind that America far ahead in the use of every form ol 
offic: 7 

The Spe iker ther ave a description i types of account 
ing machines which are on the market and discussed the 
uses f eacl type r different purposes He stated that 
from many |] nts of view the office may be rewarded as the 
controlling mecha m of any business, and a careful ex 
amination will reveal the all-important fact that too often 
it is not working efhciently This state of affairs is similar 


to that of a powerful machine with its controls acting either 


too slowly or not acting at all Often existing improve 
ments are being wasted and still more often further im 
provements are being delayed or ruled out as impossiblk 
In many cases the attempt to advance with the old and 


decrepit office methods at the present time is as futile as it 
would be to attempt t teer a high-power motor car with 
a horse bit and a pair of leather reins 

This booklet 1 nteresting as a contribution from the 
viewpoint of one of the important users of office machines 


and equipment in Great Britain 








OFFICE APPLIANCES 


The Great International Fair at Leipzig 
More than 100,000 business men from seventy countries 
will assemble at Leipzig for the Fall Fair to be held from 
\ugust 27 to 31. The fair profits this year from the efforts 
being made at Geneva and elsewhere to adjust tariffs and 
stimulate world trade. Despite the depression the fair 
this fall will be over three times the size of any prewar 
fair Che United States has sent exhibitors and buyers to 
Leipzig continuously for more than a century 
Applications for display space at the Fall fair indicate 
unusual activity in all divisions. Germany is making a 
special effort to develop her export trade in order to secure 
a favorable balance of trade, which is reflected in the un 
usual variety and quality of the products displayed. For 
eign buyers will be especially attracted by the moderately 
priced products which characterize this year’s fait 
Detailed information concerning the Fair may be ob- 
tained by addressing the Leipzig Trade Fair, Inc., 10 East 
40th Street, New York. 
~~ 
New Mercedes Agencies 
The Mercedes Buromaschinen-Werke A.-G., Zella-Mehlis 
in Thuringen, has appointed as their exclusive agent M 
Burstein, Prezidento g-vé 9, Kowno. Mr. Burstein will 
handle the Mercedes Express typewriters, Mercedes port- 
ible typewriters and the electrical typewriter, Mercedes 
Electra, for Lithuania and the Memel district 
In Basle, Switzerland, the Mercedes Bureaumaschinen- 
Vertriebs A. G. has been founded to take over the exclusive 
igency for Switzerland for all the Mercedes lines in col- 
laboration with Mr. René Faigle, Zurich/Oerlikon, creating 
in Switzerland a selling organization which is expected to 
neet the demand for Mercedes typewriters in that country 
In Vienna, Franz Schiefer was appointed May 1 as man 
ager of the Mercedes Buromaschinen G. m. b. H., succeed- 
ing Dr. Werner Behring 
<> 
Leading Prague Dealers Visit U. S. 
Managing Director Josef Chochola of Chochola & Co., 
Prague, Czechoslovakia, vice-president of the Czecho 
slovak Office Machines Association, accompanied by his 
son, J. E. Chochola, arrived in the United States on June 
13 for a stay of some weeks [The company is general 
agent in Czechoslovakia for the Woodstock Typewriter 
Company of Chicago and the Oliver Typewriter Company 
of London and Milan 
\fter remaining a week in New York, the Messrs. Cho 
chola came to Chicago, where thev were entertained by 
the Woodstock organization, visiting the main office in 
Chicago and the factory at Woodstock, and spending some 
time examining the exhibits at A Century of Progress 
exposition. They returned to New York the last of June, 
the Senior Chochola leaving immediately for home, while 
the younger remained a week or ten days longer to com 
plete certain details of business in the east 
<> 
Bull Offices Moved 
From the Bull Machine Company, Paris, comes a notice 
if its removal of executive offices on June 15 from No. 16 
\venue de V'Opera to the factory itself, 92 bis Avenue 
Gambetta 
The reason given for the removal is to “establish quicker 
and more direct connection between its technical services 
and its commercial services.” 
~~ 
Announcement by M. Nissen-Lie & Company 
M. Nissen-Lie & Company of Oslo, Norway, have sent 
out an announcement to the effect that no other signature 
than that of M. Nissen-Lie & Co. or that of M. Nissen-Lic 


should be recognized as coming from the company 
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RESTORING A LOST ART 


By H. E. Waldron, Vice-president and General 
Sales Manager, W. A. Sheaffer Pen Company 


During the depression, through which we have just 
passed, many manufacturers and retailers became hys- 
terical and lost their bearings. Most of them seemed to 
be obsessed with the idea that the public was price con- 
scious and was interested in buying only cheap merchan- 
dis¢ 

With this thought in mind, merchants vied with each 
other in a search for the lowest priced products that they 
could find Some retailers were able to keep up their vol- 
ume, but most of them were compelled to stand by and 





H. E. WALDRON 


watch their sales and profits sink to the lowest ebb in the 
history of their business. Fine, successful firms reported 
last year for the first time a net loss of sales and protits, 
and practically all now realize that the only way to in 
crease their sales and profits is to restore the lost art of 
salesmanship and feature better merchandise at higher 
prices, 

Clerks and salesmen everywhere, many of whom have 
had their salaries cut, lost their interest in selling good 
merchandise. This was due primarily to the fact that their 
firms invariably featured cheap merchandise in their store 
and advertisements, with nothing else to offer than price 
appeal. It is of course a natural tendency on the part of 
clerks and salesmen to go along the lines of least resist- 
ance and, unless they are permitted to participate in the 
profits or are given extra compensation in some form for 
selling better merchandise, they do not take the time and 
trouble to urge the sale of better merchandise. As a re- 
sult, more low priced and inferior merchandise has been 
distributed in the past few years than ever before in the 
history of American merchandising. Short-sighted manu- 
facturers, in answer to an insistent demand from frantic 
buyers working to make a sales quota, actually made “ob- 
solete” and “discontinued” merchandise to be sold at ridic- 
ulous prices 

These retailers now realize fully their mistake and are 
trying to put their house in order as fast as possible. All 
seem to realize that they must work faithfully to restore 
the lost art of salesmanship so that they can market better 
and more profitable merchandise 


Despite general tendency to the contrary, our company, 
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all through the depression, has consistently devoted its 
advertising and sales effort to marketing better merchan- 
dise and to increase the unit of sale. While we admit that 
this has been an uphill job and the volume of sales has 
been sacrificed on account of our refusal to put distress 
or obsolete merchandise on the market at ridiculous prices 
and to distribute our products through five and ten cent 
stores, mail order and premium houses, we expect to con 
tinue this policy. With the help of the retailers we will 
be able to educate the public to the wisdom of buying 
quality merchandise. 

The W. A. Sheaffer Pen Company will continue to stress 
the sale of merchandising plans, rather than the sale of 
merchandise. We realize that the profit on the initial 
order is never large enough to justify the selling expense 
and that in order to make money for our company we must 
have repeat business. Our major efforts will be to work 
out and develop merchandising plans and to instruct and 
coach the clerks on selling better goods. 

We have prepared and will shortly release an advertising 
and sales promotion plan on Sheaffer pens to awaken the 
clerk’s interest in better merchandise. The plan will re- 
sult in a much higher unit of sale. In order, however, to 
make it successful, we must have the full cooperation of 
our retailers. They must be willing to share a portion of 
the extra profits made from the sale of better merchandise 
with their clerks, as an inducement to them to suggest the 
higher grades to every customer entering their store, re- 
gardless of what they desire to purchase, 

It is a well-known fact that comparatively few people 
enter a store in response to local or national advertise- 
ments, compared with the number of people who read the 
ads. A recent survey conducted by the Department of 
Commerce disclosed that only one out of eight customers 
entering a store makes a purchase of any item other than 
the one they came in to buy. In other words, seven out 
of eight people purchase only one item. 

Any retailer who will adopt the Selective Profit Sharing 
Plan will immediately and completely reverse this situa- 
tion. If and when clerks are given a portion of the extra 
profit they make for their house by suggesting some profit- 
able item that is not called for, their best efforts to interest 
every customer in buying more and better merchandise 
are insured, 

Most retailers have in some fashion endeavored to get 
their clerks interested in selling at least one additional 
article. It is, however, a fact that clerks find it difficult to 
suggest other articles. Our company has devised attrac- 
tive electrical silent salesmen to arrest the attention and 
make it easy for the clerk to suggest additional items, The 
Sheaffer Silent Salesman and the electric Skrip Fountain, 
in addition to being attractive window displays, are even 
more effective when used as counter displays. Through 
our method of selling, one of these machines can be ob- 
tained at practically no cost and, when used in connection 
with our merchandising plan, there will be a tremendous 
increase in the sale of better merchandise and many extra 
sales will be made to customers. The lost art of selling 
can be restored by and through the Selective Profit Sharing 
Plan. 

ee ae 
Speed Typist Breaks Wrist 

The Springfield, Mo., Leader-Press of June 5 presented a 
likeness of Miss Huldah McEvilly, secretary to Commis- 
sioner Ben F. Edmonds and of the Civil Service Commis- 
sion, who had the misfortune to break her wrist while typ- 
ing. It is said that the wrist was broken because the bones 
were unable to keep pace with her flying fingers. Miss 
McEvilly is rated as one of the swiftest operators in the 
courthouse. After the wrist was put in splints, she went 


back to work. 

















New Model L. C. Smith Typewriter 


On June 1, the L. C. Smith & Corona Typewriters, Inc. of 
New York announced a new model L. C, Smith typewriter 
embodyin gw every pra tical, constructive suggestion made 
by managers, salesmen and dealers for increasing efficiency 
and reducins ile resistance, 

Che company enumerates the high spots as follows: ta 

| bal type bar ked 11 ' he t 
pered balances pe irs, Market nprovement in the writ 





THE LATEST L. ¢ SMITH TYPEWRITER 

ing, large back space key at the left side of the keyboard, 
full eleven inch carriage, lower stream line frame, large rub 
ber cushion feet, new stvle desk mounting, dark green key 
papers 

[ype bars must operate easily and must operate truly, 
striking the platen with accurate blows 

In the new model each type-bar is tapered to give it a 


balance tha t strikes the platen with a quick, sharp 
blow Che ribbon shift on the new del is far enough 
iway from the keyboard to obviate mistakes in shifting, and 
the red, whit nd blue markings definitely indicate the 
ribbon’s position Che eleven-inch carriage makes it pos 
sible for a letter-head to go in either way Che new frame 
brings the machine down quite a bit lower. It is stated 
that there is no interference with the operation of the shift 
key, t it es accuracy of registration of capital letters at 
all time Che new large rubber feet reduce vibration and 
noise Type ft de mounting is improved, and the test 
f the dark green key papers on the Smith-Corona mads 
over a year proved that they are without eyestrain, oper 
ators having endorsed this non-glare feature 

New promotion material is being prepared such as a new 
poster to fit the chromium frame which is now on the way 


to all dealers and branches, also a very fine piece of lit 
erature is about to be sent out consisting of a handsome 
four-page folder printed in black, silver and maroon. News- 


paper electros and cuts of various sizes are also available. 


vais ; 
New Pocket Stamp Opportunity for Retailers 
William A New York City, have 

brought out a new pocket stamp known as Bakelite No. 

It is of a lesign, which will 

make 

many 


lite, 


Force & Company, Inc., 


convenient size and compact ¢ 
checkers and 
moulded bake 
and hold the 


easily 


immediate appeal to notaries public, 


other classes of users. The case its of 


which will always retain its springiness 


tension in pr position. It is 
the 


pressure 


natural 
holding 

littl 

the 


means ol 


stamp at per 
and finger 
the 


trom its 


between the thumb 
the 


pulled out 


pened by 


when a 


Cast 


releases tension on sides, 


whereupon stamp may be protect 


ing case by a stainless steel grip which serves as 


a handle. When not in use, the grip folds flat against the 
top of the case The number stamped the top the 
stamp holder indicates whether the stamp is right side up 
ir not, 

Che materials of which the case and grip are made are 
stainless and very durable. The case never loses its fine 
finish and appearance. Dimensions of the case are 2 
inches long ; inch wide and inch thick Che corners 
are smoothly rounded and the self-inking rubber stamp is 
14 inches long by % inch wide 

We are informed that prices to the trade allow a fine 


profit to retail dealers as well as in the manufacture of 


stamps for purchasers 


~~ 
Hunt Copy Holder for Heavy Books 


Miss Mabelle Hunt, 405 City Hall, Los Angeles, Calif., 
has developed a copy holder to support heavy books, hold 
ing the work being copied so that the pages lie flat. The 
machine is built to support a book weighing ten pounds 


or more \ 
so that the 


at the back keeps the 
slide the 


sliding rest pages flat, 


guide plate can over without 


pare 





HUNT BOOK 
POSITION ON 


AND 
THE 


DIRECTORY IN 
notebook in 


COPY HOLDER, WITH A CITY 
SUPPORT.—-Inset shows a stenographic 
position for transcription 


friction The guide is moved by turning the handwheel, 
shown in the lower right, next to the typewriter frame. 
Flat vertical slides at either side can be adjusted to fit 
the width of the book being copied \ small release bar 
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in front of the handwheel—not visible in the picture— 


When 
be turned the guide plate is propelled to the 


returns the guide plate to the top of the machine. 
a page is to 
top to 
little 


in black, with soft silver trim, harmonizing with the type- 


avoid interference. The copy holder interferes but 


with the view of the typist. This device is finished 
writer finish. The mechanism is silent in operation, and 
there is no vibration to interfere with the vision of the 
copyist. 

Miss Hunt expects the first lot of machines to be ready 


for the market about the middle of July. She is con- 
nected with the automobile liability bureau of the city 
attorney’s office, Los Angeles 
a —_ 
“Goodform” Aluminum Posture Chair Well 
Received 


The General Firepro« 
reports an unusually favorable dealer 


fing Company, Youngstown, Ohio, 


and consumer recep- 





“GOODFORM” ALUMINUM 
POSTURE CHAIR 


THE G.F 


tion of its recently announced “Goodform” aluminum pos- 
ture chair. 

Capitalizing on the fact that correct seating increases ef- 
ficiency, the “Goodform” aluminum posture chair presents 
a five-point adjustment feature which enables the user to 
adjust chair seat and back-rest to the contours of the body 
and to regulate the degree of support necessary to secure 
practical working comfort 

Both chair seat and back-rest are attractively covered 
with a high-grade leatherized fabricoid and are perforated 
to permit proper ventilation. Another novel feature is a 
set of two tailored covers, ore for the seat and one for the 
back-rest 


fabric in 


The covers are made of good quality cotton 


“natural” light tan color and are neat, clean- 
looking, cool and inviting. 
— 
Autopoint Offers “Century of Progress” Desk Pads 
A splendid souvenir of the 1933 Century of Progress is 
Autopoint desk pad line. The Auto- 


now sup- 


now available in the 
point Company, 1807 Foster Avenue, Chicago, 
plies, when desired, a reproduction in metal of the emblem 
of A Century of (the 


colors) on the desk set in place of the plain metal band 


Progress, in blue and white Fair 
usually furnished. 


This attractive design can be secured in any of the three 
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styles of Autopoint desk pads—No. PS 131, the smoker 
style with covered ash receiver; No. PF 130, with a per- 
petual calendar and a receptacle for desk pen or pencil; 
and No. PC 132, the three-month calendar style. 

Autopoint desk pads are made of rich black Bakelite 
with nickel mountings. The addition of the Fair design 
makes each desk set a lasting and useful souvenir of A 
Century of Progress. There is no additional charge for 
the colored emblem plate. 


sinioecsagpeillicascnni 
How to Use All of a Postcard 

The U. S. Card-O-Graph Company of Grand Rapids, 
Mich., has perfected a way to use the entire surface of a 
United States postcard by means of a device called the 
Card-O-Graph, which permits the use of ninety-nine per 
cent of the surface area of a penny postcard on any type- 
writer. The average business letter contains less than two 
hundred fifty words, we are told, but with the Card-O- 
Graph, two hundred seventy-five average length words may 
be typed on a postcard. The Card-O-Graph further per- 
mits two, three and even four carbon copies of postcard 
size for filing. 

The Card-O-Graph is a flexible manila board paper, die 
cut to hold the postcard, carbons and second sheets in per- 
fect alignment. It is declared that the operation is as 
simple as handling a standard letterhead. 

Patents have been applied for in the United States and 
are pending in foreign countries. 

The cost of each Card-O-Graph is but a few cents and it 
is said that it has already been well received by business 
houses who have used it. 


_ oe —x 
Colored Inks Featured by Waterman 
The L. E. Waterman Company of New York is featuring 
This 
custom is said to be rapidly gaining in popularity through- 
out the country. 


a line of correspondence inks to match stationery. 


A number of business organizations, we 
are told, have also adopted the new ink to match their letter 
heads and it has found a wide market among schools and 
statistical organizations for use in chart making. 

The new ink is put up in bottles of modern, artistic de- 
sign, suitable for use on any writing desk. 

The six colors are Aztec brown, tropic green, Patrician 





ARTISTICALLY DESIGNED CONTAINER FOR 
WATERMAN’S COLORED CORRESPONDENCE 
INK 


purple, South Sea blue, Spanish tile and jet black. The 
retail price is fifteen cents per bottle. 
These inks are being featured in the Waterman national 


advertising. Dealers are requested to display it on their 
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counters and will be supplied with counter displays, « 


ink 


at 


having places for ttles of the new with initi 


orders of not 


ttles 








REMINGTON ELECTRIFIED ACCOUNTING MACHINE, MODEL &5 
This new ichine was described in the June issue of Office Appliances 
on page 24 
~~ 
‘“ =) 99 on ~ 
Y and E’s” Newest Product 
\ definite safe place in which to keep one’s personal pa 
me some place where they will be safe from prying eyes, 
dust and dirt pre vided by the “Y and E” Record Chest 
Chis sturdy « st provides a plac« for every type of rec 
ord me \ Re rd Chest placed in a convenient spot 
makes the ! f personal papers, receipts, bills, insur 
ance pa] s, recipes, clippings and budget control sheets 
nly a matt f nds Che same is true when one re 
fe these re s. The chest is built of tough steel and 
a i stu \ | 
\ ete m for filing irefully planned for special 
need si rele 
| \ set of alphabet folders in whi you file papers by 
name of p rm or subject 
2. Blank fold f keepir ups of papers together, 
Y AND E”’ RECORD CHEST 
u isa si ite folder f ill grocery bills, insurance 
paper tax papt ipes, cliy I memos, ete 
The Re rd st wn above is 12” wide, 10%” hig! 
il 1 ¢ . ice! ( nis ed in crinkled olive ovreen 
Cothe ! ‘ ! le walnut brown, mahogany red. appl 
ec! il d iT 
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! (one the 


a: simplified 


ft subject folders in the Record Chest contains 


al form of budget control and complete informa- 


n on the operation of a budget 
Phe 


ti It makes budgeting easy 


insides of all alphabetical folders are printed with a 


universal recording 


form having many uses ‘A” folder, 
for instance, may be used for addresses and telephone num 
bers: “*¢ folder for the names of persons to Christmas 
cards are sent and from whom received, and “D” folder 
for anniversary dates, et« Then, too, there may be folders 


for many special subjects 


The Yawman and Erbe Manufacturing Company reports 
I l 


having had marked success with these Record Chests, thou 
sands of them having already been sold throughout the 
country 
ae 
Heyer Introduces a New Product 
Che Heyer Corporation, 901-911 W 


Jackson Blvd., Chi 
a new and improved hekto- 
The new product proved to be an even 
greater success than anticipated, so the 


Ill., recently 


graph ink remover 


cago, announced 


manufacturer 


set 
about designing a package that would outwardly express 
the inner qualities of the new Hekto ink remover. The 
package finally evolved is an eight ounce tube attractively 





HEKTO, 


A 
OFFERED 


NEW INK 


Y 


REMOVER 


B HEYER 


lithographed in two shades of purple and white, an unusu 
ally attractive 


Hekto 
using 
Mime: 


without 


container! 


ink remover is a practical accessory tor anyone 


a duplicator because it quickly removes Hektograph, 
wraph, Ditto tl 
to 


and o 
the 


ier ink stains from the hands 


injury skin This new product is made to 


retail at fiftv cents a tube 


ee 
Rolin Mechanical Pencil with Memo Paper 


Che Rolin Manufacturing Company, Dayton, Ohio, has 
idded another combination mechanical pencil and memo 
roll to the devices already on the market. It comprises a 
midget pencil with an extended barrel, the latter contain 
ing a roll of memorandum paper | inches wide and sev- 
enty-two inches long Memoranda may be torn from the 
roll, or, if desired, may be rewound back on the roll for 
future reference 

Rolin barrels are made of a moulded composition, fitted 
with nickel silver or gold trim 

<> 

Dial Controls Letter Selection on Auto Typist 

lhe American Automat [Typewriter Company, 602 
North Carpenter street, Chicago, IIL, offers the Letter S¢ 
lector Aut [ypist as an important means of economy in 
handling routine in sales or collection work \ dial con 
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trols the selection of any one of twelve medium size let- 
ters. The mechanism permits as many as twelve individual 


letters to be placed on one roll 


name, address and salutation by hand, and then selects any 


one of twelve letters by dialing, as in receiving radio. The 


machine then writes the letter completely, while the opet 





ator may insert special individual information such as a 
LETTER SELECTOR 
LETTER SELECTOR AUTO TYPIST 
name, account number and amount, date of last payment, 
etc., in the correct location. The result is a personal letter 
written exactly to fit the requirements 


\ prominent mail order house has tried out the idea and 


discovered a real saving in handling routine correspond 


ence 

Chis machine opens up great possibilities for letter sys- 
tems and paragraph systems. It is possible for corre- 
spondents to handle many times the usual volume of work 
by standardizing their letters and paragraphs. Material re 
ductions are made in the cost of individually written letters, 
since one operator may handle more than one machine, and 
since the automatic typing speeds up the actual production. 

~> 

New Corona Adding and Listing Machine 
\ new model of the Corona adding-listing machine em 
former models is 


Smith 


bodying a number of improvements ovet 
announced by the Adding Machine Division of L. C 
& Corona Typewriters, Inc., Syracuse, N. Y 

This new machine, known as the K model, is supplied in 
both seven and nine-bank keyboards, Model 8K being the 
with a of eight digits, and 


seven-bank machine 


Model 10K being a nine-bank machine with a total capacity 


capacity 


of ten digits. The new machine is sturdier and more dur 


able than previous models and it is quieter in operation 
attractiveness of appearance have been 


The grace and 


retained Positive paper feed is insured by the paper being 


drawn around the platen from the top instead of being 
pushed from the bottom, so that the paper will always hug 
the platen tightly, giving symmetrical spacing between the 
The stroke of the 


operating handle heretofore necessary before a total could 


items printed on the tape spacing 


be printed has been eliminated. The total can now be taken 
directly after the last item has been added without wasted 
effort 

Each model is equipped with total, sub-total, repeat, cor 
Individual 


rection, non-add and non-print keys column 


release keys are provided. Ciphers are automatically 


printed without the necessity of touching the cipher keys 
and when units of cents are added, a decimal point and a 
cipher are printed automatically. 

The end of the stroke of the 


three inches above the top of the table upon which the ma- 


operating handle is now 


chine may be standing, giving an additional inch of clear 


ance over former models. Only slight effort is required to 


operate the handle. Its position conforms naturaliy to the 


Che typist fills in the date, 
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actions of the hand while operating an adding machine, 

Che new Corona model brings to the large or the small 
office facilities for heavy or light duty. The seven-bank, 
eight-digit total, Model 8K, retails at $60, and the nine-bank, 
ten-digit total, Model 10K, retails at $75. 


a oe - — 
Parker Vacuum Filler Shows Ink Level 

Climaxing the development of the Parker vacuum filler 
pen The Parker Pen Company, Janesville, Wis., has an 
nounced an entirely new type of pen with the striking lami- 
nated barrel, yet transparent. The user can determine the 
amount of ink in the barrel by holding the pen up to the 
light. The transparent effect is due to an unique 
method of laminating transparent “Permanite” with opaque 
(non transparent) alternating 
Therefore, when filled with ink the pen appears the same as 
the non-transparent vacuum filler in burgundy-pearl and 


new 


“Permanite” in stripes. 


jet, or silver-pearl and jet, the striking new design patented 
styles that have contributed so much to vacuum filler sales 

The new type of barrel, like the non-transparent models, 
The 


$7.50 models have a reversible point of platinum and gold 


holds 102 per cent more ink without increase in size. 


which writes fine or extra fine on the upper side—and fine, 
or medium, or broad on the lower side. 

“Not for many years has any new pen been greeted with 
such this latest product,” 
Parker, president of The Parker Pen Company. 


Kenneth 
“Tt ends 


enthusiasm as said 

















BARRELS 


FILLER 
SHOWING INK LEVEL 


PARKER VACUUM PENS WITH TRANSPARENT 
forever the nuisance of running out of ink at a critical mo- 
ment. It gives this advantage without detracting from the 
pen’s beauty or utility. The pen climaxes fittingly the de- 


velopment of the sacless pen without piston pump or 


valves; the first self filling fountain pen to have twice the 
usual ink capacity, and yet lacking any tendency toward 
trouble.” 

The Parker Pen Company continues to market at $5.00 a 
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transparent barrei rhis 
model is of a new type “Permanite” which makes the pen 
look like solid black until held up to the light 


The new laminated transparent Parker model will be an 


vacuum fountain pen with full 


nounced to the public with a striking advertising program 
in The Post and 


papers 


Saturday Evening metropolitan news 


> 





REMINGTON-RAND, INC 
Appliances on page 25 


OFFICE CHAIR MADE BY 


cribed in the June issue of Office 


CUSHIONER 


This chair w cle 


> 


New Single-Fluid Ink and Stain Remover 


“Ink-Rid” is the name of a new single-fluid ink and stain 


eradicator recently introduced on the market by the Kanart 


Manufacturing ( mpany, 64 East Lake street, Chicago 
Lllinois 

Excellent as Ink-Rid is in the removal of ink stains on 
paper, fabrics, wood, etc., its utility goes much beyond this 
single characteristic, it is said, for it takes away fruit stains, 
wine stains, and the marks of blood, iodine and the like from 
linen and other fabrics, and oves stains on the hands 





INK-RID SINGLE FLUID ERADICATOR 


without injury Ink-Rid also has the characteristic of de 
stroying obnoxious lors of garlic, onions, et It is de 
clared to do its work without leaving any traces of its us¢ 


Ink-Rid come n two styles of containers—as a desk 
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set and as a pocket container resembling a fountain pen. 
It is reasonably priced. The company is represented by 
E. A. Petersen, New England; L. ¢ Middle 
West; R. H. Hopper, Southwestern States, and Miss Edna 


Davis, from 


Goodhand, 


Denver west 


> 
Burroughs Brings Out New Cash Register 


\ new standard cash register in the low-priced field, with 
press-down keys and commercial indication is now in pro- 
plant of the Adding Machine 
Several new and exclusive fea 


duction at the Burroughs 
Company, Detroit, Mich 
tures are claimed for this machine, including added pro 
tection for store and customer, neat and attractive design, 
and an exceptionally light key touch making for speed and 
operative efficiency. The machine is finished in walnut 
colored crystal and enamel 

Chis new cash register occupies about the same counter 
space as others of like capacity. The commercial indicators 


figures which can be seen from any part 
These figures flash in nat 
ural sequence on both sides of the indicator, so that clerk 
right 


pacity of the machine 1s $99,999.99 with a register 


consist of large 


of a salesroom in line of vision 


and customer can each read them from left to 

Che ca 
ing Of units trom one 
Paid Out, or 


cent to $2.99. Each transaction is 
No Sale, and counted in 
The machine also accumu- 
total has 


indicated as Cash, 
separate transaction counters 


lates the sales total and the number of times the 


been reset 


set and correction key is claimed to be new for 


The pre 





PRICED STANDARD CASH REGISTER 


BURROUGHS LOW 


register \ light touch upon this key 


setting up of amounts progressively with one 


a press-down key 
permits the 
hand, while the last figure depressed automatically registers 
the entire amount. If an error is made before the last 
figure is fully depressed, another touch on the pre-set key 
releases the amount for correction. 

\ practical pad or bulletin holder is provided for any 
kind 


the change 


of record or forms as wide as the machine itself, and 


plate is large to accommodate change-making 
and pad notations. 

he sales total is kept under a locked shield, and is re 
vealed only when the manager’s key is operated. 
cash register is now on display in the branch 


Adding Machine 


This new 


offices of the Company in the 


Burroughs 


leading cities 








Air-Cooling Apparatus Uses Ice 





The Modine Manufacturing Company of Racine, Wis« 
are manufacturing and distributing the Modine Ice-Fan, a 
convenient apparatus which uses ice for air cooling. It is 





MODINE ICE-FAN FOR AIR COOLING 


declared that bv the use of this machine the air is cooled, 


dehumidified and circulated. Ice-Fan is an attractive steel 
designed for ice charging, 


Hot, humid 


cabinet scientifically having an 


electrically operated blower air is drawn into 


from the room, where it is first cooled and 


dehumidified by the chill 


the machine 
icé “COC sled 
The 


ordi 


ed metal surfaces of the 


air duct, and, second, by direct contact with the ice 


tempered air, about fifteen degrees cooler than the 


nary temperature of the room, ts then forced through the 


louver in the top unit 


lr} ere are three sizes of Ice Fan models 75, 150 and 
225, having respectively one, two and three ice sections 
with the necessary bases and tops Che ditferent sizes are 


for use in small, medium and large apartments and offices. 


Each machine has directional control to throw the air 
in any desired direction over 360 degrees 

Ice-Fan is portable, and base is provided with rubber 
tired rollers 

The Modine Manufacturing Company will be happy to 


supply further particulars on request. 


_ 


Two New Letter Trays 
Steel Company, Inc., 300 East One 
N. Y , alr 
\sco letter trays and the newly developed posts which are 
illustrated 


Phe Art 
hitth 


Hundred 


Forty street, New York, offering the new 


herewith hese lustrous 


of addi- 


trays are finished in 


chromium Che new post providing for the us¢ 





BUILT UP 


WITH 
sts clamp firmly on the trays and the bottom 


ASCO RECENTLY DEVELOPED 


POSTS 


LETTER TRAYS 
Note that the po 
prongs fit tightly into slots 


tional trays built up, is easy to attach, positive, solid and 
The trays are 
] 


steel, electrically 


attractive made of the best grade of furni- 


ture welded and equipped with rubber 
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They may be had in grained walnut, grained mahog- 
can be used individually or 


feet. 


any, and olive green. They 


built up to any desired height 
i ae 


“Inky Racer” in New Style Package 

The Carter’s Ink Company, Cambridge Station, Boston, 
Mass., has devised a metal box to house its two half-round 
packages of “Inky Racer”—the Carter two-solution ink 
This box will replace the old cardboard box 
best 


eradicator. 


which for many years has been one of the known 


Carter numbers on stationers’ shelves. 
The new package is decorated in black, red and silver, 
and the Carters believe it will become even better known 


than the old package as the years slip by. 


Although the changed appearance of the package adds 


: 


| faaul 
™t (ART ERRE Commer ee 





NEW METAL CONTAINER AND TWO SOLUTION BOTTLES OF 
CARTER'S “INKY RACER” 
greatly to its appeal, the company believes that the most 
important improvement is in the rubber dropper appli- 


cator now used on both solutions. 
— 
Acme “Insite” Record Equipment 


One of the developments in the 
equipment industry is the new Acme line, “Insite” record 


more recent office 
products, made by the Acme Card System Company, 8 
South Michigan avenue, Chicago, Ill. Introduced only a 
short time ago, it has rapidly proved to be a popular item 
among dealers. 

It is claimed that this new addition to the regular Acme 
line involves the use of all the good features of visible 
One of the 


advantages it offers for both dealer and customer is the 


card equipment, plus some new principles. 


added choice of equipment to fit the needs of the user, 
now available in one store. The Acme dealer is in a posi- 
tion to offer a prospect interested in visible record equip- 
ment a choice from two complete lines, each designed for 
certain requirements. 

The company points out that visible equipment is the 
only line of products it sells. All the time of its engineer- 
ing staff is devoted to bringing out better ideas, new and 
improved uses for visible equipment. As specialists, these 
men have delved into the needs of users of Acme products 
in hundreds of different The experience and 
knowledge they have gained is available to dealers so that 
they may be in a position to offer the customer equipment 
that 

It is stated that the two Acme lines are sold through 


industries. 


fits his needs at a most reasonable cost. 


only one franchised dealer in each city—a policy mutually 
satisfactory to maker and dealer. 
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New Amberg Company in Prospect 
\ J \n pers and his brothers Paul (y 
nounced e termination of their connection with the Am 


bere File & Index ( \. J. Amberg, who joine: 


Amberg have an 


] 
ympany 


the Amberg File & Index Company in 1904 and has beet 
its vice-president and general manager with headquarters 
in New York since 1915, is recownized as one of the leading 
executives in the filing equipment industry. Paul G. Am 
herg is almost equally well known, having been with the 
\ é File & Index Company since 1915 and its eastern 
cl vision tft inavetl since 1919 
he Amberg brothers are now perfecting plans to torm 

i new co! i Che new organization will offer a com 
plete line tf indexes, le guides, le tolders, stock cards, 
| nted 1 re cases al i standard line of steel 
thee turniture uu ucling lin cabinets, storage cabinets, 
des " ites, shelving and special equipment 
Ls poral d ive been established at 138 Grand 
treet, New \ \. y \nnouncement of permanent 
r idquart \ nack nthe tl ir future 

Office Appliar ns in wishing t \. J. and Paul G 
\ ‘ thre e ot suc S n the tuture to whicl 
thie cl il und t knowledge experience, tec! 
nical sh ind ta dealing ver a period f years entitl 
t ‘ 

ae 


The Globe-Wernicke Co. Wins Patent Suit 


On May 29, 1933, the United States Supreme Court d 


nied aw ‘ iri t Che Sate-Cabinet Company, of 
Marietta, Ohi vl had been sued by The Globe-Wernick« 
Company f Cincinnati, Ohio, for infringement of patent 

Che re ' he | nited States Supregne Court to review 
the deci t t the United States District Court and the 
Circuit ¢ | Appeals which sustained the charge of in 
tringement, mak final the decrees of the lower courts 
that were in fa t The Globe-Wernicke Company 

> 


Hoboken Plant Gives 100 New Jobs 
Acting | ! a cle . n made it a meeting of the 
\ rk recently. othcials ot the 


pany in Hob ken, one of the 


, 
manuta neils im the untry, announced on 
ine 1Y that ne hundred men had received employment 

it the plant ( the regular force of six hundred 


Wea cs were ! ea ed ter Der cent and hours 


riy~ rit ur, SIX-day weet I a tive day 


reduc ( d 


} 


WeCK 


to make pr 


im its plant DY reason 


Remington Rand Wins Important Suit 


The United States Circuit Court of Appeals at Cincinnati 


has affirmed the District Court’s decision in favor of Rem 


, : ; “ae 
ington Rand, Inc., in a suit brought a vear and a halt ago 


asking 


by the International System Corporation, 


Che litigation is now closed with 


damages of $4,500,000 


the affirming f the verdict of no cause of action 


Che plaintiff set up the claim that Remington Rand had 


engaged in unfair competition, and that a prior suit brought 


against International Visible charging infringement of pat 


ents, was an attempt to thwart the com 


btain more capital by “malici 


mpetition,” 


smother ce 


Che suit attracted wide attention when filed in November, 


1931, principally because of the large amount of damages 


asked 
——" 
American Writing Machine Co. Deny Rumor 
Closing Branches 
Recently a typewriter dealer wrote to the American Writ 


ng Machine Company as follows 


\ pr 


I 


travelling from Coast to 
Writing 


its United States branches, 


minent typewriter man, 
(Coast, advised me vesterday that the American 


Machine ¢ 


ilready having closed some of their eastern stores as well 


mpany is closing 


is the Chicago branch.” 


In reply to the foregoing Henry Simler, vice-president 


f the American Writing Machine Company, wrote the 


dk iler the letter appearing bel W 


Che typewriter man traveling from Coast to Coast who 
advised you that the American Writing Machine Company 
s closing its branches was misinformed 

“We have closed some stores, but we have no intention 
closing the stores that are now operating 

lo Office Appliances Mr. Simler adds 

‘There is no plan under consideration to close the Amer 


in Writing Machine ‘ 


ompany’s stores.” 
= 
New Eversharp Fountain Pen for August 1 


\ new kind of fountain pen will be introduced on Au 


eust 1 by The Wahl Company, Chicago, makers of Evert 
sharp pens and pencils Che mpany states that the new 
pen has been developed as a part of the company’s policy 


yress in the field of writing instruments. The 


mpany has maintained a high percentage of employment 
: , , 


tits successtul introduct n ot writ 


ng improvements in the last year 
The new pen has been the ré ughly tested ut in several 
ties and its success 1s re irded as assured 











National Business Show Widens Scope 
Thirtieth Annual National Business Show to Include Ex- 
hibits of Advertising and Merchandising 
Equipment and Aids 
During the which the National 


Business Show has been held in New York more than two 


twenty-nine years In 


million people have attended it and talked to representa 
tives of exhibitors 

Monday, October 16, 1933, is the date 
the thirtieth annual National Business Show at Grand Cen 


New York 


of the opening of 


tral Palace, Indications are that this will be 


the most representative show held in many years. The 
feeling seems quite general that by October there will be 
a much better demand for business equipment and it is 


reasonable to assume that prospective buyers will go to the 


Palace in larger numbers than for several years, to learn 


about the latest offerings of exhibitors 
Exhibits at all these twenty-nine shows have been largely 
displays and demonstrations of equipment, ma 


methods, 


confined to 
chines, systems and service designed to facilitate 
the handling of details in business administration. 

This year the management of the National Business Show 
has decided to its scope and include exhibits of store 


pack 


in fact, anything that will aid in 


extend 
and merchandising equipment and service, printing, 
aging, advertising, ete 
distribution of commodities and merchandise. 

It is that the 


problem today is distribution. Production problems have 


universally recognized biggest business 


been pretty well overcome by use of modern machinery 


and methods, but there is still much to be done to meet to- 
day’s demand for economical and effective distribution 
New ideas that provide for better ways of merchandising 
in these days of restricted buying are being eagerly sought 
by thousands of selling organizations keen to use anything 
that may increase their turnover 

need for better merchan- 


It is with a realization of the 


dising methods and equipment that the National Business 
Show management has decided to make the show available 
who are diligently endeavoring to 


to those help meet the 


demand for new and better wavs of selling 


> 
Montgomery Heads Los Angeles Rotary 


George E. Montgomery, manager of the “Ediphone” 
organization at Los Angeles, Calif., was elected president 
of the Rotary club, taking office July 1. Mr. Montgomery 
has directed “Ediphone” interests in southern ( alifornia 














G. E. MONTGOMERY 


and Arizona January 1, 1918 Previous to that he 


SINCE 
had been with the Dalton at San Francisco 
Mr. Montgomery was elected to membership in Rotary 


in September, 1927, and has since been active in the club 


affairs The Los Angeles club, chartered as the fifth club 
of Rotary International, is one of the oldest and largest 
f its kind, having a membership of 300 
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VanBuskirk Succeeds Humphrey As Smith-Corona 
Manager in New York 

Harrington J. Humphrey has resigned the managership 

of the New York City branch of L. C. Smith & Corona 

Typewriters, Inc., and is to be succeeded by Francis E. 





F. E. VAN BUSKIRK 


VanBuskirk, formerly of the San 
branch. The change took effect July 1. 

Mr. Humphrey’s determination to retire from active busi- 
ness was caused by the ill health of Mrs. Humphrey, which 
makes it necessary to spend several months of the year in 


manager Francisco 


a more favorable climate. 
Mr. Humphrey is one of the best and most favorably 


Throughout his long 


known veterans of the industry. 
career he has held the confidence and respect of the com- 
pany, as well as of the large number of men and women 
who have been in his employ down through the years. 

Hard work, a thorough knowledge of every phase of the 
business and a spirit of fair play—these characteristics 
combined with a native adaptability and liking for business 
were responsible for Mr. Humphrey’s success. 

Mr. Humphrey began his typewriter career in the Fall of 
1891 when, at the age of twenty-one, he became a salesman 
for the Smith-Premier Company at Peoria, IIL, under the 
Chicago office. He made an excellent record as a sales- 
man, which resulted in his promotion in October, 1897, 
to the managership of the Smith-Premier office in St. Paul. 
Three years later, in October, 1900, he became manager of 
the Chicago office of the same company. 

When the L. C. Smith & Bros. Typewriter Company was 
organized in 1903 Mr. Humphrey cast his lot with the new 
concern and in February, 1905, opened the New York 
office. From that time until the present he has served the 
company as New York manager. 
wishes of a host of friends and business associates. 

The employees of the New York office tendered a dinner 
to Mr. Humphrey at the Park Central hotel, on Monday 
evening, June 19, which was attended by President Hurl 


but W. Smith and several other officials from the home 


He retires with the best 


office 


During the course of the dinner telegrams came from 
the field organization expressing farewell thoughts. Mr. 
Humphrey was presented with beautiful black onyx cuff 
links, each inset with a diamond. 

Mr. Humphrey is succeeded by Francis E. VanBuskirk, 
who since March 1, 1932, has been manager of the Smith- 
Corona VanBuskirk has 


been a prominent figure in the typewriter industry for over 


branch in San Francisco. Mr. 
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forty years His friends throughout the United States 
and in many foreign countries are legion; all of them will 
wish him success in his new position 

Mr. VanBuskirk began his typewriter career in 1891, 
when he became associated with Wyckoff, Seamans & Ben 
edict, who first marketed the Remington typewriter. Mr. 
VanBuskirk’s success in selling the new invention caused 
him to be made manager of the Remington office in 
Omaha, which was the first managerial position he held 
in the typewriter business 

As a sales executive Mr. VanBuskirk was highly su 
cessful, making an enviable record in Omaha so that in 


1896 he was promoted to the managership of the San Fran 


cisco branch of the Remington Company, where he served 
for six years. The next promotion was to the managership 
f the Chicago branch, where he remained three years 


Mr. VanBuskirk relinquished the managership of the 
Chicago branch to become assistant superintendent of 
domestic sales with offices in New York City 

In 1907 Mr. VanBuskirk,was made secretary of the Rem 
ington Company and in 1909 he became its general man 
ager. In 1913 the Remington, Smith-Premier and Monarch 
companies were consolidated, and Mr. VanBuskirk was 


president and director of American sales of 


appointed vice-| 
the new organization 

Mr. VanBuskirk’s connection with the L. C. Smith or- 
ganization dates from 1923, when he became director of 
American sales In 1924 he became vice-president in 


charge of both domestic and foreign sales He served in 


this capacity until 1928. In the meantime the Corona Com 
pany was consolidated with the L. C. Smith Company to 
form L. C. Smith & Corona Typewriters, In 


In 1928 and 1929 Mr. VanBuskirk traveled extensively 


lor the company in South America. He was appointed 
manager of the San Francisco branch March 1, 1932. Mr; 
VanBuskirk is recognized in the typewriter industry as a 
sales executive of great ability and as a “square shooter” 


> 
Butters Manager New York Office Amberg File 
Roland W. Butters, who has been successfully associated 
with the Amberg File & Index Company for seventeen 


vears, on May 15 became eastern division manager with 





Rk. W. BUTTERS 


headquarters at 79 Duane street, New York City For all 


f the seventeen years, he was located in Boston except 
ope ned the Cleveland office Hence, 
for sixteen years he was located at Boston as district mana 


ger in charge of New England sales 


> 
Furlong with Oakville in Middle West 


Russell | Furlong, well known among. stationers 
hroughout the country, is representative for the Oakvill 
mpany Division of the Scoville Manufacturing Company, 


elling their gift lines to the trade in Illinois, Indiana and 
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Wisconsin \ permanent display has been established in 


here Mr. Furlong has his head- 


the Republic building, w 

quarters. The Chicago gift show will open this month at 
the Palmer House, which is only one-half block from the 
Republic building, making it easy for those attending the 
cift show to avail themselves of Mr. Furlong’s cordial invi 


tation to visit his display and inspect the Oakville line of 


desk sets, picnic sets, ash receivers and other gift wares 


made of metal. 


- 
Recent Corry-Jamestown Activities 
Four district managers have been appointed by th 


Corry-Jamestown Manufacturing Company, Corry, Penn 
the last few weeks J W. Metcalfe covers 


svivania, withir 
the states of Washington and Oregon and has his offices in 
the Terminal Sales building, Room 812 

Mr. Metcalfe is regarded as a man of outstanding ability 
in the metal furniture industry, with a long experience in 
selling and engineering. He is also an experienced dealer 
man and will be of great assistance to dealers in the solu 
tion of their problems 

With Mr. Metcalfe in the Pacific Northwest and with 
a warehouse in San Francisco, the needs of the dealers in 
that territory will receive best possible attention 


Mr. Metcalfe, who sent the accompanying photograph to 











J. W. METCALFE 


his principals at Corry, Penna., says that justice should be 
iven to the red necktie. We suspect that he means mercy 
instead of justice (The red photographed black.) 

R. J. Clay has been appointed district manager for the 
Northwest territory, including the Dakotas, Minnesota, 
Nebraska, Iowa and part of Wisconsin. Mr. Clay has been 
connected with the metal furniture industry for many years 
and is experienced in all phases of the business. He has a 
fine record with another large metal furniture plant and is 
well known and highly regarded in the territory in which 
he is now operating. Mr. Clay’s headquarters will be at St 
Paul, and his address is 2186 Berkeley avenu 

J. F. Finnegan, 2915 Forest avenue, Dallas, Texas, has 
been given the southwest territory Mr. Finnegan will 
n Dallas. With his twenty-five 


vears’ experience in the metal office equipment field he 1s 


maintain headquarters 


admirably equipped to help dealers solve their many selling 
problems. Mr. Finnegan recently left the employ of an- 
ther large manufacturer, having been with them twenty 
years in the southwest handling agents and making some 
of the largest metal furniture installations in the territory 

R. H. Polgrean, who was formerly connected with an 
other large manufacturer in the industry, has been ap 
pointed district manager for Los Angeles, succeeding E. M 
Enstrom. Mr. Polgrean’s experience in the office equip 
ment business dates back to 1918. His experience equips 
him to render efficient service to dealers not only on stock 
merchandise but also on special built-to-order work. Mr 


Polgrean has established new offices at 440 Seaton street, 
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where he has fitted up a display room tor the convenience 


of local dealers and where he carries a full warehouses 
stock 

In addition to appointing district managers in various 
parts of the country, the Corry-Jamestown Manufacturing 
Corporation has also established a number of exclusive 
dealer agencies. The new agencies are listed below: 

Herald Publishing ¢ Chaska, Minn. 

Beckley Typewriter Co., 112 W. Taylor St., Kokomo, Ind 

Daly & Company, South Bend, Ind 

Illinois Equipment Co., 316 Evans Ave., Aurora, III 

Office Equipment Bureau, Akron, Ohio 

['ypewriter Rebuilders Sales Co., 16 N. 8th St., Terre 
Haute, Ind 

The new Corry-Jamestown agency plan is meeting with 
unusual success. One of the attractive features is that the 
“Steel Age” line is not limited to stock filing equipment 
but presents dealers with an opportunity to take orders 
for special built to order equipment 

a SEE 

Eight Millionth Remington to Ballard School 

\nother event emphasizing the sixtieth anniversary of the 
Remington typewriter, which was celebrated in March, 
took place on May 25 when John A. Zellers, vice-president 
of Remington Rand, Inc., formally presented the “eight 
millionth” Remington to the Ballard School of New York 
at the annual commencement exercises of the school 

The Ballard School is affiliated with the Central Branch 
Y. W. C. A. in New York. It is the outgrowth of the edu- 
cational department of the association, established in 1872 
and recognized as the first institution to provide regular 
courses of training for women typists 

The machine presented by Mr. Zellers is a Model Eight 
Remington Noiseless. It was formally accepted by Mrs 
Charles Cheney Hyde, chairman of the Ballard School 
commiuttec 

In a brief talk before the 65 graduates and their friends, 
Mr. Zellers reviewed the establishing of Remington in 1873 
as the world’s first practical typewriter racing this his- 
tory through the years, he showed how the typewriter has 
been responsible for woman's present place in business and 
industry; how it has revolutionized the business office, and 
how the writing machine has revamped educational stand- 
ards, introducing the present type of vocational training. 

First classes in the educational department of the New 
York Y. W. C. A. included only sewing, singing, drawing, 
and painting Now the school teaches all branches of 
art and business, including the most intricate business 
machines 

The present name of the school was adopted in 1917 in 


honor of Miss G. ¢ sallard, its founder. 


—$<g—__- 
First Aid to Reorders 
lo help dealers get reorders on notes, drafts, receipts, 


trade acceptances, promissory notes, etc., the C. R. Gibson 
Company, 118 East Sixteenth street, New York, N. Y 


lithographs the dealer’s name in the lower left hand corner 


of the form without extra charge, in addition to the town 
or city on the date line Thus when a customer runs low 
on forms, he doesn’t need to hunt through his files for the 
name of the dealer from whom he purchased the lot that 
is almost gone \s a further help, the company gold 
stamps the dealer's name and address on the covers on cer- 
tain grades, also without added cost. 

Sales Increase Reported by I. B. M. President 

May sales of the International Business Machines Cor 
poration, both foreign and domestic, were the best in 
twenty-one months, Thomas J. Watson, president of the 
company, announced late in June 


“The improvement was uniformly spread over the four 
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FORWARD TO NORMALCY,” SAYS EATON OFFICE SUPPLY COM- 
PANY “We are tired of waiting for business to get better and have de 


cided to do something about it.’’ So said the house of Eaton at Buffalo, 
N. Y., who put on a speed contest at the Eaton store for a period of ten 
Saturdays ending the latter part of May M. E. Barker, sales manager, 
describes the contest as unique Everyone joining the contest received 
a useful gift. The office manager whose firm the winner represented, re 
ceived for his office over $100 in merchandise awards and more than $25 
in trade At the end of the ten-week period the weekly winners were 
brought together for the grand finale Each contestant upon entry re 
ceived a gift, and each weekly winner a special prize Entertainment 
was provided at the conclusion of each weekly contest 
The top picture shows a likeness of the winner, Miss Margaret Reinhard, 
holding the trophy in her left hand and receiving a check as contest win 
ner from the hand of Mr. Eaton Next to Mr. Eaton is Mrs. Henrietta 
Hurst, one of the judges, and next to Miss Reinhard on the right is M. E 
Barker, contest manager and sales manager In the background are the 
weekly contest winners. The lower picture shows the contestants in action 
in the room set apart for the contests 


i 


major divisions of the company and geographically covered 
almost the whole world,” Mr. Watson stated in an inter- 
view, before leaving for Chicago on June 20 on a char- 
tered train with a party of executive engineers and officials 
of the company. The party, which also included some of 
the company’s directors, and a number of senior em- 
ployees, visited A Century of Progress Exposition, a pro 
cedure adopted as the most efficient means of giving the 
company’s research and engineering personnel and sales 
executives an opportunity to survey the latest technical and 
business developments of the world. 

While in Chicago they tendered a dinner to Samuel M 
Hastings, a director of the company and chairman of the 
finance committee of the Dayton Scale Company division, 
commemorating his fortieth year with the organization. 
Mr. Hastings was president of the Illinois Manufacturers’ 
\ssociation and is widely known in Chicago and the Mis- 
sissippi Valley. 

General Charles G. Dawes, former vice-president of the 
United States; Edward N. Hurley, former chairman of the 
Shipping Board; Col. George T. Buckingham, a prominent 
Chicago lawyer; and Rufus G. Dawes, president of the 
Century of Progress Exposition, were guest speakers at 
the dinner. 

snp 
Hoosier “Plymouth” Suite 

The Hoosier Desk Company, Jasper, Ind., has sent to the 
trade an announcement regarding its “Plymouth” suite, 
including loose leaf catalogue pages detailing this new 
item. This suite is complete with desks, library table, cos 
tumer, waste basket, cellarette, swivel and side chair to 
match, and glass front bookcase. This suite is made in 
walnut. 
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Mr. Ames Entertains Ernest Green of London 


Accompanied by his son lan, Ernest 


director of Longs Ltd., London, 
ot the 
in June on one of his regular journeys to this country he 
New York accompanied by C._H 


Mich., where the 


Greens motored trom 
(mes t White Lake, 
\. R. Ames is located 


summer home ¢ 


The trip was made through Canad: 


Green, managing 
European representativ« 


Ames Supply Company, arrived in New York early 


DI 


i 


by way of Niagara Falls. Summer resort recreation sucl 
as fishing were enjoyed to the full. Ian Green found par 
ticular pleasure in acting as pilot-engineer of the Ames 
motor boat on a number of cruises on the lake. 

\ few days later the party traveled on to La Grange, 
lll, where the Greens were entertained in the home of 





LON 
AND HIS SON IAN, WHO VISITED THE UNITED 
STATES LAST MONTH 


MANAGING DIRECTOR OF LONGS LTD., 


ERNEST GREEN 
DON, ENGLAND 


Chicago territory several 


While in the 


trips were taken to A Century of Progress exposition 


One purpose of Mr. Green's visit was to familiarize him 
self with the more recent products placed on the market 
the Ames Supply Company. He was particularly in 
terested in the Amesco refinishing outfit for which he sees 
a bright future in England and continental Europe 


Mr. Green and his son sailed for home June 28 


Invites N. T. O. M. D. A. to Join International Association 


\s a representative of the Typewriter Trades Federation 


f Great Britain and Ireland, Mr. Green made it his busi 
ness while in Chicago to call on Arthur B. Froehlich, presi 
dent of the National Typewriter and Office Machine Deal 
ers Association As an official representative he invited 


the N. T. O. M. D. A. to with the International 


afhhiate 


Union of Office Appliance Trades Associations. The union 

made up of associations in England, Germany, Holland, 
France \ustria Belgium, Switzerland and Czech 

\ il i 

Mr. Froehl assured Mr. Green that his invitation 
would be brought to the attention of the proper committe: 
it the next nvention of the National Typewriter and 
(othice Ma | ey ilers Ass ciation, wl ich 1 to be hel 
\ugu 14, 15 and 16 in Chicag 

M Green is widely known in typewriter circles in Eu 

pe and his not infrequent visits to this country have given 

na broad acquaintance in the United States. He carries 
back with him to England the best wishes of his many 
tlriends, to which Ofhce Appliances adds its felicitations 


ae 
A New Acco Catalogue 


No. 433 has just been issued in loos« 


by the American Clip Company. It is bound in limp cov 
ers with ye \ iments forming the initials of the con 
pany Che book is, of course, bound with Acco fasteners, 
making it possible to take out and insert sheets where ne 
essary The catalogue is a comprehensive description and 
price list of the different useful specialties made by the 
American Clip Company \ copy of it should be in the 


in . % ery tationer 
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Bates Stapler Trade-In Contest Now On 


Beginning June 20 the Bates Manufacturing Company, 
Orange, N. J., instituted a trade-in contest for all dealers’ 
salesmen on Bates staplers. The contest will continu 


until July 31 
The 


stapler trade-in allowance 


regular Bates 
make ol 
taken in 
Staplers 


Bates factory at Orange, 


rules of the contest are 
rt $2.00 applies \ny 


simple Phe 


stapler regardless of age or condition may be 
trade against the purchase of a new Bates stapler 
taken in trade must be sent to the 


N. J., 
July 31 


not earlier than June 20 or later than midnight of 


[They must be sent prepaid with a tag showing 


he salesman’s name, firm and address. Orders for new 


' 
Bates staplers to replace the old ones must be received 


during the period of the contest In case of a tie for 
any of the prizes the full amount of the prize will be paid 
tied, 
dealers’ 


»f $50.00 will be 


to each of the contestants who have 
The contest is salesman in the 


United States 


open to every 


A grand prize earned by 


the salesman who trades in the greatest number of staplers 
The re 


salesman in 


for Bates will be divisional 


$25.00 


staplers prizes of 


each to one each of the following 


groups who makes the most trade-ins: (a) cities of over 
500,000 population, (b) cities of 100,000 to 500,000 popula 


tion, and (c) cities of less than 100,000 population. The 


winner of the grand prize is not eligible for any one of 


the divisional prizes. Regardless of the city, the five sales 


men ranging next after the winners of the grand prize 


and the divisional prizes will each be awarded a $5.00 


general prize. 
As in the 
which was conducted successfully about three years ago, 


Bates numbering machine trade-in contest 


the stapling machines turned in to the Bates factory will 
be smashed beyond recovery by “Charlie,” the 


swings a heavy 


strong arm 


man of Orange, who dexterously sledge 
hammer to demolish all staplers and numbering machines 


turned in to the Bates factory. 


. ‘ : . . 

Wages Raised and Hours Reduced in Pencil 
Industry 

Gaskill, president of the Pencil In 


Col. Nelson B Lead 


stitute, has announced that all manufacturers in the indus 


try, with the exception of one small unit, will immediately 
raise the hourly and base rate for piece work to all labor be- 
low foremen, assistant foremen and office supervisors. For 


all labor 
be reduced to a maximum of eight hours per day, with a 


included within this increase, working hours will 


hours per week averaged over a period 


maximum of forty 
The 


cent, and in some 


of six months actual wage increase is about ten pet 


cases it is a reduction from a ten hour 
f the industry’s 
Recovery Act 


which is now 


to an eight hour day. This is in advance 


action in conforming with the Industrial 


through a code of fair being 


worked out 


competition 


> 
Bill Smith Represents Vail 


W. E. (Bill) Smith, middle west representative for the 
Ace Fastener Company, now also represents Vail Manu 
facturing Company in the same territory. Both his con- 
nections are Chicago concerns The Vail company has 
built up an attractive business in pins, clips, thumb tacks 


and related lines 


Office Appliances offers felicitations to both parties. 


> 
Miss Jockel Advanced by Royal 
Miss Irene Jockel, with the 


1923 in the Sales 


Royal Typewriter Company 


and Employment Departments, 


since 
most recently as assistant metropolitan employment man- 
been advanced to the direction of the Mailing 
Department in the office. She takes the 
Miss Alice Dalton, who left the 


faithful service, to be 


ager, has 
home place of 
company, after six years’ 


married in Jun 
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The Guest Book 
G. K. Walters, president of the School and Office Sup- 
Knoxville, Tenn., and Robert Walters, 
enthusiasm of ten years of age, signed 
17th. Mr. Walters spent ten days 
as he terms it, at the A. B. Dick 


ply Company, 
charged with the 
Che Guest Book on the 
in Chicago “in school,” 
Company, making intimate acquaintance with the Mimeo- 
graph in all of its adaptations and supplies, having taken 
the Dick Company’s agency for Knoxville and three other 
counties 

The School & Office Supply Company was “born in de- 
pression” and has had its successful career in these un- 
usual times. It was established three years ago and due 
to the reorganization of some other enterprises is, oddly 
enough, the oldest stationery company in Knoxville. A 
complete line of stationery, office furniture and supplies, 
and school supplies are carried. 

Mr. Walters during his visit was accompanied by Mrs. 
Walters, her sister, Miss Stafford, and young Robert. All 
enjoyed their visits to Chicago and A Century of Progress. 

Harry A. Morgan, president of the Stationers Corpora- 
tion, Los Angeles, and new president of the National Sta- 
tioners Association, looked in upon us on June 14. Mr. 
Morgan came up from Cincinnati and spent several days 
here. He had conversations with several of the dealers 
and manufacturers. He viewed A Century of Progress 
and carried away a favorable impression of that magnifi- 
cent and colorful spectacle. Mr. Morgan looks forward to 
increased general activity and substantial improvement in 
the stationery business as a result of the National Indus- 
trial Recovery Act. “During the past few months,” 
Mr. Morgan, “business on the Pacific Coast has received 
some slight impulse. 
buoyancy of the spirit of the people of the Pacific Coast 


says 
This may partially be the result of 


who are quick to respond to anything that stimulates hop« 
and encourages activity.” In the story of the convention 
held in Cincinnati an interview with Mr. Morgan is given 

E. A. Goodrich, Case Brothers, Inc., Highland Park, 
Conn., signed The Guest Book on June 14. Mr. Good- 
rich’s friends in the trade will recall that he joined Case 
Brothers early in the year. He had with him interesting 
samples of press board over the merits of which his en- 
thusiasm is high. Mr. Goodrich spoke convincingly of the 
influence of density on the wearability of press boards 
and the importance of giving it consideration in manufac- 
tures of such material. 

J. E. Neary, business manager; Fred G. Steinhilber of 
headquarters at New York, and E, W. Steinbeck of Geyer’s 
Chicago staff paid us a short visit on June 12. The three, 
Mrs. Mrs. Neary, came up 
after the Cincinnati The 
some business contacts and all made several visits to A 
Century of Progress. As the skyride was not open when 
the party was here they took a morning airplane trip from 
That afternoon the 


accompanied by Geyer and 


convention. gentlemen made 


the exposition grounds over the city. 
same airplane took another party, crashed and nine were 
killed. Friends of the Geyers rejoice that their adventure 
was made early in the day. 

George Malcolm, vice-president and general manager, 
and F. H. Caswell, advertising manager of the F. S. Web- 
ster Company, Boston, gave us the pleasure of their so- 
ciety on June 9. Both had come up from Cincinnati. Mrs. 
Malcolm had also attended the convention and came to 
Chicago with Mr. Malcolm, to view A Century of Progress. 
The party spent two days here, Mr. Malcolm and Mr. Cas- 
well having appointments at their branch offices. 

A. J. Walker, president of the Farnham Printing & Sta- 
Company, Minneapolis, registered by phone on 
June 9. Mr. Walker stopped in Chicago for two days on 
his route home from the Cincinnati convention. He had 
flown with a friend in the latter’s plane from Minneapolis 


tionery 
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to Cincinnati. He made the return trip by airplane also. 

Ernest Dalton, Union Ribbon & Carbon Company, Phil- 
adelphia, checked in on June 1. Mr, Dalton has taken a 
swing around the Central West. It was refreshing to have 
his report of some improvement in business conditions. 
For their own lines, Mr. Dalton stated that while there 
was no great increase in the volume, he found practically 
everyone upon whom he called was more receptive and 
inclined to view the future with optimism. 

C. E. Cyphers of the Pittsburgh office of the Brandt Au- 
tomatic Cashier Company, was a caller in Chicago to attend 
the graduation ceremonies of his daughter, Jane, from 
Northwestern University. Miss Cyphers upheld the family 
name by achieving the highest honor in the English College 
of Liberal Arts. While in the city, Mr. Cyphers found time 
to visit the Century of Progress exposition. 

Louis W. Cole of Cole Steel Equipment Company, Long 
Island City, and his son, Thomas Cole, paid a visit to the 
office of this publication June 13. In addition to office 
equipment, Mr. Cole also makes oil burners. While in 
Chicago, he attended the oil burner show in the Stevens 
hotel and took time to visit A Century of Progress Expo- 
sition, 

William F. Johnston, president, Schwabacher-Frey Sta- 


‘tionery Company, Los Angeles, signed The Guest Book 


on June 15. Mr. Johnston attended the stationers’ conven- 
tion in Cincinnati, with Harry Morgan of Stationers Cor- 
poration, now president of the association, and Ebenezer 
Wallace of Grimes Stassforth Company. The three came 
to Chicago together to take care of business affairs as well 
as to visit A Century of Progress. Mr. Johnston stayed 
a little later than the others to finish a matter in which all 
three were interested. 

H. K. Truitt, Sedalia, Mo., called on June 20. Some years 
ago Mr. Truitt had a stationery store in Zanesville and 
later was connected with a stationer in Kansas City. In 
Chicago with his family, he attended the fair and checked 
up on developments in the industry. 

a 


Boorum & Pease Chicago Branch Moved 

The Boorum & Pease Company’s Chicago branch has 
been moved to 538 South Wells street, but a short distance 
from the Chicago loop district, with close contact with the 
post office and railway freight houses. The past two years 
the branch had been located at 500 South Throop street. 
In the new location the branch is in closer touch with the 
Chicago stationery stores in the loop, and has better and 
larger facilities for serving the trade. Although the change 
was made early in June, the new location has already justi- 
fied the change, as the number of pickup orders by Chicago 
stationers has increased greatly. 

The warehouse is fitted out completely with steel shelv- 
ing for stock, much of it having been moved twice before, 
demonstrating the utility and convenience of steel equip- 
ment in warehousing. 

E. T. Battey, manager of the Chicago branch, extends an 
invitation to all stationers visiting A Century of Progress 
at Chicago this summer to make the branch headquarters 
during the stay. Stenographic facilities and telephone 
service are available, and mail may be addressed in care of 
the Chicago branch of the Boorum & Pease Company. 

———_-—~<#G— 


Improved Container for Bates Ready-Inked Pads 

Announcement has come from the Bates Manufacturing 
Company, Orange, N. J., that Ready-Inked pads are now 
packed in containers which are solid-colored to match the 
various colors of the pads themselves. Coloring the con- 
tainers to indicate the color of the pad is a forward step 
that will aid dealers in merchandising the Ready-Inked 


pads. 
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Meetings--Conventions--Dinners 


Office Equipment Institute Convenes in Washington 


Jetween thirty and forty members of the Office Equip 
ment Manufacturers’ Institute, representing as many com 
panies in the industry, gathered in Washington at the Hotel 
Washington for a two-day program on June 8 and 9 
Officers of the Institute present included President, L. ¢ 
Stowell, Dictaphone Corporation; Vice President, H. R 
Russell, Remington Rand, Inc., and Secretary and Treas 
urer W. R. Greenwood, The Postage Meter Company 

President Stowell called the meeting to order shortly 
after 9 o'clock on Thursday after informal greetings had 
been exchanwed | ere followed a short business meeting 
during w itine reports and matters of record were 
received At 9:30 the ge up went into a closed session for 
the purpose of discussing topics of vital importance to the 
industry Che topics included the National Industry Re 
covery Act, Relationship of Requisitions Orders and Ap 
propriatior Straight Commodity Supplies, and Govern 
mental Statistical Information. E. F. Hartley, manager of 
Business Service Department f International Business 
\lac ines ( ri ration, pre sented facts about “Tecl nolog 

il Displacement” and Labor Saving Devices 

Che session adjourned at 12:30 for lunch, at which time 

embers had the pleasure of listening to an informal ad 
dress by Da Lawrence, well-known newspaper man and 
commentat "\ discussed business conditions and the 
plans wi | ive been devised t improve them 

During the afternoon the following topics were presented 
and l I ( 

Hist il Resum: f Purchasing by the Government, 
James E. Jor resident, The W. D. Campbell Company; 
The Ger il Supp Committee, Robert LeFevre, Super 
inter nt of Supplies; The World’s Largest Corporation as 
Us f and Prospect for Office Equipment, Hon. Herbert 
D. Brown, | f, LU. S. Bureau of Efficiency; The Oppor 
tunity tor O Kthciency in Government—Federal, State 
ind | eltord, Director, Bureau of Public Per 

nnel A utior 

As a result of the discussions on the subject, a resolution 
was passed at the meeting formulating the Institute policies 
relative to the National Industrial Recovery Act which has 
mow the os 

On Iriday t time was devoted to further consideration 
f dis whi ncluded ypewriters and the 
United Stat (y ernment, K. D. McRae, Manager, Was! 


Inc 


Smith and Corona Typewriters, 
United 
Tabulating Machines 


Cor 


n Branch, L. ¢ 
fabulating Machines 
H LaMotte, Vice 


International 


ingto 


and the States Govern- 


and 


ment, L President, 
Company Division, Business Machines 


poration, 
\lso 


mend 


to com- 


of 


the Institute 
local 


respective 


this time it was voted by 


the 


at 


and urg¢ formation of a association 


Washington branch managers of the companies 
repre sented in the Institute 
ssed of L. H 


Machines ( 


Sales Corporation 


La- 


or 


The Program Committee was comp 


Motte, 


poration, 


International Business 
Sands, 

sieeitiiiiieinines 
International Stamp Manufacturers Meet 


Che International Stamp Manufacturers Association held 


(Chairman, 


and M. B Dictaphone 


Edgewater Beach hotel, Chicago, 
President, J Swift, 


Ill.; treasurer, William 


its annual meeting at the 
and elected the 
Superior Type Company, Chicago, 


following officers: R 


\. Force IIL., William A. Force & Company, New York 
City, and directors: Henry J. Hanson, Chicago; Charles O 
Lee, Detroit; Harry Jonas, New York City, and H. L. Bit- 
ter, Hartford, Conn. Over one hundred persons from all 


19-2] 
The principal work was the discussion and adoption of 
he 


parts of the country attended this convention, June 


a code of fair competition to be submitted to t govern- 


ment under the new Industrial Act 

President Homer Willard read a telegram inviting the 
convention to hold its next meeting at Cleveland 

Henry A. Evers & Company of Providence, R. I., wired 


the announcement of the death of a partner, Antonio Muc- 


cino. A message of condolence was ordered dispatched by 
the secretary. Telegrams were received from several others 
budget 
association for The 
Art. G U 
Government Survey and What It Means was discussed by 


W. R. Churchill talked on 


he convention discussed the 
the 


On the previous day, t 
ensuing year 


Omaha; the 


and plans of the 
presentation was made by Fales, S 
Swift, while 


ront. 


the chairman, J. E. 


the subject, Pricing for | 


practice conference, the annual ban- 


North room. 


Following a trade 


quet was held in the 
1 


At the conclusion of Wednesday's meeting, a resolution 
of thanks was offered by Mr. Patrick of San Francisco to 
the retiring officers. This resolution was passed amid ap- 
plaus« 


Che new president then made an interesting speech and 
called on the 


he platform 


other officers to join him on t 





RETIRING PRESIDENT AND NEWLY ELECTED OFFICERS AND DIRECTORS OF THE INTERNATIONAL STAMP MANUFACTURERS 
ASSOCIATION Left to right Homer E. Willard, Toledo Stamp & Stencil Company, Toledo, O., retiring president Howard L. Bitter, 
Parke Sta Work Hartford, Conn director, one year Harry Jonas, American Stamp Manufacturing Company, New York City, director, 
Hent J). Hanson, C. H. Hanson Company, Chicago, director, two years; J. R. Swift, Superior Type Company, Chicago, presi 

ler ( rles ©. Lee, Superior Steel and Stamp Company, Detroit, Mich., director, four years; Art. G. Fales, J. P. Cooke Company, Omaha. 
Nel lire e yeal Willia \. Force, III William A. Force & Co New York City, treasurer The association’s permanent secretary 
Jame * and the head office ire in the Manhattan building, Chicago. To our regret, Mr. Greig was detained by convention work 

when the picture was taken 
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PICTURES SNAPPED AT THE MAY 8 GOLF 
OUTING OF THE BOSTON STATIONERS AS 
SOCLATION Top, left to right Joe Bonney, 
Paul Cheney, Henry Bennett, Frank Horie, John 
Kennedy James Towhill, George Pratt, James 
Armington and Wallace Lovett Bottom, left to 
right Elmer Brooks, Charles Ashland, William 
Taylor Ralph Connell, Julian White, Louis 
Rice, Chester Cummings, Frank Fisher, Walter 
Nichols and Courtney Bird 


Boston Stationers Play Golf 


The June meeting of the Boston Stationers Association 


was held Monday evening, June 12, at the Woodland Coun- 


try Club, West Newton, Mass., and in spite of the intense 


heat a large number of dealers from Boston and out of 
town attended. In the afternoon the Challenge golf match 
Boston Stationers Association and 


The Boston Stationers 


was held between the 
the New 
\ssociation team won by a score of twenty points to thir- 


England Travelers Club 


teen and, due to the generosity of dealers and manufac- 
turers, a large number of prizes were donated. The meet- 
ing in the evening was of great interest, as reports of the 
National Stationers ( 


sented 


Cincinnati were 


Boston Station- 


onvention in pre- 


James R. Cowan, president of the 
ers Association, presented a report of the action taken by 
the retail division of the National Association, and Wm 
R. A. Maish of the Dennison Manufacturing Company pre- 
These two 
that no 


sented those of the manufacturers division. 


delegates brought a message of such importance 
dealer or manufacturer could but feel that the convention 
in Cincinnati really did a great and constructive piece of 
work and that the responsibility now rests with local asso- 
ciations and each dealer and manufacturer. The meeting 
was voted a success 

Following is a list of those who donated prizes: 
Pen and pencil set, L. E. Waterman Company; box of 
stationery, Eaton 
\dams, Cushing & Foster; 
desk set, The Wahl Company; 


set of book ends, Mohican Pencil 


Paper Company; men’s travel case, 
five year diary, Standard Diary 
Company; box of stationery, 
Southworth Company; 
Company; Mashek Mfg. Company; pencil and 
knife set, Gits Bros. Manufacturing Company; 
Wm. M. L. McAdams, Inc.; $10.00, Boston Stationers As- 


sociation: $5.00, New 


Zipper case, 


bridge table, 


zipper case, 
leather pocket book, J & 
Thorp and Martin 


$5.00. 


England Travelers Club: 
Thomas Groom & 
Fairbanks & ( 


Company; 


Company; 
ompany; zipper case, 


pen and pencil set, Samuel Narcus; 


Se aera 
Washington Typewriter Dealers Association 
There was a one hundred per cent attendance at the meet- 
ing of the Washington, D. C., Typewriter Dealers Associa- 
tion held on May 18 at the 
\n enjoyable dinner was followed by a business meeting, 
All the deal- 


ers seemed to have trouble with such accounts, sometimes 


Hamilton hotel 
which discussed the question of bad accounts 


three or four having the same undesirable customer It 
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was decided to report to the secretary from time to time so 
that such losses might be eliminated. 

August 3 is the date set for the annual picnic and com- 
mittees were appointed to arrange for it. The association 
officials hope that this year will be even better than last in 
the number of persons attending as well as in entertain- 
ment. The regular meetings that fall during the summer 
months have been dispensed with and the association will 
not meet again formally until autumn, 

— 
Cleveland Typewriter & Adding Machine Dealers 

The May meeting of the Cleveland Typewriter and Add- 
Association was held on the twenty- 
There was a 


ing Machine Dealers 
third of that month at the Umbright grill. 
good attendance. President Walter (“Doc”) Hanson pre- 
sided. Tentative plans were made for a good-will picnic 
to be held in the near future, to which the entire typewriter 
industry of Greater Cleveland will be invited. Other mat- 
ters of trade interest were discussed. 

The managers’ contact committee reported the meeting 
held that day at the Shrine Club, attended by managers of 
Each one pledged his support and co- 
W. B. Larsen, assistant sales 


all manufacturers. 
operated with the association. 
manager of the Woodstock Typewriter Company, was pres- 
ent as a guest. 


Meetings will be held semi-monthly for the present.— 


AED 
—_—__—<g——_—_—_ 

Pittsburgh Office Appliance Managers Install 
Officers 


On May 26 the Office Appliance Managers Association 
of Pittsburgh installed new officers for the ensuing year 
at the South Hills Country Club, celebrating the event with 
a banquet and a golf tournament. The game was played 
in the afternoon and the banquet and the meeting were 
held in the evening at seven o'clock. 

Four prizes were awarded to winners in the golf tour- 
nament. 

During the dinner the assembly was entertained by vocal 
and instrumental music. Talks were given by the retiring 
president and by the incoming president, vice-president 
and secretary-treasurer. The Presi- 
dent, R. R. Gleason; vice-president, P. H. Taylor; secre- 
tary-treasurer, C. E., 

The meeting was enjoyed by everyone in attendance. 


new officers are: 
Riehle. 


For the summer the association has arranged a series of 






















































golf events at different untry clubs. The plan is to elim 


inate the 1 m lus eon meeting and to gather on a golf 
course and ive dinner in the evening 

President Gleason has arranged a program for the com 
ne year w \ include talks by each member on his 
line of business Chis is expected to result in more co 


sales \ outside 
occasionally to vary the 
> 


Winnipeg Stationers Play Golf 


operation trom thi tandpoint of few 


peakers will be invited program 


The Stationers Association of Winnipeg, Canada, held 
the first golf game of the series for the Luckett golf tro 
phy on Thursday, June 15 [The tournament was held at 
the Assi ne | under ideal weather conditions 
[here wa i al al tur? ut I playe : 


The { vil ntlemen received prizes donated by the 
Viceroy Manufacturing Company, Ltd Rod Cooper and 
Weit \ im = ti ! vy net, bot cards showing a net 73 
Rod ( pe vas awa dl i prize tor the low net, and Keit! 
Vowan a ! il ! the low 

( urls ' ! ind Gordon | iser were recipients 
f suitable pr i v hidden hol LL. Sladdin was 
the winner t the , yross prize also donated by the 
Viceroy Manuta t Company, Ltd 

A fte imme ne presented the prizes, intermin 
vgling with his rematr a few wise-cracks which added to 
the et vVinent I ven 

| ‘ e\ na al i the series will be played on Thurs 
day. luly 13 

> 
Seattle Typewriter Dealers 

Effects of inflation—trising prices on parts, supplies, re 
built typewriters, and new portables—a uniform code of 
ethics ndustry control and its ramifications—better times 
in the fall—elimination of cutthroat repair work compe 
titior underbidding at below cost on government jobs 


iffliation with the national association by all members of 


the state organization—possibilities of forcing pawnshops 
to dispose of their typewriters to dealers at a reasonable 
price and eliminate them from the low-priced second hand 
eld without service guarantees—tair profit on every sale 


the extremely 


meetings of the 


These topics form 


cavy program at the weekly summer 
Washington 

During the summer m¢ 
ception, will be closed at 1 P. M 

In April and part of May the 
tered their discussions on definite repair 
April 25 a committes mposed of Messrs 
Walker and Anderson was given auth 


] 


Cypewriter Dealers Association. 


nths all the stores, with one ex- 


n Saturdays 
association members cen 


t schedules On 


Moore, 


to send a notic« 


Johnson, 


rity 


to various government ofhcials giving them a list of the 
established, reputable, representative typewriter firms in 
Seatth nan en St prevent bidding at below cost on 

vernment repair work and raising the standards of the 


il dealer At t meeting, Prof. G. I. Butterbaugh, 
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assistant professor of business administration at the Uni 


versity of Washington, discussed inflation and its effects ' 
on the 
“The going off the gold 


deliberately, the prop 


typewriter dealers 
standard by the United States 
sed 


ary p 


of America industry control 


measures, and the giving of inflation ywers to Presi 


dent Roosevelt are the most important things in history 


during the last 100 years,” said Professor Butterbaug! 


‘It is the first time in the history of the United States 


the Civil War that a 


its currency 


nation voluntarily talked of 


Che speaker outlined at length the propose: 


and the three amendments to the 


System to raise prices 


Farm Relief bill that would permit the issuance: f three 
billion dollars’ worth of paper currency, the giving of the 
power to the pre sident to decrease the value of ¢ lin the 


1 
tak« 


dollar as much as 50 per cent, and the permission to 


ne hundred billions of dollars in silver to 


le 
debts 


pay the war 


Protessor Butterbaugh showed how inflation would 


affect the farmers, the workers, the property Owners, and 


the merchants 

‘A rise in pric indicate prosperity to many,” My 
Butterbaugh said in closing hi remarks “When use is 
due to supply and demand it is a sound basi Deflation 
causes artificial prosperity—a hypodermi Che cause t 
a depression is due to people not willing to spend what 


they have 
On Mav 2. Messrs 
vorted that they had 


| 
listed on the 


W alker, 
recovered a number of typewriters 
pawn shop reports. Considerable dis 
the 


federal inflation 


weekly 





resulted on advisability of taking a general 


to the 


cussion 
mark up due 

At the 
bulletin pertaining to the 
National Association of 


reanization 


program 
Edward N. PI 


trol bill 


federal control b 


June 20 meeting, Secretary elan 


read a sent 
out by the [Typewriter Dealers in 


which the ¢« wished every typewriter 


join the organization, gave suggestions as to a cod 
d extended 


August 


presented immediately to federal authorities, an 


an invitation to attend the national convention in 


The 
Martin of the l 


given to the secretary by 
Mimeo & 


national body as well as the local organiza 


at Chicago bulletin was 


Jame sC. J 
member of the 


tion. Mr. Martin 


joining the 


[Typewriter Co., a 
importance of all members 
for the 
accrued from membership and the chance to belong before 


-JCJM 


stressed the 


} 


national group, both advantages to be 


the dues are increased 


° ae 
Chicago Stationers to Play Golf 


Che Chicago are arranging a golf tourna 


ment in 


stationers of 
August, arrangements for which have not yet been 
It is planned to announce the date and place 


of Office 


compk ted. 
issuc Appliances 
“Chico” 


loop, the up 


in the August 
Chis 


comprising the 


tournament will include the stationers, 


business houses outside the 


Stairs stationers in the loop and the ground floor loop 


Stationers 
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DEALERS, MORTON GROVE, ILL., JUNE 17, 1933 


CHICAGO TYPEWRITER DEALERS PICNIC 


i The May meeting of the Chicago Typewriter and Office tests almost without number. In the tug-o-war the service 
Machine Dealers Association decided not to hold a picnic men won the laurels. One of the high-lights of the day 
this year on account of the World’s Fair and the National was the dance specialty program offered by sixteen girls 
convention to be held here in August ranging in age from eight to fifteen years, all of them 
However, on the return of A. B. Froehlich from New daughters of typewriter men. 
York, he received so many requests to hold a picnic that Early in the afternoon His Royal Shyness the Clown 
the event was decided upon and the date selected as June appeared accompanied by a concertinist. The children soon 
17. Accordingly, committees were appointed and every- rallied round to sing and laugh and dance. Some excep 
body went vigorously to work to make the picnic a success tional impromptu entertainment was provided by Glenelyn 
Che event was held at Wayside grove, Linne woods, Mor- and Beverly Lawless, Marjorie Higgins and the three 


ton Grove, IIL, and by noon the grounds were covered with daughters of A. B. Froehlich. Glenelyn and Beverly pre- 
happy people, all enjoying the outing under bright skies sented a duet dance to the tune of Sidewalks of New York; 
and with the benefit of a cool breeze from the lake. The Beverly sang Fit as a Fiddle; Marjorie offered a danc« 








SOME PICNIC SNAPSHOTS.—At the back, left to right: Elmer Young of the American Typewriter Exchange, Mrs. Young and 

part of their family; Wesley W. Beutler of the Typewriter Service & Exchange, Inc., and president of the Chicago Typewriter 

Dealers Association; A. J. Dewick of L. C. Smith & Corona Typewriters, Inc., and secretary of the Chicago Typewriter Dealers 

Associatior Mr. and Mrs. Robert Goldblatt and two of their children. In the oval: Arthur B. Froehlich of the Reliable Type 

writer & Adding Machine Company, and president of the National Typewriter and Office Machine Dealers Association, and his 

children, who won the ‘‘Largest Family at the Picnic prize. Left to right: Robert, Jean, Dorothy, Billy, Mr. Froehlich, Dolores, 
and Arthur B., Jr 


attendance is said to have been over 1,200. Between noon solo, and the Froehlich sisters exhibited their skill in a 
time and sundown car after car arrived and departed and trio dance. 
the merrymaking reached its climax about 8:00 p. m., the The ball games in the afternoon were exciting. The 
day’s festivities closing at 11:00 p. m first game was between Smith-Corona and Royal. The 
The accompanying panoramic photograph shows only a Smith-Corona team won with a score of 12 to ll. To 
part of those who were present for the reason that it was prove that they were not tired out, the Smith-Corona boys 
impossible to get anywhere near all of those on the grounds immediately played another game, this time with Under- 
to stand before the camera. Furthermore, people were wood Elliott Fisher. Again the score was close, the 
coming and going all the time U. E. F. team coming out on top with a score of 14 to 13. 
\mong those prominent in the industry, we noted, rep- The Royal team indicated an interest in playing again and 
resenting manufacturers, Messrs. Snow, Schulke, Barlow, were forthwith pitted against a team picked from among 


Olson, Larsen and Kennedy, while A. B. Froehlich, Bill the dealers. The latter had a little trouble in getting under 


Claussing, James P. Ward, Sr., James P. Ward, Jr.. Elmer way. Their last inning rally was great, but it was not 
Young, Wesley Beutler and many others represented the quite powerful enough to overcome their opponent’s lead. 
dealers. The unexpected arrival of H. B. Shilling of Pitts The game ended with a score of 16 to 10 in favor of Royal. 


burgh was one of the pleasures of the day. There were con- Frank Kline was awarded the prize offered to the pos- 











THREE CHARMING YOUNG LADIES WHOSE FATHERS ARE IN THE TYPEWRITER BUSINESS IN CHICAGO.—These three little Misses 


ive " 


were gra at the picnic and g fine exhibitions of dancing At the left is Glenelyn Lawless In the center is Venida Labres 
At the right is Jean Froehlich 
sesser of tl handsomest mustache \ prize was als dren present was given to Arthur B. Froehlich, national 
given to the fat f the youngest child, Frank Marin president 
\ prize for the family having the largest number of chil Prior to the drawing of ground prizes, Mr. Froehlich 





AS THEY PAUSED TO FACE THE CAMERA AT THE CHICAGO TYPEWRITER DEALERS PICNIC Top row, left to right F. G. Kennedy, 


Woodstock 1 ew er ¢ H. T. Shilling, Fort Pitt Typewriter Co., Pittsburgh, Penna James P. Ward, Jr Shipman-Ward Mfg. Co A. W 
Rarlow. Western d ' les manager. R il Typewriter Co W. B. Larsen, Woodstock Typewriter Co Carl Marine, Underwood Ellivit 
Fisher ¢ M Edt Mear “ inidentified young ladies; W. G. Brown, Royal Typewriter Co. ; Miss Edith Mandell, Eddie Johnson, Royal 
rypewriter ¢ dM Ruth Daily Middie row F. C. Snow, Chicago manager, Underwood Elliott Fisher Co. ; James P. Ward, Sr., presi 
dent, Shipman-Ward Mfg. Co Misses Silverman and Hanfler, Reliable Typewriter & Adding Machine Corp'n J. L. MeDonough, district su 
perviser, | table department. Royal Typewriter Co Mr. and Mrs. Otte Munzer \. W. Barlow, Western Division sales manager, Royal Type 
writer ¢ ind Ted Conger Bottom row, first picture, front Ceil, Charlotte and Geraldine Stack Back Thomas J. Stack, Mrs. Stack, 
1 P. Ward, Jr und W um Clausing Middle picture E. J. Sheehan, Ames Supply Co., and J. A. Lyons, Manufacturers Typewriter Clearing 
H ‘ The at ture f the Underwood delegatior Standing, left to right Walter Kumpfer, Miss Joan Coughlin, Miss Betty Schreiber 
M I eu i M Mary Law ind Miss Mabel McManus Seated W. G. Bergman Glen Lawless, Fred G. Schuelke I ( Snow, 


Chicago manager, Van Haverton, and Maurice Ockers 
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TULY 


_ LITTLE COST 
The ease and dispatch with which the 
Mimeograph does its work marks it as one of 
In many col- 


the most modern of all achievements. 
ors, and in one simple operation, it duplicates all kinds 


of bulletins, forms, letters, graphs, etc.—at little cost, speed- 
ily, privately. Send today for samples of its latest im- 
proved workmanship. Write A. B. Dick Company, 
Chicago. Or consult classified ‘phone book for 
local branch. See the exhibit at the 


Chicago World’s Fair. 
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National Type- 
York, in which 


and the 


receipt of a letter from the 
writer and Ofhce Machine Dealers of New 
extended best wishes for an enjoyable day 
that the check attached to the letter be 


xd will and friendship by the New 


announced the 


they 
accepte d 


York 


request 
as a token of go 
Association to the boys in Chicago 

The Chicago 


dred per cent in making this picnic a success, 


typewriter fraternity cooperated one hun 


most all of 


the retail dealers closing their offices for the entire day 
remaining after eleven o'clock in the morning 

The games included horse shoe pitching, various girls’ 
and boys’ races from six years up; two rope-skipping con 
tests for girls and many other contests Special thanks 


are offered to Frank Kline and Frank Marin for their un- 


tiring efforts to bring the picnic to a successful conclusion 
We should add editorially that special thanks are also due 
to A. B. Froehlich for work 


morning until late in the 


his exceptional from early 


evening 


[Thanks are offered to the following concerns who con 


tributed $25 each to detray the expenses of entertainment, 


including the ground prizes portable departments of 


Remington Rand, In Royal Typewriter Company, L. ¢ 


Smith & Cor Underwood Typewriter 


nna Typewriters, In 


Company, Ames Supply Company, International Type- 
writer & Adding Machine Corporation, Shipman-Ward 
Manufacturing Company 


> 
T. J. Watson Presides at Luncheon in Honor of Bra- 
zilian Delegates to World Economic Conference 


On June 7, Thomas J. Watson, president of the Inter 
national Business Machines Corporation, presided at a 
farewell luncheon in the Bankers Club, New York, N. Y., 
to Dr. Numa de Oliveira, Dr. Oscar Weinschenck and 
Valentim F. Boucas, manager in Brazil, International Busi 
ness Machines Corporation, who are among those dele 
gated by the Brazilian Government to attend the World 


Economic Conference in London, which began June 12 
In addition to Otto E 


of International Business Machines Corp: 


Braitmayer, senior vice-president 
ration, and other 


directors of the the luncheon was 


officers and company, 


representatives of the Brazilian Government 


ork and Washington, D. ( 


attended by 


from New Y 


Other honor guests included Dr. Sebastaio Sampaio, 
Consul General f Brazil, and Dr. Paulo Hasslocher, Bra- 
ilian attache 


Members of the board of directors of International Busi 
ness Machines ( orporation, besides President Watson and 
Vice-president Braitmayer, were W. | 


and treasurer; Willis Booth, Sherman M 


sattin, comptroller 
Fairchild, Oscar 


L.. Gubelman, John W. Herbert and Erskine Hewitt, di- 
rectors 
Other prominent guests who were present to pay their 


respects to the departing delegates included James S. Car- 


son, vice-president of American & Foreign Power Com 
pany, Inc.; Lincoln Cromwell, member of William Iselin 
Company; William H. Eddy, vice-president of Chase-Har 


ris-Forbes Company; Nevil Ford, vice-president of First 
National-Old Colony C Fred I. Kent, comp- 
troller of foreign exchange for the United States Federal 
William Moran, vice-president of the Na 
Bank: Reeve Schley, 


National Bank of 


partner of Speyer 


orporation; 
Reserve System: 
vice-president and direc 
New York, 


& Company 


tional City 


Chase and James 


tor oft 


spever, senior 


> 
Wood Office Furniture Associates Meet 


On June 1 and 2 the Wood Office Furniture Associates, 


Inc., held a meeting of the Associated Office Furniture 
Manufacturers and the Wood Office Furniture Associates, 
In , at the Drake | tel, ( hicago, where the new Industrial 


and it was agreed that an in 


to all 


Recovery Act was discussed, 
} 


vitation should be extended manufacturers in the 
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; t 


industry to meet and make a proper set-up to conform t 


the conditions of the act 


It is stated that there are about 11,000 organizations in 


the United States at present and that the government will 


try to level it down so that there will be only twenty-eight 


codes necessary to cover all the requirements 


————— 

Philadelphia Steel Association Plays Golf 
The annual outing of the Philadelphia Steel Association 
was held at the Llanerch Golf Club recently through the 
invitation of John Lewis, local manager of the Art Metal 
Construction Company Che entire association was pres 


ent, also some ‘body broke par, 


visitors, and although nm 


everyone had a good afternoon and enjoyed a fine dinner 


The outing marked the 
We are indebted for this information to Walter B. Tait 


ome Keystone 


Sulnmer 


beginning ot the recess 


manager of the furniture division of the 


Index Card Company. 

> 
I. B. M. Orders Modernization of Machinery 
Machines 


modernization of machines and equipment in 


Corporation h 


The International Business as 
ordered the 
the company’s plant at Endicott, N. Y., Dayton, Ohio, and 
Washington, D. ¢ increase 


inventories of raw materials and other supplies above pres 


Orders have also been given to 


ent levels 


Thomas J. Watson, president, states that the company’s 


main plant at Endicott, has been put on a forty-hour basis 


instead of a thirty-eight hour basis and is operating two 


eight-hour shifts in some of its manufacturing departments, 
necessitating the employment of additional men. The mod 
ernization plan is in addition to the normal maintenance 
work of the company. Mr. Water reports business as im 
proving steadily and expressed confidence in the continua 
tion of general business advances 
——— 
Louie Stationery Renovates Store 


Another Boston stationer shows his confidence in the 


future of the business! Louie Glixman, operating under 


the name of Louie Stationery at 132 Washington street 
has completely renovated his store, and has added new 
floor and steel wall cases, a new arrangement of which 


gives additional floor space. Mr. Glixman extends to the 

friends a cordial invitation to call 
a 

Bates Factory Workers on Vacation First Two 
Weeks of July 

custom established 

factory in Orange, N. J., 


trade and his many 


Following the some years ago, the 


Bates Manufacturing Company 
will be closed for the weeks of July 3 and July 10, when 
employees will have an opportunity to enjoy 
themselves on vacation. The New York office of the 
company at 20 Vesey Street will remain open as usual 

Reliance Pencil Company Moves to Larger Quarters 


On June 15 the Reliance Pencil Company, manufacturers 


the factory 


of Templar and other brands of lead pencils, moved its 
offices York, where they have 


been located for to 810 Broadway, just 


from 777 Broadway, New 
a number of years, 
business 


stock 


from East Eleventh street Increasing 


across 
activity and a need for greater office showroom and 
room space caused the move. 
—s ; 
Batelle Now with Ironclad Ribbon & Carbon 
Company 
James Batelle, recently with the Remington Rand supply 


division, is now reported connected with the Ironclad Rib 


bon & Carbon Company of New York City and associated 


who has been with the Ironclad Com 


119.) 


with George Norris, 


pany for a long time (See pags 
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THIS PICTURE IN FOUR COLORS AND SILVER APPEARS ON THE 
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A BUSINESS GETTER 


These days you must single out your prospects who 
can afford to buy. Then approach them with the most 
effective kind of material available. Concentration of 
sales effort, rather than haphazard tactics, brings results. 


These letterheads, produced at great expense in five 
colors, are offered at a fraction of their cost. Every 
dealer should have a few—mail the coupon for trial 
order. 


INSIDE SPREAD OF NEW 4-PAGE LETTERHEAD FOR DEALERS 


- /  —_ ’ aw 


This coupon is your'order blank 








L C SMITH & CORONA TYPEWRITERS INC 
51 Madison Ave., Dept. 32A, New York. 


Please enter our order for............ letterheads, 
charge to be for 250-$2.00. For 500-$3.00. Price 
per thousand, $4.00. 
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(Convention Registration 


Reine, Walter, Smith & Butterfield 
Co., Evansville, Ind 

Reitzel, Pete, Boorum & Pease Co 
New York, N. ¥ 

Reynell, Charlies E., Oxford Filing 
Supply Co., Brooklyn, N. \ 

Reynolds, B H National Fiber 
stoK Envelope Co., Philadelphia 
Pa 

Rockwell, H. P., Yawman and Erh« 
Mfg. Co., Rochester N y 

Rogers, H. W Wilbur & Hastings 
New York, N. ¥ 

Rosenberry, E. L.. Mohican Pencil 
Co., Philadelphia, Pa 

Roth, C. W Roth Office Equipment 
Co Dayton, Ohio 

Rousch, C. H., C. H. Rousch & Co 
Madison, Ind 

Scheinman, 8S., Pronto File Corp 
New York, N. ¥ 


Schmidt, Henry ¢ The Pour 
ford Stationery (¢ Cincinnat 
Ohio 

Schmitz F \ Globe-Wernic ke 
Co., Cincinnati, Ol 

Schumacher, R. \ National Blank 
Book Co., Holyoke, Mass 

Sell, E. H., E. H. Sell & ¢ c 
lumbus, Ohio 

Seubert Johr \ Herring-Hall 
Marvin Safe ¢ Hamilton, Ohio 

Seymour t I’ Associated Sta 
tioners’ Supply ¢ Chicago, Ill 

Sheaffer Ww“ \ Ww \ Sheaffer 
Pen Cs Fort Madisor lowa 

Shee { ( Oakville-Americatr 
Divisior Oakville Conn 

Sheridan, T. B American Bank 
Stationery Co., Baltimore, Md 

Short, Harry L Columbiar Art 
Works, Milwaukee Ww 

Sibert Ross The Clegg ¢ Sa 
Antonio, Texas 

Smith Wh E Ace Fastener 


Corp., Chicago, Il 

Smith, Zac, Zac Smith Stationery 
Co., Birminghan Ala 

Smythe John M Geyer's Sta 
tioner, Chicago, Il 

Snyder, Harry D Acco | 
Inc., Long Island City, N. ¥ 

Sonnemaker, Fred, Smith & But 
terfield Co., Evansville, Ind 

Sprott, J. &S Globe-Wernicke ¢ 
Cincinnati, Ohio 

Stanley Allison Ff { S. Playing 
Card Co., Cincinnat Ohio 

Steele \ 0 Beckett Paper ¢ 
Hamilton, Ohio 


Steinhilber Fred Geyer's Sta 
tioner, New York, N. ¥ 

Stevens, Geo. F Stevens, Maloney 
& Co., Chicago, Il 

Stewart, R. 8 Armstrong Statior 


ery Co., Cincinnati, Ohio 
Stewart, W. N., Stewart Office Sup 
ply Co Dallas, Texas 
Stockett, W. E Ir Stockett- Fiske 
Co Ine Washington, D. ¢ 
Stott, Charles A., Charles G. Stott 


& Co., Washington. D. ¢ 

Stout Steve Wilson-Jones Co 
Chicago, Ul 

Stratford, Harry Neal, Stratford 
& Kerr, San Francisco, Calif 

Strobridge John B Henderson 


‘Continued from page 27) 


Swan, Frank B., Swan-Morgan Co., 
Huntington, W. Va 
Tamany, J. W., Boorum & Pease 


Co., Brooklyn, N. Y 
Tehan, Harry G., Charlies M. Hig 
gins & Co., Inc., Brooklyn, N. Y 


Thomas, G. H., Berger Mfg. Co., 
Canton, Ohio 

Thomas, W. F., Findlay Printing 
& Supply Co., Findlay, Ohio 

Thorp, Joseph B., Hall & McChes 
ney, Inc., Syracuse, N. Y 

Towne, R. P., National Blank Book 
Co., Holyoke, Mass 

Tracy, J. C., Duplicator Paper & 
Supply Co., Chicago, Il 

Tussing K M Victor Safe «& 
Equipment Co., N Tonawand. 
N 

Tynan, George R F. S. Webster 
Co Chicago, Il 

Underwood Roger Fulton Spe 
cialty Co Elizabeth, N. J 

Vail, R. B Vail Manufacturing 
Co., Chicago, Il 

Van Dorr H. B Joseph Dixon 
Crucible Co., Jersey City, J 

Vernor Murray, S. E. & M. Ver 
non, Im New York, N. ¥ 

Vieth, Charles E A. W Faber, 
Newark, N. J 


Voorheis L Ww Globe-Wernicke 
Co., Cincinnati, Ohio 

Waddy Woodson P Everett Wad 
ley Co Richmond, Va 


Walker A. J., Farnham Printing 
& Stationery Co Minneapolis 
Minn 

Walker, 8S. E., The B. F. Goodrich 


Rubber Co., Akron, Ohio 

Wall Courtney C Roorum & 
Pease Co Brooklyn, N . 

Wallace Ebenezer, Grimes-Stass 
forth Stationery Co Los An 
geles, Calif 

Ward Hugh Geyer'’s Stationer 
New York, N. ¥ 

Watson, Charles J., Peerless Key 
Co., New York, N. ¥ 

Webber Ww F., Ace Fastener 


Corp., Chicago, Il 

Webster, Eugene B., Wm. B. Bur 
ford Printing Co Indianapolis, 
Ind 

Weissenborn, R. A., General Pencil 
Co Jersey City, N 

Whittemore, Harold C 
Wholesale Stationers’ Ass'n, New 
York, N. ¥ 

Willenborg, Frank, Willenborg Sta 
tionery & Printing Co., Cincin 
nati, Ohio 

Willenborg, J. Frank, Willenberg 
Stationery & Printing Co., Cin 


Secretary 


cinnati, Ohio 

Willenborg, Paul, Willenborg Print 
ing & Stationery Co., Cincinnati 
Ohio 

Willenborg Wm J Willenborg 
Stationery & Printing Co., Cin 


cinnati, Ohio 

Williams, C. A., Bates Mfg. Co., 
Orange, N. J 

Wingert, L. P., General Pencil Co 
Jersey City, N. J 

Wirtz, J \ F. W. Roberts Co 
Cleveland, Ohio. 

Wittstein, H. H., Globe-Wernicke 


Lithographing Co Norwood, Co., Cincinnati, Ohio 
_ Ohio Wood, Robert, Esterbrook Pen Co, 
Sunderland, W. W Western Tab Camden, N. J 
let & Stationery Co., Daytor Yawman, Francis J., Yawman and 
Ohio Erbe Mfg. Co., Rochester, N. ¥ 
Ladies 
Adams, Mrs. F. K., St. Louis, Mo Horder, Mrs. Harry G Chicago 
Carpenter, Mrs. ¢ ( Chicago, Ul Il 
Carr, Mrs. Phil, Cincinnat Ohio Hubbard Carol L Gevyer's Sta 


Clegg, Mrs. Wm. ¢ San Antoni 


Davies, Mrs. J. R., Philadelphia 
Pa 
Douglas Mrs H Dorsey Okla 


homa City, Okla 


Douglas, Miss Olivette Oklahoma 
City Okla 
Douglas, Mrs. Sarah L., Oklahoma 
City, Okla 


Downey, Mrs. ¢ Lee Cincinnat 
Ohio 
Dunear Mrs 
Conn 
DuPre, Mrs. Ben A Jacksonville 
Fla 


Faber Mrs. Eberhard Brooklyt 
N. ¥ 

Fry, Mr A. ¢ Cincinnati Ol 

Garvin Mr ( I’ Washingt 
D. 

Gever Mrs Andrew New York 
N. ¥ 


Gosiger Mrs ii l j 
Hawkes, Mrs. L. A., Camden, N. J 


tioner, Chicago, Tl 
Leeker, Miss Bernice, Cincinnati, 


Ohio 

Little Mrs. Edward L., Wabash 
Ind 

Lohmeyer, Mrs. E. J., Cincinnati. 
Ohio 


Malcolm, Mrs. G. F., Boston. Mass 

Mathes, Mrs. C. B Toledo, Ohio 

Morgan, Mrs. J. Hanley, Hunting 
ton, W. Va 

Neary, Mrs. J. E., New York. N. ¥ 

Pearce Mrs N L Brooklyn 
os 


Perin Mrs Oliver Cincinnat 
Ohio 

Perir Mrs W M Cincinnati 
Ohio 

Popper Mr Morris New York 
N. ¥ 


Pounsford, Mrs. Stanley M Cin 
cinnati, Ohio 

Roach, Miss Katherine, Gibson Art 
Co., Cincinnati, Ohio 

Roth, Mrs. C. W., Dayton, Ohio 
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Rule, Mrs. Colter, Cincinnati, Ohio Sprott, Mrs. J S., Cincinnati, Ohio 

Seymour, Mrs. F. C., Chicago, Ill Tracy, Mrs. J. C., Chicago, Il 

Sheaffer. Mrs. W. A.. Fort Madi Vieth, Mrs. Charles E., Newark, 
son, lowa 


N. J 
Sibert. Mrs. Ross J.. San Antonio Whittemore, Mrs. Harold C., New 


York, N. ¥ 


Texas 
Snyder, Mrs. Harry D Long Is Willenborg, Mrs. J. Frank, Cincin 
land City, N. ¥ nati, Ohio : 
Sprott, Miss Helen, Cincinnati, Wittstein, Mrs. H. H., Cincinnati, 
Ohio Ohio 
— 


Tallman, Robbins Take “Automatic” Line for 
Chicago 

Tallman, Robbins & Co., manufacturers and distributors 
of loose leaf binders, forms, machine posting equipment, 
visible record systems and continuous folded forms, 314 
West Superior street, Chicago, announce the acceptance ot 
the exclusive sales distribution for the Chicago territory 
of the entire line of office equipment manufactured by the 
Automatic File & Index Company of Chicago and Green 
Bay, Wisconsin. The new deal will enable both concerns 
serve the public. The Automatic line will be 


the offices of Chicago concerns by sixteen 


better to 
carried into 
capable salesmen, who will have all the sales advantages 
both lines have to offer. 

fallman, Robbins & Co. have been in the business of 
binders, forms, ete., for something like twenty- 


making 
company consists of P. L. Tallman, presi- 


five years. The 
dent: E. P. Wenger, vice-president and sales manager; F. 
E. Scholl, secretary, and George W. Morris, assistant sales 
manager, together with other capable and energetic people 

The official opening of the new department took place 
21, 22 and 23, and Tallman, Robbins & Co. ex- 


n June y 
tended a cordial invitation to 


make themselves acquainted with the many advantageous 


all executives to attend and 


features of the line, 
> 
Crown Office Supply Increases Facilities 
lhe Crown Office Supply Company, 322 West Washing- 
ton street, Chicago, Ill, has expanded its offices and ware- 
house, and rearranged its stocks and office to increase efh 
Many of the stock items have been placed in 


ciency 
cabinets, facilitating the picking of orders, and 


storage 
speeding up deliveries to customers. The 
distributor for the Crown Ribbon & Carbon Manufacturing 


company is local 


Company, Rochester, N. Y. 

More convenient arrangement of the office space has been 
accomplished, the salesmen being close to the stock room 
\ separate office has been provided for the company execu- 
tives, and a conference room is a convenience for customers 
when discussing their requirements for office supplies, 
equipment, printing, etc. 

a 
New Stationery House in San Francisco 

The Rutledge-Glissman Company has been organized at 
419 Montgomery street, San Francisco, Calif., and will 
handle stationery, printing, engraving and lithographing. 
The new company is the successor to the White & Farns- 
worth Stationery Company, The Rutledge Printing Com- 
pany and the Riteway Printing Company. 

\ complete stock of commercial stationery, office sup- 
plies, etc., will be carried and a modern printing plant will 
be operated on the premises. 

The new store opened on Friday, June 16 
—< 


Mr. Ames’ Daughter Comes Back on a Visit 
Mr. and Mrs. Dal Marvel, whose permanent residence 


is in California, are now enjoying an extended visit to 


the central west and the east. A long stop was made in the 
Chicago territory at the home of Mrs. Marvel's father, A. R 
Ames of the Ames Supply Company. Mr. and Mrs. Marvel 
are now touring the east, where they will call on F. P. Best 
of the Manhattan Rubber Company, and the New York 


office of the Ames Supply Company. 


























® Stock up with Sheaffer’s 
Fountain Pens, Skrip and 
Adhesives for School and 
business opening this fall. 
Sheaffer’s new Para-Lastik, 
Skrip-Grip Liquid Paste and 
Mucilage—entirely new 
ideas in adhesives. They 
sell themselves on sight. 
Order now. Feature this 
complete line of writing 
equipment and adhesives 
that offers you complete 
dealer protection. 


S PENS-PENCILS ‘DESK SETS-SKR R'S 
W. A. Sheaffer Pen Company, Fort Madison, Iowa, U. S. 
Reg. U.S. Pat. Off. 


aff A. and Toronto, Ont., Can. 
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TALKING POINTS—A-PLENTY 







and 


FIRST—Fills a Positive 
{cute Need. With reduced office 
personnel, more and better work 
is demanded of those who remain 
on duty. Good seating and physical 
comfort contribute directly to 
mental alertness which inspires ac- 
curacy and volume. The Good- 
form Chair banishes the evils of 
incorrect posture and contributes 
measurably to the personal effi- 
ciency of the user. 


SECOND — A Self-Liquidating In- 
vestment. Goodform Chair quickly 
pays for itself in increased pro- 
duction and the elimination of 
costly errors which are the prod- 
uct of fatigue. Money is now being 


spent on this basis. 


THIRD— Definitely Qualifies on 
Every Point. With five-point ad- 
justment, correctly shaped pres- 
sure areas, ventilated seat and 
adjustable, hinged back pad and 


and 


non-splinter aluminum construc- 
tion, all the basic requirements for 
correct posture and comfort are 
achieved. 

FOURTH—Attractive Appear- 
ance—The Goodform Chair pos- 
sesses the grace and beauty that 
creates first-sight favor. There are 
no handicaps of appearance for 
the salesman to hurdle. 
FIFTH—Possesses the Essentials 
of Dramatic Demonstration. <A 
carefully prepared sales presenta- 
tion, wherein the details of dra- 
matic demonstration are presented, 
provides a guide for the successful 
selling of the Goodform Chair. 


SIXTH—Priced Right. There 
are cheaper chairs than Goodform, 
but none lower priced on the basis 


of Dollar Value. 


. o >. 
Here is a product that radiates en- 
thusiasm—a product that the GF 
Salesman can put into his car, roll 


convuineing too 


The Goodform Chair has 
all the essentials of a fast- 


selling. profitable specialty 


it into the prospect's office, demon- 


strate it and come out with an 
order. That is being done right 
now by GF Salesmen everywhere. 
If you are not selling the Good- 
form Chair and other items of the 
complete GF Line, write us. Some 


desirable territory still available. 
THE GENERAL FIREPROOFING 
COMPANY 


Youngstown, Ohio 





GF All-Metal Products 


Desks — Aluminum Chairs — Steel 
Shelving and Floor Display Fixtures— 
Storage Cabinets — Safes — Files — 


Filing Supplies, etc. — plus the new 
“SECRETAIRE,” the original one-man, 
one-piece office. 








GOODFORM™M 


ALUMINUM POSTURE CHAIRS 
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Board of Directors 

Company, Lincoln, Neb.; Semuel Morse, 
Bronx Typewriter Exchange, Bronx, N. 
Y., Charles Muenze, Passaic, N. J.,; R. 
H. Preston, Preston Typewriter Company, 
Inc., Knoxville, Tenn., Deane S. Rey- 
nolds, Office Appliance Company, Bos- 
ton, Mass., E. D. Twite, Typewriter & 
Appliance Company, Ltd., Montreal, P. 
Q., Canada; James P. Ward, Jr., Ship- 
man-Ward Manufacturing Company, Chi- 
cago, lll., Hugh J. Williams, The lowe 
Supply Company, lowe City, le. 


Mrs. Jessie |. Taylor, Globe Typewriter 
Exchange, Inc., New York, N. ¥., L. W. 
Adler, Cleveland Calculating Company, 
Cleveland, Ohio, C. E. Bush, General 
Typewriter Company, Washington, D. C., 
G. S. Cambies, Cambias Typewriter Ex- 
change, New Orleans, La., E. A. Glass- 
man, City Typewriter Exchange, Roches- 
ter, N. Y., R. E. Huffman, Huffman Type- 
writer Company, Inc., Aberdeen, S. Dak., 
H. E. McArthur, Nebraska Typewriter 


Proposed Changes in National Association 
Constitution 
On account of the many progressive measures under 
way to alleviate the destructive practices prevalent through- 


out the trade at present, it has been proposed by several 


members of the National Association that Article 6 of 
the constitution be rescinded. It is as follows: “This 
Constitution may be amended by a two-thirds vote at any 


annual meeting of the association; provided that a copy 
of such proposed amendments subscribed by at least three 
shall be filed with the secretary and a copy of 


at least thirty 


members, 


same forwarded to each of the members, 
days before the annual meeting.” 

If the the 
elimination of this article from the constitution, the article 
will flexible and will then permit the immediate 


consideration of emergency matters that will undoubtedly 


dealers in convention approve proposed 


be more 
arise at that time, especially pertaining to matters relative 
to the Industrial Recovery Act. 

Another proposed amendment to the constitution per- 
tains to the consideration of the convention city for the 
ensuing year. This amendment would limit the invitations 


of dealers or other interested parties to those cities in 


which there are local associations well established and 
afhliated with the national organization. 
—<g-———_—_ 
Locals Revivified 


Typewriter dealer associations throughout the country 
have shown renewed activity since the mailing of the pre- 
convention number of the News which out- 
lined the features and the benefits to the trade of the new 


Association 


Industrial Recovery Act. 

For a number of months little activity has been shown 
by a number of local associations, especially on account of 
the dullness in business which was somewhat discouraging 
organizations. Within the last 
the whole-hearted cooperation on 


the part of members and the desire to assist the National 


to these local few weeks 


communications advise 


organization in achieving the purposes and benefits of the 


organization under the Industrial Recovery Act. Among 


these communications is one from the Typewriter Dealers 
\ssociation of Oregon giving news of reorganization. The 
Portland 


Further concrete 


dealers are again holding meetings. 
endorsement of National policies and 
activities was given by dealers in Washington, D. C., who 


sent in checks to cover five more members, through the 
National 


Typewriter Company in 
This is a most opportune time for those local associa- 


Association director, C. E. Bush of the General 


Washington. 


tions that have been somewhat dormant to reorganize and 
participate in the benefits to be derived from the National 





















Yes, but Mhat’s 
No Remedy! 


Business is, undoubtedly, a bit sick. More 
than a bit, if you like, but price, gentle- 
men—price alone—is no remedy. It’s 
merely a stimulant—a slug of bath-tub 
gin that leaves the patient weaker than 
ever before. 


Let’s be sensible. With buying power 
what it is today there’s mighty little left 
save to build and to strengthen the foun- 
dation for tomorrow’s prosperity. 


If you give your customers shoddy mer- 
chandise today you'll have shoddy cus- 
tomers tomorrow. If you win a reputa- 
tion for cheap prices today you'll have 
the reputation of cheap prices tomorrow. 
If you back the cheap lines now, you'll 
never establish the leaders again. 


So keep the quality lines moving—the 
world-famous products of A. W. Faber. 
Push them up front. Talk them. Dis- 
play them. Sell them. Maintain your 
identity with this known line—this re- 
spected line—this active line. And col- 
lect your full and generous profit on 
every/sale. 


A. W. Faber Lead, Commercial 
**Castell’’ Erasers Black Lead 
Drawing and and and 
Polychromos Rubber Color 
Pencils Bands Pencils 


ABER 





INCORPORATED 
NEWARK, NEW JERSEY: U.S.A. 














82 





pou} “The best thing in the world 
gl | for storage filing and transfer.” 


\w CLI or) 
\4 “9 


4, 
he oy 
ice Be” 








22 


STANDARD 
SIZES 


har 





Bank Chooses 
LIBERTY Boxes 


The story has just come to us In a large Los Angeles bank, thal has 
used LIBERTY Boxes fo vears, those who were responsible for 
storage filing were instructed lo reconsider their storage filing methods 
iccurdingly, they pul to lest every type of storage box and storage file 
now on the market They unanimously agreed to stick to LIBERTY 
Hoses Vany such tests have been made by banks and other business 
organizations i/most withoul exrceplion LIBERTY Bores have won 





TINUERE are two chief reasons 
why LIBERTY Boxes are thus 
preferred by banks and business 

organizations, large and small. It 

is highly important that LIBERTY 


distributors appreciate these reasons. 


First, records are stored only after 
they are no longer needed for ref- 
erence. Storage filing is 90°), safety 
and only 10°) reference. The over- 
whelming mass of stored records is 
never needed for reference. 

Second, LIBERTY Boxes are made 
to keep records safe. They semi-seal 
with cord and tension button. At the 
same time, if reference is needed, it 
can be made quickly and easily—no 
tying or untying. 

LIBERTY Boxes actually prove 
themselves to be “The best thing in 
the world for storage filing.” They 
never give trouble. They are made 
of the highest quality, water-preofed 
corrugated fibre board, strongly tape 
reinforced. They far outsell all com- 
peting boxes and “storage files’ com- 
bined. 

LIBERTY distributors are invited to make 


full use of our new sales helps. If you 
missed our announcement, please write. 


BANKERS BOX CO., Inc. 


536-538 S. Clark St.. 
CHICAGO ILL. 
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program. Secretaries of such locals are urged to com- 
municate immediately with President Froehlich or Secre- 
tary Lahiff, and every assistance will be given in further- 
ing the interests of such organizations 

Typewriter and Office Machine Dealers of New 

York Hold Meeting 

Despite the unfavorable weather, a goodly number of 
the dyed-in-the-wool association enthusiasts turned out 
Monday evening, June 12, to attend the monthly meeting 
of the National Typewriter and Office Machine Dealers of 
New York. The dinner was held at Franes’ restaurant on 
Fifth avenue. Afterward, Robert Bastow, sales manager of 
the portable division L. C. Smith & Corona Typewriters, 
Inc., made an appropriate address. He said that in his 
travels throughout the world, he observed without fail that 
wherever there was an association actively at work for 
the common good, there the business prospered on a satis- 
factory scale. He made several pithy observations on the 
value of sales technique and closed with the assurance of 
the whole-hearted cooperation of his company 

President Neuberger read a letter of appreciation for the 
condolences sent the family of Mr. Henry, who for years 
conducted a typewriter business at 217 West One Hun- 
dredth Twenty-fifth street under the name of the Henry 
[ypewriter Company. The widow and son will carry on 
the business. Mr. Henry passed away the first week in 
June. 

Several exhibits of trade evils were introduced by the 
chair and ways and means of stopping them were discussed. 

[The members decided to group their interests and em- 
ploy a collection scheme for their more difficult accounts. 
Plans were discussed regarding changes and by-laws to 
meet the requirements of the National Association 

Plans for the coming convention were discussed, after 
which the meeting adjourned. 

—— 
Chicago Typewriter Dealers Association 

\ special meeting was called by the president of the 
Chicago Typewriter Dealers Association, Wesley Beutler, 
on June 13. At that time the local members of the Na- 
tional Association agreed to cooperate to make the 
National convention the success it deserves to be Every 
help and assistance was pledged by all those present, 
thirty-six, and it is, therefore, reasonable to believe that 
» show typewriter men 


nothing will be left undone t 
throughout the nation who will attend this most important 
convention in the history of the association, all the atten 
tion possible 

At this same special meeting a resolution signed by 
Frank D. Kline, as chairman of the Membership Grievance 
Committee, was endorsed and accepted unanimously. 
Mr. Froehlich and the other officers of the National Asso- 
ciation were extended thanks and appreciation of the Chi- 
cago Typewriter Dealers Association for their construc- 
tive efforts for the benefit of the industry as a whole. 

> 
Drechsler Visiting Europe—Moss Called Home 
by Death of Wife 

Richard Drechsler, vice-president and manager of export 
sales for Remington Rand, Inc., is in Europe on a business 
trip. He plans to spend about three months visiting the 
principal cities on the Continent and in England 

William Moss, export manager of the Dalton adding ma- 
chine and Smith-Premier typewriters, went to Europe with 
Mr. Drechsler, planning a business tour, but returned on 
the same boat due to the sudden death of his wife at Cin 
cinnati. Mrs. Moss had been ill during the winter, but was 
» restored health 


believed to have been well on the way t 
Mrs. Moss died June 5—the day that the Europa docked 
at Cherbourg. Office Appliances extends sympathy 
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for Bigger Profits 


Carter’s MIDNIGHT Carbon line now meets 
all demands for varied weights and colors 


Mid- 


One color. 


EMEMBER the 
night carbon paper? 
Hundreds of stationers 


R original 
One weight. 
stocked it. 
tomers bought it. 
weeks its glittering box and star- 


Thousands of your cus- 
In a few short 
spangled sheets had scored a sen- 
sational success. 


Now, Midnight has prospered 


acquired a family a complete 
family for type-bar and for 
Noiseless typewriters in three 


colors, four weights. It meets the 


demands of every customer . as- 
sures you of a profit able first sale, a 
For 
constantly of 


by the unique midnight 


future chain of repeat sales. 


users are reminded 


“Midnight” 


design which appears on the back ot 
every sheet. 

They can’t forget the name nor 
miss the solid quality it represents; 
clear-cut copies . long wear . 
freedom from smudging. They ap- 
preciate the convenience of its neat 
pac kage, cleverly arranged to 
facilitate the removal of single sheets. 

Keep an ample supply of Midnight 

Carbon in all weights, all colors 

always in stock. Introduce it 
to one customer. Then watch it sell 
itself. Its proved business-building 
ability will win new customers, earn 
new profits for other allied depart- 
ments in your store, as well. The 
Carter’s Ink Company, Boston, New 
York, Chicago, Montreal. 


( anil 


MIDNIGHT 


THE IDENTIFIED 
CARBON PAPER 

















OFFICE APPLIANCES 


"9 84 





Globe-Wernicke 
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L THE NATIONAL 
“i STATIONERS 
ASSOCIATION 


upon the large attendance and fine results achieved at the 
twenty-eighth annual convention, held in Cincinnati, last 


month. 


We firmly believe the plans considered and formulated there 
will help to eliminate many trade difficulties and create an 
era of prosperity in the industry. 


STEEL, WOOD AND PAPER PRODUCTS 
Steel and Wood Office Furniture and Filing Equipment; Steel Shelving; Steel Storage 
Cabinets; Cello-Clip Map and Plan File; Visible Records Equipment; Sectional Book- 
cases; Library Equipment; Steel and Wood Partitions; Stationers Products; Filing 
Supplies; Special Steel and Wood Equipment. 


Globe=Wern icke 


Factories at Cincinnati, O. and Avenel, N. 


Unrivaled in Completeness eee Vadiioaled i in OTE Ta 
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CONSTANTLY IN DEMAND 


are the numbers represented in the Line of 


The cloth gusset on Near- 
leather products is substan- 
tially stronger than generally 


used. It is a combination of 


linenand Nearleather—assur- 
ing longer wear and better 
service. The gusset is one 
continuous piece extending 
around both sides and bottom 
—and will not crack. 


Globe-Wernicke Nearleather Products... 














With the new improved reen- 
forcing feature, the flaps are 
given added strength by means 
of two linen discs, one at each 
end of the fold, which covers 
both inside and outside of flap— 
giving longer wear. You must 
see this envelope to appreciate 
the improved construction. 


Complete information and samples 
will be cheerfully furnished. 


Globe-Wernicke Nearleather products embrace a complete line of Expansible File Pockets, 


Partition Wallets, Flat and Crushed Envelopes, Folders, etc., 
which there is a constant demand. 


all those styles and sizes for 


The strength, durability and completeness of the Globe-Wernicke Nearleather line, make it 
a very profitable one for every dealer. 





New reenforced guasets, parti- 
tion walleta—4 and 6 pocket 
styles. 





Correspondence folders — 


Expansible file pockets— 
with 4-inch angular cellu- 


with flap and tape—cloth 
and paper gusset. 





Crushed, expanding envelopes— 
five - piece construction — with 
tape—cloth and paper gussets. 


S10) ys -Wern icke 


Factories at Cincinnati, 


Unrivaled in Comiiiibeness Les Unequaled ; in Quality 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 














MANIFOLD 
SUPPLIES 
COMPANY 

















188 Third Avenue 
BROOKLYN <Stationt 2» N, Y., U.S. A. 
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Tulsa, Okla. and the Office Appliance Industry 


Being Some Observations by M. L. Poundstone, Factory 
Representative in Office Equipment, Tulsa, Okla. 


world, located in the 


Tulsa, Okla., 


northeastern portion of the state, once known as the Indian 


the oil capital of the 


lerritory, has a population of approximately 150,000 peo- 


ple. The city was once a prairie village, but now is a com- 


monwealth of imposing skyscrapers where are located the 
home offices of at least ten major oil companies and the 


main offices of that many more, while in addition to these 





POUNDSTONE 


M. L 


scores of minor organizations of a lke character 
the 


there are 


whose yearly business runs into millions of dollars 


Added to the foregoing and quite apart from business con- 


the finest church edifices 


siderations, Tulsa has some of 
in the country, a school system second to none and with a 
five-story central high school building covering an entire 
city block. 


high schools and fifty elementary schols. 
the Tulsa university, an accredited institution in every sens« 


There are three other high schools, eight junior 
Finally, we have 


of the word. Numerous private and parochial schools and 
six business colleges comple te the list. 
Tulsa has five large stationery and office supply stores 


and five book and stationery stores, all carrying representa- 


tive stock and stores in prominent locations 


There are twelve typewriter supply stores and agencies, ten 


occupying 


typewriter repair shops and ten factory representatives for 
all of carry 


Fifty printing organizations solicit 


and ribbon whom 
representative stocks 
the trade in Tulsa and three electrotypers and engravers 


[wo lithographing plants, 


carbon paper companies, 


handle the business of the city 


two copper plate engraving plants, three rubber stamp 


factory are also among the local 


to the 


works and one envelope 


organizations. In addition local envelope factory, 
twenty salesmen for other envelope factories are working 
in Tulsa \dding equipment, 


calculating machines, loose leaf companies, accounting ma- 


machines, visible indexing 


machines, sales 


school supply 


chines, addressing machines, duplicating 
book companies, office furniture factories, 
organizations, safes and supplies, filing cabinets and sup- 
plies, time recorders, label and tag companies and others 
give employment to over three hundred men 

The city has two metropolitan daily newspapers and 
twenty other publications that carry the story of progress 
to the buying public. All in all, it is said that about one 
thousand persons in Tulsa are directly or indirectly inter- 
ested in the sale of office supplies and equipment. 

Che foregoing is the record of just one city in this great 
country of ours. A general survey of all cities would show 
the scope of the industry and give an idea of its prime im- 
portance with relation to other industries 

a 


Mr. Poundstone relates that he went back into the office 
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PROFITS--WITHOUT EFFORT 


Put Waterman’s New 
Correspondence Inks 


ON YOUR 
COUNTER! 


They'll sell themselves—because 
(orredp ondence Ink 


there’s an ever-growing vogue of 
. . ink that matches 
matching color of ink : . 
at ms ; and color The finadt linted Alatonery. 
of stationery in personal corre- = 
spondence. Waterman’s has an- 








SPANISH THE 


ticipated this demand with six - none anaes 


arrec @ROwe 
eT LACK 


new inks, put up in an unusually 
attractive bottle of modern and 
artistic design. We are also fea- 
turing Waterman’s Correspond- 
ence Inks in our national 
magazine advertising. l5c a 
bottle. 


Get This Counter Display! 





We will send you this colorful 


counter display stand (No. 712) foot of counter space. Be the FIRST in your 
with your initial order for not less neighborhood . . . and get the cream of this 
than four dozen bottles of Water- new ink business! L. E. Waterman Co., 191 
man’s Correspondence Inks in as- Broadway, New York. Chicago, Boston, San 
sorted colors. Takes up only a Francisco, Montreal. 
Are You Ready for the Fall Trade? 

Order Waterman’s popular Blue Black Ink for moved from clothes with soap and water. The 

permanent record business use. And Waterman's “Ideal” inks for fountain pens as well as dip 

famous Blue Ink for school use . . . easily re- pens. Order direct or through your jobber. 








Waterman's 


PENS 2 PENCILS . INKS 











FLEXIPOST BINDERS 





RAPID LOCK POST BINDERS 





(SLIDE OPERATING) 


S. O. RING BINDERS 
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DISTINCTIVE 
BUSINESS GETTERS 


pioneered by FAULTLESS 


FAULTLESS VISIBLE RECORD BINDERS 


The outstanding book-type visible equipment for all kinds of 
records. Has automatic shift that is speedy and will not spill 
sheets, flat writing surface and extra capacity in a light, 
compact unit. 


FAULTLESS FLEXIPOST BINDERS 


The binder with the flexible link posts that disappear. Guar- 
anteed for life. Save space by avoiding protruding posts. 
Unlimited capacity—just add sections. 2-inch working space; 
direct screw compression which holds sheets tightly. The 
highest development in post binders. 


FAULTLESS RAPID LOCK BINDERS 


A post binder with a special quick acting locking device. A 
small knob takes the place of a key and may be removed. 
Will not jam or stick. Is positive, and provision is made for 
taking up wear automatically. 


FAULTLESS S. O. RING BINDERS 
(SLIDE OPERATING) 
A new development in ring binders. This unit has no springs 
but the rings are opened and closed by a smooth sliding 
push-and-pull lever. Sheets will not jump off rings in S. O. 
Binders when operated at full capacity. 


Visit the World’s Fair in Chi- 
cago but don’t fail to accept 
our invitation to see the Fault- 
less factory at Milwaukee on 


the same trip. Thumbs 
Down on 
DIRECT 
SELLING 





STATIONERS LOOSE LEAF 


Company 
2 NORTH BROA 
C 


524 WA 
MILWAUKEE, WIS 


D Y 
ONSIN 
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equipment business with a definite purpose of doing only 


direct selling, yet with but a few exceptions and thoss 


mostly local, he finds himself a factory representative call- 


ing on the office appliance dealers and stationers in Kansas, 


Oklahoma and southwestern Missouri He sells direct 





WHERE ONCE THE WILD SAGE GREW, GROUSE WHIRRED, 
AND THE LONELY COYOTE SANG A TENOR SERENADE IN 


THE LIGHT OF THE PRAIRIE MOON.—Present skyline of Tulsa, 
Okla., one of the wonder cities of the Southwest, known as the 
world’s oil capital 


on a few of the lines in the state, and after some experiment 
he has been able to select a list of lines which are produc- 
ing reliable and fairly constant returns. He says that busi- 
ness has been fair and that he has done well notwithstand- 


ing a recent three weeks’ illness with influenza. 


stillet 
Typewriter Veteran Recalls Some Early Incidents 
From that veteran typewriter man, D. C. Baldwin, head 
of the Typewriter Exchange, Fort Smith, Arkansas, comes 
letter interesting 
In the winter of 1893 he was covering the eastern side of 


a short relating several reminiscences 
Indiana, and everybody who ever expected to buy a type- 
writer expressed the intention of going to the big World’s 
Columbian Exposition the following summer. It was well 


worth sacrificing for, even when times were difficult, but 








ie 








D. C. BALDWIN 


what it did to traveling typewriter salesmen was a pity! 


Money saved for a paramount purpose isn’t spent for some- 
thing else, as a rule. 


“Milton 


He was my friend and one-time instructor,” says Mr. Bald- 


Kellogg had charge of the Caligraph exhibit. 


win. “I took my first lessons from him in public demon- 
stration at the Dallas Fair and Exposition in 1888, where 
he was factory representative. At the time of his demise 
not long ago I felt like writing you about his remarkable 
gentleness and tact in dealing with an embarrassing situa- 
His per- 


tion, and recalling his many other fine qualities. 


fect self-control and courtesy once saved me from some 
embarrassment at dinner in New York, when, owing to a 
new pair of glasses, I used the powdered sugar shaker for 
the salt. 

“I think it was at the Chicago Exposition of 1884 wher 
| was first close enough to a typewriting machine to ex- 


amine its mechanism. The girl was some demonstrator, 


SleelyAge 





ADHERING TO A 
POLICY 


Yes, there have been occasions in 
the past three years where we 
could have benefited by conven- 
iently forgetting our policy of dis- 
tributing our stock line through 
dealers—BUT we have kept faith 
throughout these trying times. 


Are you helping some manufac- 
turer to finance low bids to some 
of your customers or some other 
dealer’s customers? 


It will be a profitable move on 
your part to investigate the details 
of our Agency plan. 


May we serve you through one of 
our 11 Branches? 


The STEEL AGE line of Steel 
Office Equipment is shown com- 
plete in our new catalogue; a copy 
will be gladly mailed on request. 


New York — Chicago — Boston — 
Philadelphia — Detroit — St. Louis 

-St. Paul — Dallas — Los Angeles 
— San Francisco — Seattle. 


Corry-Jamestown Mig. Corp. 
Corry, Penna. 


EXPORT DEPT. 
5713 Euclid Ave. Cleveland, Ohio 


Cable Address: CORJAM 


Corry- AMESTOWN 


STEEL FURNITURE 
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No. 50 56 Pile 
Stool and No. 
60 File and 
Vault Table 

















No. 9014 


Stool 
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No. 8500 © Postur-Chair™ 





and what follows 
when you suggest it 


The designers of UHL steel office furni 
ture studied modern office equipment as 
affecting output and health They de 
veloped a thorough analysis and app'ied 
their findings to the construction of UHL 
equipment, with the result that UHL 
equipment serves business better 
throughout the world and in your par 
ticular field And if you will keep 
checked up and stocked up, you can sell 
it profitably 


The many special convenience items in 
the UHL line are goodwill builders of par 
ticular value to dealers. Getting a 50 56 
file stool or a “Little Dandy” stand into 
service in an office develops interest in 
other UHL items and that makes t usiness 
grow 


UHL “ Postur-Chair”’ facilitates action, 
increases output, reduces fatigue. It is 
used for stenographic and clerical work 
and there are special models for high desk 
workers, cashiers, etc. “Little Dandy” 
stands give superior service in the use of 
typewriters, adding machines, directories, 
etc There are stools and tables for the 
filing department and the mailing room, 
and many other items in the extensive 
UHL line 


UHL equipment is excellent merchan 
dise for commercial stationers and office 
furniture dealers because of the fine 
record of service it always makes. Cat 
alog and details are sent on request to 
those interested 


THE TOLEDO METAL 
FURNITURE COMPANY 


1530 Hastings Street 


Toledo, Ohio, U.S. A. 




















OFFICE APPLIANCES 


and had she been a ‘closer’ she could have had my order 
for a typewriter on the spot. The machine was a Hall. 
(I sold Col. James B. Hammond once, but did not get his 
autograph—he laughed me out of that.) 

“That evening I went over to a friend’s office on La Salle 
street and found him scratching away busily with a pen, 
while beside him on the desk was a typewriter. ‘Why 
don’t you use your typewriter, Fred?’ | asked 

“*Oh, dammit,’ he replied, ‘I'm in a hurry now.’ 

“This illustrated the attitude of mind held by the public 
in general for quite a number of years after the introduc- 
tion of the writing machine. It is different now!” 

oaiiaiasiiiinimetiant 
Monroe Men Honored by Seven Year Club 

G. A. Jensen, division manager of the North Central 
Division of the Monroe Calculating Machine Company, 
Inc., has just been honored by admission to membership 
in the Monroe Seven Year Club because he has completed 
his seventh year with that company 

Mr. Jensen, who is a native of New York City, spent the 
early years of his association with the Monroe as sales 
representative and then as district manager in various 
cities in the East. He was later appointed division assist- 
ant of the company’s Northeastern Division, and _ since 
1930 has been manager of the North Central Division, with 





G. A. JENSEN 


supervision over the districts throughout the north cen- 
tral states. Mr. Jensen has his headquarters in Milwau- 
kee, Wisconsin 

\. B. Foeste, manager of the Rockford, Illinois, district, 
is also a newly elected member of the Monroe Seven Year 
Club, as is Gene Valentine, who covers the Niagara Falls 
territory for the Monroe Company 

Many of the members of the Monroe Seven Year Club, 
who number more than three hundred, already boast a 
connection with the company of more than fifteen years, 
the next milestone recognized by this honorary organiza- 
tion. The member who most recently passed his fifteenth 
anniversary is W. W. Phillips, manager of the company’s 
Springtield, Illinois, district During this fifteen year 
period, Mr. Phillips has represented the Monroe Company 
in and around Springfield, and for the greater part of the 
time has been manager of the district. 

Se ee 
New Store at Asheville, N. C. 

Halsey & Griffith, Inc., dealers in blank books and loose 
leaf devices, steel and wood office furniture, social and com- 
mercial stationery, etc., opened about June 1 an up-to-date 
store at Asheville, N. C., similar to that company’s estab- 
lishment at West Palm Beach, Fla. 

Sa 
Deans Takes New Quarters in Atlanta 

L. M. Deans has moved into new premises at 31 Pryor 
street, N. E., Atlanta, Ga., and has added used office fur- 
niture to his stock.—JHR 














TULY, 19 





Western Distributors: 


Associated Stationers Supply Co. 


Jefferson & Quincy Streets 
Chicago, Hlinois 


Facts Worth 


Considering 


When looking for a source of supply for steel office equip- 
ment, these facts about Columbia products and service 
are worth careful consideration: 


All-Around Quality: In fine workmanship, easy drawer 
operation, durable finish and the capacity to render perma- 
nently-satisfactory service, Columbia products are out- 
standing. 


Wide Variety: Four lines include a surprising variety 
five drawer, standard, counter and desk height files, wide 
and half sections, card indexes and short depth units for all 
regular requirements in addition to ledger desks, posting 
trays, cross files, check sorting decks and special equipment. 


Unfailing Service: Large stocks, quick assemblage and 
excellent shipping facilities—motor truck, rail, boat—per- 
mit immediate shipment of standard equipment, while in- 
quiries and requests for special quotations are answered 
promptly. 


Consistent Policy: Columbia does not sell certain 
dealers at prices which eliminate others from fair competi- 
tion. Columbia does not maintain any direct selling or- 
ganization; retail inquiries always are referred to the dealer. 


Close Co-operation: Every possible assistance is ren- 
dered to enable the dealer to handle Columbia products with 
increasing satisfaction to himself and his customers. 


Dealers who wish to consider these facts in detail are in- 
vited to write for the latest Columbia catalog and price list. 


Columbia Steel Equipment Co. 
Office and Showroom P. 0. Box 2244 
No. I So. Broad St. Philadelphia, Pa. 


COLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 
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9? 
(f) Finish: The grain surface of the leather shall 
be finished with linseed oil coatings 
and no pyroxylin shall be used. 
thove extract taken from Government Specifications for leather upholstery for Furnishings of the Senate Office Building, Washington, D.C., issued March 16, 1933. 


Only A Detail, *herefore [mportant 


The finish on upholstery leather may be 
only a detail. But it is an important one, as 
evidenced by the inclusion of this detail in 
the specifications for leather upholstery for 
the furnishings of the Senate Office Building 
at Washington, D.C. This detail is likewise 
important to every maker, seller, and user of 
office furniture as well. 

On that detail depends the long years of 
satisfactory wear of leather upholstered fur- 
niture. 

Linseed oil-japan finishes are admitted to 
be the most durable for upholstered furniture 
use. [his company can make and does make 


other finishes for other types of Jeathers, but 


its principal upholstery leathers are finished 
with successive coats of linseed oil, thor- 
oughly baked on. The result is an honest, 
dependable, and satisfactory product. 

Standard grades of upholstery leathers fin- 
ished with linseed oil include the following: 
COLONIAL GRAIN, WARWICK, SUPER-VEAL, 
MOORISH GRAIN and IROQUOIS. 

Even though the finish of upholstery 
leathers may be only a detail, manufacturers 
and dealers of office furniture will eliminate 
complaints on upholstery leather by insist- 
ing on Linseed Oil Finish, or, better still, by 
specifying any of the standard grades of up- 


holstery leather above. ‘They cost no more 





KFAGLE-OTTAWA 


LEATHER CO., Granp 


Haven, MicHIGAN 
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Importance of Proper Form in Mailing Advertising 


The following paragraphs are taken from a letter re 
ceived on June 4 from Postmaster General James A. Farley 
addressing the Mail Advertising Service Association, Sher 
man hotel, Chicago, on May 9 

“It is important to the mailer not only from the stand- 


point of economy, but in order that successful results may 
follow his advertising, that advertising matter be properly 
prepared for mailing. The postal laws and regulations gov- 
erning the acceptance of mail matter must of necessity lay 
down certain the 
The Department has no desire to interfere unduly with the 


conditions in interest of uniformity 


plans and desires of mailers, but, as in all games, there 


must be certain rules of conduct As a word of caution 


may I say, ‘Analyze before you advertise’? 
“In laying out a mail advertising campaign, ascertain, 
for instance, whether your covers bear any indorsements 


not permissible on matter mailed at the rate planned; 
whether the permit mailing privilege can be used to advan 
tage or whether precanceled stamps would be better 


adapted to your purpose, whether they should be purchased 
rolls 
how they should be prepared; whether your advertisements 
should be 


permit at 


in sheets or in if window envelopes are to be used, 


mailable at the regular third-class rate or under 
the bulk rate, and whether business reply cards 
or business reply envelope s should be enclosed with your 
circulars, 

“Your postal establishment is anxious to be of service to 
you. It was designed for that purpose. When contemplat- 
ing the presentation of mailings, especially if in a consid- 
will be helpful if you will consult your 


erable quantity, it 


postmaster before preparing the matter.” 


> —- 
Copper Stationery 
Among the efforts of the copper industry to stimulate 


new uses for this useful metal is employment of thin cop 
While this 


any ap 


per sheets as a novelty in correspondence 


method of employing copper does not represent 
preciable tonnage, it emphasizes the versatility of the red 
limited to arts. By 
the 


to produce 


metal, which is not the mechanical 


employing electrolytic deposition, instead of rolling 


metal to the required thickness, it is possible 
sheets as thin as .00135 inch thick, weighing one ounce per 
foot Thicker sheets can be made by this process 
The 
sheet is bright polish finish, while the back 


square 
weighing up to eight ounces per square foot face 
side of the 
varies in color, showing the coloration as the sheet leaves 
the revolving cathods on which the film of copper is de 
The back 
sometimes a variation of green and purple, and again may 
red that 


When used in a typewriter the copper sheet may receive 


posited coloration of the varies trom a tan, 


be a blaze of rich rivals a gorgeous sunset. 

the impressions of an inked ribbon; the ribbon may be 
switched out as for cutting duplicator stencils—in the lat- 
ter case the impressions of the typewriter type are clear 
While the 
does not lend itself readily to use in the stencil duplicator 
Excellent 


cut and sharp sheet copper used as stationery 


process, it is feasible when run at low speed 


results are obtained when used in the type printing dupli- 
cating process, 
B. D. Noetzel, 


additional 


30x 232, Houghton, Mich., can furnish 


information on request. 
——— 
Pencil Slat Factory in Oregon 
At Cottage Grove, Ore., a pencil slat factory has recently 
been established. Rough-bark cedar is being used for the 


purpose and wood slats of this material are being made 


ready for the leads. 
The factory was established by Robert H. Savage of 
Marshfield \ large supply of pencil wood is available 


CML. 
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JASPER CHAIR CO.’S 
NEW LEATHER LINE 


The Jasper Chair Company adds another attractive and graceful 
line in which expert upholstering predominates. Fine workman- 
ship, superior finish, correct balance, thorough comfort, pleasing 
outlines, these chairs are of a highly attractive and inviting ap- 
pearance, at a very special price. 

Besides the chairs illustrated, four other new numbers, side chairs 
for banks and business offices, have also been added, which will | 
satisfy a growing demand for chairs of this type. | 


The Right Chair at the Right Price 


JASPER CHAIR COMPANY 


Jasper, Indiana 


Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., hone 
Boulevard 7957 

























PERFORMANCE 
COUNTS 





Price $ 4°°° 


Monet 8-100 





ITH these machines you have a line 


of stapling devices that will satisfy 

fully 90°, of your requirements. The 

pliers are portable, easily taken from place 
to place. They staple quickly and securely. 
They are well made and rugged and stand 
the gaff of steady production. The NEVA- 
CLOG Ejector Bar quickly clears the channel 
no holding up production 
All working parts are 


of misused staples 
for tools or repairs. 
hardened for long service with proper function- 
NEVA-CLOG is a sure bet. 


ing. 





Price $ 3,50 


Mopet J-10 


NEVA-CLOG is 


You are the man 


N THE Stapling field 
the five star program. 
For promotion 

folders, newspaper 


who selects it. it is 
NEVA-CLOG displays 
everything you need to mer- 
Its performance is 
they will come 


mats or cuts 
chandise the product. 
guaranteed, and you know 
back machines 
staples. 
broadest field imaginable for sales effort. 


Tie up to the NEVA-CLOG Program. 


NEVA-CLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 


more more and more 


Its general utility gives you the 
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Winslow System Summarized in Bridge Folder 

We are told that nearly every typewriter dealer in the 
is familiar with and has used the little folder en- 
Keys to Contract designed by Gor- 
don Laurence a year or so ago for L. C 
We are informed that the public demand for these leaflets 


country 
titled Corona Bridge, 
Smith and Corona 


has reached the staggering total of over eight million 
copies 
Mr. Laurence has now produced a similar but improved 


four-page leaflet carrying a new universal system of bidding 
for the increasingly popular game of contract bridge. It 
is called the Winslow system and the headline reads, “Win 
Winslow.” These leaflets will be, we are told, avail- 
able shortly to [ 
the Smith-Corona organization, with the dealer’s imprint on 


with 
typewriter dealers through the courtesy of 


tront cover. 


manufacturers in 


the 
Dealers or 
may be interested may obtain an advance copy free by ad- 


non-competing lines who 


dressing Gordon Laurence, vice-president, Nascon Service, 


Inc., 60 East Forty-second street, New York, N. Y 





TWO WHOM SALESMEN LIKE TO CALL ON.—On the left is 
Henry Thorne of H. C. Boyesen & Co., St. Paul, and on the 
right is Art. Bergstrom of Perkins Bros., Sioux City—-out where 
the tall corn grows Both are devotees of golf, hunting, fishing 
and other outdoor activities They are pleasant gentlemen to 
meet, and make the salesmen who call feel like welcome guests 


a ee 


Mr. Kimm Needs New Supply of Catalogues 
Jesse J. Kimm, manager of Kimm’s Vancouver Stationery 
Company, says that it is bad enough to be burned out, but 
transported to another country at the same time is 
His objection refers to an item on page 92 


located the store in 


to be 
just too much 
Kimm 


of the June issue, wherein we 


Vancouver, B. C., instead of Vancouver, Wash 

We apologize 

Mr. Kimm, by the way, is in need of a new supply of man- 
ufacturers’ catalogues and price lists, his former catalogue 


library having been destroyed by the recent fire 


“Advertising in Overalls” 


L. S. Hamaker, manager sales promotion division, The 
Republic Steel Corporation and The Berger Manufacturing 
Company, addressed the Pittsburgh Advertising Club on 
This address was reprinted in 


Mr. Hamaker told of the 


work, they 


“Advertising in Overalls.” 


part in Printer’s Ink Monthly 


four major objectives of his and how were 


ac hieved 
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Provides 
Choice 














Acme features 

have made visible 
records easier to use— 
more efficient and 
profitable 


Insite Record Products provide new, 


original ideas in design, principle, 
compactness, lower cost and greater 
usefulness of visible equipment. 


\ ae a 
' >. ‘ 


ACME VISIBLE RECORDS Noiidiiectmateritiar 





Acme provides for you another full line ot equipment. Now—dealers selling Acme Equipment 


have two distinct lines—ACME VISIBLE RECORDS and INSITE RECORD PRODUCTS. 


In selling Acme visible records, as well as indexing records, your customer will now be 
given a choice, and the choice involves two products made by Acme—whose creative staff 
and world-wide organization are devoted entirely to visible equipment. 


The exclusive features of Acme Visible Records and Acme Insite Record Products cause 
your customers to use their records more extensively, effecting savings and profits. 


Both of these products are available only to one selling organization in each city. 


BULLETINS AVAILABLE 


You are invited to check the divisions of Acme products as listed below for descriptive 
bulletins that will be sent you immediately. 


Acme Visible Card Cabinets Acme Insite Ledgers 

Acme Insite Card Cabinets Acme Tube Indexing Equipment 
Acme Visible Card Books Acme Flexoline Indexing Equipment 
Acme Insite Card Books Acme Indexing Signals 

Acme Visible Ledgers Acme Standardized Record Forms 


Acme Enamel Signals for all Types of Records 


Eleven Acme items now in universal use. Full details of exclusive dealer arrangement 
gladly mailed upon request. 


(To foreign countries our cable address is ACMELOID, Chicago.) 
ACME CARD SYSTEM COMPANY, 8 South Michigan Ave., Chicago, Illinois 
SS SS kN LL aT I 
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8 out of every 10 


96 


office chairs need new casters 





Tap this profitable new source of business 
with 
D»>-B+}AMOND-OARROW > 


IT’S GETTING THE 
ORDERS! 


This long neglected market needs but little cul- 
tivation on your part to product a nice harvest 
of profits. Never before has there been a caster 
with such outstanding sales appeal—the most 
efficient caster ever developed for office 
chairs. It has new and exclusive selling 
points that you can sell to your cus- 
tomers. Office appliance dealers who 
have taken advantage of this 
sales opportunity say that 
EVERY DEMONSTRA- 
TION MEANS A SALE. 
And rapidly mounting 
sales figures PROVE 
this assertion true! More- 
over, the DIAMOND.- 
ARROW is a LEADER 
for sales of other Bassick 
floor protection equip- 
ment, such as shown at 
the bottom of this page. 
Write for information 
about this ripe profit op- 
portunity. 


















Full Floating 
Free Swiveling 


The Diamond Arrow is the most 
revolutionary development in office 
chair caster design in years. It has 
an utterly new principle of bearing 
construction that gives it added 
strength, smoother operation. It 
has easier swiveling action, greater 
mechanical efficiency, lower overall 
height—and economical price. For 
complete information, write 
THE BASSICK COMPANY 
Bridgeport, Conn. 


The Most Efficient Caster 
Ever Developed for 
Office Chairs 


FLOOR PROTECTION EQUIPMENT 


“Socket” NoMar “Drive-On” NoMar Round Desk Cup Rubber Cushion Square Desk Cup 
Furniture Rest Furniture Rest Unbreakable Atlasite Chair Slide Unbreakable Atlasite 
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Seattle Concern Takes New Location 

The Utility Office Supply Company in June removed to 
a permanent ground floor location at 1016 Second avenue, 
on the financial and business thoroughfare of the city. This 
move adds to the company’s floor space and gives them two 
fine windows in which to display their new enlarged stock 
The company, established by W. Mayhew Gillies, has been 
located at 417 Hoge building annex, on the fourth floor. 
At the new location lines and service have been increased 
and new members have been added to the staff—CML. 


ania 

Williamson Covering the St. Paul Territory for 
Multigraph 

C. J. Williamson, who was formerly sales agent for the 

Multigraph division of the Addressograph-Multigraph 

Corp. at Des Moines, Iowa, for seven years, was trans- 








Cc. J. WILLIAMSON 


ferred earlier this year to St. Paul, Minn., where he now 
covers the territory under C. B. Brown, sales agent at 
Minneapolis. Mr. Williamson reports that business is on 
the up-grade in his territory and that he expects to estab- 
lish a record in Multigraph sales in 1933. 


a 
Schmall Severely Injured by Automobile 

On May 14 while walking across Fourth avenue in New 
York City, William E. Schmall of the Swan Pencil Com- 
pany was struck by an automobile. He was taken imme- 
diately to Bellevue Hospital, where it was found that he 
had sustained three fractures in one leg. It is stated that 
he is making good progress toward recovery, but will have 
to remain in bed for several weeks owing to the number 


and severity of his injuries. 


a 
R. K. Ward Establishes Business at Chicago 

R. K. Ward, who has been with the Chicago branch of 
the L. C. Smith & Corona Typewriters, Inc., several years, 
has established an office machine and equipment business at 
24 South Wells street. He handles duplicating machines, 
miscellaneous office devices, furniture and specialty items, 
offering new and reconditioned machines and devices for 


the modern office 


_—— 
Hagen on Scottish Rite Degree Team 

P. C. Hagen, manager of the Panama Carbon Company, 
215 West Fourth street, Tulsa, Okla., was a member of a 
team composed entirely of Tulsans who administered the 
twenty-seventh Scottish Rite degree work at the semi-an- 
nual reunion of Indian Consistory No. 2 at McAlester, 
Okla., last month—HDR. 


~>— 

Camp Recovering from Operation 
R. B. Camp, city salesman for the Carithers-Wallace- 
Courtenay Company, Atlanta, Ga., is recovering from a 
serious operation which kept him in the hospital for sev- 


eral weeks.—J HR. 
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Proven 


BEST 
by 
**Olfice 
Test!” 


* 
GRAND PRIZE 


CARBONS AND RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 


Chicago Office: New York Office: 
608 So. Dearborn St. 42 Exchange Place 
Boston Office: Los Angeles Office: 
66 Franklin St. 406 No. Main St. 
Denver Office: Atlanta Office: 
1030 15th St. 503 Volunteer Bldg. 





@ Send for BOOKLET 


WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 

















that more and more business offices are 
adopting the long lead mechanical pencil for 
general use. Scripto has convinced modern 
business of the efhciency and economy of this 
type of pencil. 


The Stationer who keeps in step with the 
demands of modern business is supplying 
his customers with Scripto. He does not 
gamble with his prestige by selling untried 
imitations. The Stationer knows that 
Scripto originated and has specialized for 
ten years on this one type of pencil, and 
that Scripto alone created this market by 
perfecting the long lead mechanical pencil. 


We gladly furnish samples 
t 

and complete selling in- 

formation for the Stationer’s 


saicsmen 


No. 4 Pencil—10c No. 5 Pencil—15¢ 
Pocket Model Desk Model 
holds 4° lead he lds 5” lead 









doriple 
ERASERS 





No. 81 Pack 10 erasers 10¢ 
Also supplied in '% gro. box 


und in 5 gro. box 





No. 131 Pack—12 four-inch black leads—15c. Scripto 
Smooth Writing Long Leads are made in 4” and 5” 
lengths in 10 degrees of black and 15 colors. Supplied 
in the :ma'l pack, the 4 gro. box and the 5 gro. box 


Manufacturing Co. 
Atlanta , Ga. 
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Bryant Sells Out to Ivan Allen-Marshall Co. 

The Ivan Allen-Marshall Company has purchased the 
interest in the Atlanta Printing and Litho. Company owned 
by J. W. Bryant, who will take a vacation. This puts the 
entire ownership of the company in the hands of the sta 
tionery firm, and it will be operated as a division of the 
[van Allen-Marshall Company, with much new equipment 
Merrill Duncan has been appointed manager.—] HR 


———~<—p>__ 
Peter Poggi Moves to New Address 


The American Dictating Machine Company, of which 
Peter Poggi is an official, has removed to a new address 
at 1141 Broadway, New York City 

Che company will handle dictating machines, typewriters, 


adding machines, Mimeographs and other machines 





LIKENESS OF RIBBON AND CARBON PAPER MAN JUST AFTER 
RECEIVING A LARGE ORDER.—R. C. (‘‘Red’’) Moore of the Kansas 
City office of the Columbia Ribbon and Carbon Company, walking down 


the street all unconscious of the tilting buildings behind him For 
tunately this is not a picture of an earthquake—the snapshotter is re 
sponsible for the leaning effects ‘Red’ is big and tall, with a shock 


of flame-colored hair He ought to go collegiate, but he wears a hat 
instead He is secretary of the Mid-West Travelers, and asks the boys 

to send in news items—-204 Dwight building, Kansas City, Mo 

——— 
Tigard Typing Team Wins Again 

At Tigard, Ore., high school pupils are taught a champ- 
ionship method, reminding one of the old Indian’s remark 
when he first saw atyping class: “Boys and girls hit ‘em in 
teeth, make ‘em say words.” In the state typing champion- 
ship contests last month at State College, Corvallis, Ore., 
the Tigard typing team repeated its victory of a year ago 
by winning the state championship in the eleventh annual 
Oregon high school typing contest. The Tigard team made 
an average net rate of 58.03 words a minute. The Frank- 
lin High of Portland won the accuracy cup with an aver- 
age of only 4.25 errors, or a percentage accuracy of 
94.92 —CML 

— 

Woman Stationer Heads Professional Women’s Club 

Mrs. James H. Hartzell of the Hartzell Stationery Store, 
Seattle, Wash., was recently elected president of the Uni- 
versity Business and Professional Women’s Club in the 
University District of Seattle 

Mrs. George Minor of the Minor Press was made cor- 
responding secretary —CML 

~~ 
Ragsdale Joins Millers, Inc., at Atlanta 

P. H. Ragsdale, formerly connected with the Atlanta 
branch office of the Parker Pen Company, has become 
connected with Millers, Inc. He will be in charge of the 
Parker Pen service, Millers having recently been appointed 
authorized Parker dealers in Atlanta. —JHR 
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THERE LS \ DIFFERENCE IN TYPEWRITER RIBBONS & CARBON PAPERS 





The 


SILKEN SKEIN- 


for BEAUTY in TYPING 
for DURABILITY and LONG LIFE 
for QUANTITY in MANIFOLDING 


FOR AN INCREASE IN YOUR PROFITS 


/ 


I, this piece of gossamer silken fabric, delicate 
as a lady's handkerchief, lies strength far greater 
than in cotton—and profit far greater than you 
can ever earn on the sale of cheaper typewriter 


ribbons. 


Particular typists and office managers know that 
this extra quality in Silk Gauze Typewriter Rib- 
bons pays—and they are willing to pay to get it. 
Real “secretarial” ribbons, Silk Gauze Ribbons 
are intended for the better class of typists who 
can appreciate them and get the most out of them. 
Very thin, very tough, very long-wearing, they 
add immeasurably to quantity and efficiency in 
manifolding, to producing beautiful original and 
carbon copies, consistently uniform, day after 
day. 

Your finest trade will appreciate Silk Gauze 
Typewriter Ribbons. Write us for prices, per- 


formance proof and sample. 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory, Glen Cove, L. I., N. Y. 


Branch offices and agencies in all principal cities of the United 
States—also London, Madrid, Milan and Sydney, Australia 








THE REAL SILK 
SUPER-RIBBON 
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A C C O ORIGINATES AN D DEVELOPS 


4 





BECAUSE ACCO CONCENTRATES 


It Pays You 
To Concentrate on 


Acco 





For thirty years ACCO has concentraled on the manufacture of paper holding devices. Fre- 
quently during thal lime—and especially during the past three years—ACCO has been offered the 
opportunity lo make and distribule other products. Bul ACCO believes that ‘‘slicking everlastingly 


al it” is the best policy—and ACCO has proved thal it pays to concentrate! 


1CCO Fasleners and Folders were originaled and developed to give business a worth while service 
and stalioners a worth while profit. All ACCO Products are related—in one class. All ACCO 
Products make group sales easier for the stationer. All ACCO effort is devoted lo making ACCO 
Products as well as they can be made—improving where improvement is possible—adding lo the line 


only such items as may be lied to the rest of the line. 


The result of this concentration is a line of ACCO Products thal every stalioner can be proud and 
happy to sell—because it enables him to concentrale—to build bigger sales—lo make more money. 
Thousands of stalioners have proved this to their profit. We hope you are one of them—bul if you 


are nol, send for the new ACCO catalog, just off the press—and get the ACCO story. 


ACCO PRODUCTS, INC., 39th Ave. and 24th Street, Long Island City, N. Y. 






Canada Europe: 
Acco Canadian Co., Ltd. Acco Co., Ltd. 
154 King St., W., Toronto 18 Whitefriars St., London, E.C.14 


ACCOPRESS BINDERS 


left) formerly known as ACCO Covers 

are made of the same durable press 
board as Accobind Folders. They are 
cheap, loose leaf binders of large capac 





ACCO PUNCHES 


are made for every loose leaf 





Unlimited 
Capacity 





ity and take the place of expensive gauge and hole A mere pres- 


serew post binders. Ideal for holding 
inactive as well as active papers. Made 


sure of the fingers operates the 
durable steel cutters A broad 


in all standard binder sizes, punched for 
all standard gauges of round and slotted 





holes for any capacity 


ACCOBIND FOLDERS 


left) are made of heavy pressboard in 
all standard sizes of correspondence and 
record sheets. Hold 1" and 2” volume 
of papers. Each folder contains an 
Acco Fastener which makes it impos 
sible for papers to slip or tear out of the 


fe rider 





























table base supports the paper 
Acco Pune hes never break, rust 
nor require servicing of any sort 
and are fully guaranteed in 
every respect 


ACCO PAPER 

FASTENERS 
bind papers firmly, yet allow 
sheets to be removed or inserted 
in a jiffy For all standard 
gauges of punching, and any 
capacity Bound Papers are 
Safe Papers! 
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“A Small Town Is No Barrier to a Successful 
Typewriter Business” 


The Story of an Office Machine Business in a Town Whose 
Population Is Only One Thousand 


C. L. Eicholtz of New Oxford, Penna., just happened to 
go into the typewriter business. As a young man still in 
his teens he purchased a typewriter for his own use. A 
neighbor saw it and wanted one like it. The business 
acumen that later characterized Mr. Ejicholtz’s activities 
in the typewriter business began stirring and resulted in 
the sale of his first machine to his neighbor at a profit. He 
bought another machine for himself and within two weeks 
had a prospect who soon became a purchaser 

The circumstances convinced the young man that an 
untapped market for typewriters existed in his community. 
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HANDSOME FRONT OF THE EICHOLTZ 
STORE IN NEW OXFORD, PENNA 


He decided to go into business, ordered a couple of rebuilt 
machines, and set himself up as a typewriter man. After 
some little time he had sold twenty machines in his home 
town, where the population is only 1,000 

The horizon of Mr. Eicholtz’s activities began to widen 
He increased his stock and began canvassing surrounding 
towns. The business flourished. Agencies for the Royal 
standard machine and the Corona portable were taken and 
have been carried ever since More recently the Royal 
portable and the Corona adding machine agencies were 
acquired. Today, a large stock of used and rebuilt ma- 
chines is carried in the Eicholtz store in addition to a 
substantial supply of new machines that are handled on an 
agency basis. 

Mr. Eicholtz owns his store, a modern one-story struc- 
ture, colonial in architectural design. Facing the Lincoln 
Highway, the store is well located, its trim beauty often 
exciting the interest of tourists passing through New Ox- 
ford. The front of the building is red tapestry brick with 
white stone trimming. Just inside the door is a hand- 
somely furnished reception room finished in mahogany. 
The next room is a combination store and office. In the 
rear is the service department, equipped with every mod- 
ern convenience. The basement serves as a combined 
storage and shipping room. On the lot adjoining the store 
is Mr. Eicholtz’s home, attesting to one undoubted advan- 
tage of operating a business in a small town, where it is 
possible to live next door to the business. 

New Oxford, Hanover and Gettysburg are the scenes 
of Mr. Eicholtz’s business activities. He uses two cars to 
cover his territory, employs one regular service man and 











STATIONERS |= should 


BE PREPARED to meet the de- 
mands of the consumer when 
the rebound of business strikes. 
Depleted stock is not good mer- 
chandising. Successful Dealers 
must maintain a representative 
supply of salable goods. 


QUALITY and VALUE 


The wide price range of the 
M&V line will assist you to meet 
the budget plans of your trade. 
Do not try to fool anyone by 
offering bargains. Furnish them 
typewriter ribbons and carbon 
papers that assure full value 
for every dollar. Our reputa- 
tion for Quality and fair deal- 
ing is unchallenged and dates 
back to 1888. It is a recognized 
fact that the integrity of the 
maker is always the best guar- 
antee for the product. 


THEM &V?” Service Dept. 


is prepared to assist and protect 
the distributors of “M&V” 
typewriter ribbons and carbon 
papers. WRITE for catalog, 
prices and complete informa- 
tion. 


MITTAG & VOLGER 
INC. 


Principal Office and Factories: 
PARK RIDGE, N. J. 


Agencies Throughout the World 
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VERTICAL — EXPANDING 


File Pockets 


still lead the way to greatest filing 
satisfaction. 

Sturdily constructed from _ first- 
quality red-rope stock, their last- 
ing serviceable qualities make 
them the cheapest buy in the long 
run, 


“Vertex” Pockets will 


satisfy your customers 


Alwah Bushnell Co. 


i3th and Wood Streets 
PHILADELPHIA 
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a part time salesman. At least once a week he calls on his 
prospects, a policy that unquestionably has been a large 
factor in Mr. Ejicholtz’s record of winning a number of 
prizes for exceeding quotas in sales contests conducted by 
the Royal Typewriter Company and L. C. Smith and Cor- 
ona Typewriters, Inc. 

During his business career, Mr. Eicholtz has sold type- 
writers in Philadelphia and Baltimore, but he prefers to 
operate in smaller communities. Frequently he is asked, 
“Why do you carry on a typewriter business in a small 
town?” His answer is, “It’s not the town nor where you 
are, but where you go and how hard you work that counts. 
\ small town is no barrier to a successful typewriter busi- 
ness.” And the history of Mr. Eicholtz’s business proves 
the truth of his assertion 

ee 
Ribbon Makes Good Copy after Twenty-five Years 

It is not often that a copying ribbon for a typewriter is 
called upon to prove its efficiency after the lapse of a 
quarter of a century. This very thing, however, happened 
recently to an A, P. Little copying ribbon which was dis- 
covered among some old office supplies in a railroad office 
in Indiana. The agent of the New York Central Lines tells 
the story in the following letter sent to A. P. Little, Inc., at 
Rochester, N. \ Carbon, Indiana, 

\pril 28, 1933 
A. P Little, Esq., 
Rochester, N. \ 
Dear Sir 

[ am writing you this letter on a No. 5 Oliver Typewriter 
equipped with a “Little’s Brilliant Typewriter Ribbon for 
the Oliver. Black Copying Blue. Manufactured by A. P 
Little, Rochester, N. Y., U. S. A.” 

This ribbon was purchased in the year 1908; was enclosed 
in a round tin box, and covered with foil paper. This rib- 
bon happened to be put away with some other office sup- 
plies and overlooked until recently, when I was in need of a 
ribbon, and finding this one, decided I would give it a trial, 
expecting it, however, to have become dried out. To my 
surprise I found it to be in about a perfect condition, and 
have used it daily, this being about the tenth time it has 
been run through and reversed. The ribbon is not yet cut 
through by the type, which so often happens now after one 
or two reversals with present day ribbons,* and no doubt 
this letter will make several wet copy impressions 

Chinking this will perhaps be of interest to you, I am, 

Yours very truly, 
(Signed) C. H. EPPERSON, Agent 
NYC Lines 

Mr. Epperson’s letter was typed on an Oliver machine 
having book-face type, and every letter of the communica- 
tion is clear, distinct and of good color 

—~> 
“Swamped with Orders” 

The Bates Manufacturing Company, Orange, N. J., re- 
ports that orders for the new Bates file fastener have piled 
up so rapidly that deliveries are two or three weeks be- 
hind orders. New production equipment has been ordered 
so that the company expects to catch up soon and fill all 
future orders promptly. 

—_—_—~»- 


*NOTE.—Our own experience and that of other users ts 
that present day products are quite as good if not better 
than those of long ago. Many improvements In processes 
and machinery have taken place, and many men of fine 
technical ability have given their attention to the ribbon 
and carbon industry during the last twenty-five years. If 
it were possible for the writer of the above letter to take 
a standard modern typewriter ribbon and set it aside fora 
quarter of a century, he would, we are sure, experience a 
sense of satisfaction not unlike that which he now enjoys 
The same ribbon will not wear alike for different operators 
Each individual has a different touch, heavy, medium, light, 
and all the gradations in between. 

We know of no supplies for office use that give so great 
a return on the investment as good typewriter ribbons 
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PROOF that Oxford Corrugated Board Files 
are making good in a BIG WAY! 


NINE HIGH, and that’s 
no TALL STORY 


Six months ago a New York stationer 
sold this installation of Oxford Heavy 
Duty files to a finance company, to 
take the place of steel cases for their 
transferred records. Since then repeat 
orders have come in regularly. 




















Notice how space is economized, 
without resort to steel shelving. Files 
are stacked nine high (only the ceiling 
prevents going higher) and are locked 
together vertically and horizontally in 
solid batteries. 


The convenient reference of steel—at corru- 
gated board cost! 





Here’s an installation of 


OVER 1000 


Whether records requiring occasional 
reference accumulate in such tremen- 
dous quantities that whole floors, as in 
this picture, must be devoted to stor- 
age, or whether it's just the normal 
storage requirements of the average 
concern—point out the economy of the 
Oxford Standard Series storage file, 
and make sales, large and small. 

Think over the cost of steel shelving, think 
over the labor of consulting records, if these 
were top-closing cases instead of sliding- 
drawer files! 









ee DATURES DISTRIB 


amor n ( pictares 
a Yy eed | 
aa SaUAR ' 


fas 






The company where this installation was made 
thought it over—and the letter reproduced 
below tells what action they took. a | 


How to get your | 
SE 
share of this business: 


If you haven't demonstrator samples of the Oxford Files, send for them now, | oi. w- Sm" "*s ea ne a8 wave! 

and for the sales manual which gives you the salient selling points. tror bageEceranes for we ON 

It's always transfer time—every business concern transferring or storing ne ae ‘ omen 

records is a live prospect for immediate sales of the only complete line ang of your WF os le 
of corrugated board files— ree er penes mest y "| 
. . ° . on . IS SoH ax at. 
Standard Series for Storage, Heavy Duty for Transfer. I GLE yd 


Write today! 


Oxford Filing Supply Co., 340-A Morgan Ave., Brooklyn, N. Y. 
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Free Typing Classes Increase Royal Sales 


| . 
Che Royal Typewriter Company, Inc., has worked out a 
successful typewriter promotional plan which has been fea 


tured by two leading Royal dealers—the National Type- | 








PAR 7. 


Of new, live resilient rubber, uniform in color 
and superior in quality, PARR rubber keys are 
made to a hair-line precision. The concave 
surface of the keys forms a pleasing, soft touch 
for the typist. The heavily inlaid characters 
are accurately centered and guaranteed not 
DETROIT ROYAL CLASSES PRACTICING.—Scene in the J. L. Hudson to wear off. 


store during a session of the free Royal typewriter classes Students 
mastered the work with little difficulty 








All metal parts are brass with baked black 
rubber enamel finish—the same high grade 


writer Exchange, Hartford, Conn., and the J. L. Hudson oer : 
finish found on the finest cameras. 


Company, Detroit. 

The plan consists of a typing course given free of charge PARR Keys are kind to the eyes, a sure pro- 
tection against glare. They protect the fingers 
and nails and encourage great speed of opera- 
tion. 


and without obligation, in a short series of lessons, using 
the Lipman Touch Typing cards developed by Royal. The 
object is to give the student a knowledge of the typewriter 
and the touch system sufficient for all amateur typing pur- 
ses. The course was designed to attract to the stores | Sold in smart, modern, at- ©The rubber twirler sup- 


- plied with the keys presents 
ap > » ar ace f 
tractive, colored package. A @ uow, double cation fem 


| written guarantee aSSUreS ture. Being comugated in- 
complete satisfaction for at — sideand out the twirler gives 
@ positive, nonslip action 
and a soft, sure grip. 


po 


least one year. 


Sell PARR Keys for profit. 

Write for samples and com- ©PARR Kevs ere mode for 
nm ad « sa i dine , all typewriters, adding and 

plete information. billing mechines. 


PARR RUBBER KEY CO. 
158 VARICK ST., NEW YORK CITY 







UNCONDITIONALLY a 
GUARANTEED 











HARTFORD TYPING CLASS PRACTICING ON ROYALS.—Diligence char- | 

acterized the work of students who mastered the typing lessons on the | 

Royal, with the Lipman cards Scene in a classroom in the National 
Typewriter Exchange building | 


high grade typewriter prospects, and to convince them of 
the convenience—even the necessity—of a home type- 
writer. Both in Detroit and Hartford the returns exceeded | 
expectations. In the former city, where over a thousand 
| 


persons had registered during the first week, instruction 
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Sell the IDEA and 
you sell a VARITYPER 





of the 


Varityper. 


ERE’S a type plate... one 
for 


maeny 


available each and every 
@ Each type plate reproduces a different type 
face in different type sizes. e These plates can 
be inserted or removed in less time than it takes 


: 
to tell you about it. 


Show 
obtain from such a wide choice of change- 


your customer the effects he can 
able types and type sizes and you'll sell 


him a Varityper. 


This changeable type feature plus many other 


new and improved uses for typewriting not 
available on any other typewriter, insures you a 


protected, non-competitive business. 


WHEN YOU SELL VARITYPERS 


YOU ARE GUARANTEED THREE THINGS: 


|. More actual dollars and cents in profit 


on the sale of each machine. 


2. Absolute freedom from competition in 
your town or territory. 


« 


3. An additional steady profit from the sale 
and resale of type plates. 





The Jlarityper is the It pays you to CONCEN- 
new deal to the type- TRATE on Varityper 
writer dealer. Sales. 


VARITYPER 


DIVISION OF 


RALPH C. COXHEAD CORPORATION 


17 PARK PLACE, NEW YORK. N. Y. 


AN ESPECIALLY ATTRACTIVE 
FOR FOREIGN DEALERS 


WE HAVE ARRANGEMENT 
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was given by experienced teachers from the Detroit Busi 
ness Institute—a leading business college 
In both cities the free typing classes were advertised in 





TYPING 
Showing part of the long 
of those intending to register for instruction 


THOUSAND REGISTER FOR ROYAL FREE TOUCH 


HUDSON STORE IN DETROIT 


OVER A 
CLASSES AT 


line formed by some 


Both dealers 
well satisfied with the sales and prospects developed 
seein 
New Sales Organization and Merchandising Plan 
Announced by The Todd Company 
of Rochester, N. Y 


plans 


newspapers and window displays the wert 


adopted new 


T he 


sale Ss 


Todd Company 
and merchandising 
both 
Bankers Supply Division products will be coordinated and 
different ot 


of 


organization 


Management of its Protectograph Division and 


controlled by twenty offices in parts 


the 


SIX ZONC 


country, replacing the former sales organization 


eighty Protectograph Division branches, and sixty Bankers 
reported 
ot effort 


Supply Division traveling representatives who 


directly to Rochester. The waste and duplication 
which resulted from two separate sales divisions operating 


in the same territory will be eliminated, and greater selling 


opportunities opened for salesmen It is expected that 
sales representation will be increased by fully fifty per 
cent before the end of the year Managers of zone offices 


will be paid a salary and bonus, replacing the former com 


mission compensation of branch managers as well as sales 


men 
With the adoption of the new plan, the company has 
announced reduced gross prices of machine products, with 
fixed allowances on old machines based on actual market 
values. Fixed prices on used machines, says the company, 


eliminates unsound trade-in practice which was to the dis 
of the 
from headquarters states that the 


advantag« 


\ report 


users 
company’s 


representatives have received with enthusiasm these 


changes in merchandising and sales organization, which, 


they believe, will effect a new period of prosperity for the 


company and its sales force. 


> 
Duncan Now Official of Legend Products Company 
D. H. Duncan, formerly of the Canode Ink & Office 
Supply Company, Chicago, is now vice-president of the 
Products Company of Indianapolis, Ind., manufac 
writing inks, duplicating inks, stamp pad inks, 

stencils and accessories 
Mr. Duncan is in the sales promotional division. L. ¢ 


Leavitt is sales manager. 


Che Legend Products Company is establishing represent 
| 


atives and dealers throughout the country and will be in- 
terested in hearing from anyone who wishes to make a 
new or additional connection 
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An 
INSTANT 
SELLER 


Here's the Proof! 


“The First Day our display window sold six 
Record Chests. Our salesmen sold eighteen.” — 
Plimpton's, Hartford, Conn. 


& 
‘Our Window Display sold seven Record 


Chests —the very first day.” —T. G. Miller, 
Ithaca, N. Y. 






* 
‘Henry (salesman) sold fifty-six Record Chests 
in just four days.’ —Pfleeger's, Utica, N. Y. 


“We sold seven Record Chests the first day. 
It's a sensation.’ —L. F. Post, Auburn, N. Y. 


2 
“Rush balance of our order of six gross. Must 
have at once.’’ — Miller-Davis, Minneapolis, 
Minn. 
oe 





It sells itself! Non-Competitive ! 


The ““Yand E” Record Chest literally brings etc. Even children delight in having a 
new dollars to you. It takes you right out place to keep things safe from prying eyes. 
of profitless highly competitive selling and Everybody buys—The price is right. 








gives you an exclusive item everybody wants Thousands of Record Chests have been 
—at a good margin of profit to you. sold — orders for thousands more are 
. . . ' . Pg 
Hundreds of dealers all over the country Pouring in daily. Don't miss out i 
' . . 
have had experiences like those listed above. on the year's biggest seller. di 
The window display alone sells these low Write or wire right now for 
. ul ° ra 
priced, fast movers. “ Y and E” Record complete details of sales 
Chests appeal to every one. For the home— plan and prices. Don't E” 
for doctors —dentists—small stores—teachers, delay a minut a 
‘ Y —_ ra 755 Jay Street 
ff Rochester, N. Y. 
¥. ~~ — reaps 
ys on Recor est Prices and 
AWMANANDERBE MFG]. = oie 
- 
755 JAY STREET, ROCHESTER, NEW YORK : 
Steel and Wood Filing Cabinets . . . Steel Desks . .. Steel Shelving . .. Safes Y Firm CE nae 
Office Systems and Supplies . Visible Index Equipment ... Bank and 
Library Equipment ro City TErereee es ee ee By eeleee 
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SERVICE 


OFFICE APPLIANCES 


AS DEFINED BY AMES MEANS 


INTELLIGENT COOPERATION: Un- 
biased, experienced and friendly, we 
believe every dealer who compliments 
us with his emma is entitled to the 
best in our shop. And he gets it. 
HIGHEST QUALITY: For thirty years 
we have maintained a reputation for 
the highest quality platens, parts, tools, 
and supplies. Yet they cost no more. 
MATCHLESS PLATEN GRINDING: 
Only from AMES can you get that 
absolutely true, uniform, smooth fin- 
ished platen of fresh, live, resilient rub- 


ber—it's an exclusive grinding process. 
PROMPTNESS: Our large and com- 
plete stock and equipment enables us 
to fill all orders correctly and with care 
and despatch. 

RIGID INSPECTION keeps our stock 
uniformly at high standards. 
COMPLETE SATISFACTION: Every 
item in our line is fully guaranteed. 
There can be no dissatisfaction. We 
will not permit it. 


For vy rts, platens, tools and 
supplies—get the AMES habit. 


AMES SUPPLY COMPANY 


564-572 West Randolph St., 


New York Office and Export Dept.: 


CHICAGO, ILL. 
San Francisco Office: 
583 Market St. 





37-39 Murray St. 
Great Britain Office: 
Long's, Ltd., 79 Queen St., London, E. C. 4. 


ATLANTA, GA., 29% Marietta St. HOUSTON, 611 Fannin St. SEATTLE, 91 Spring 

BOSTON, 136 Federal St. LOS ANGELES, 524 S. Spring St. WASHINGTON, D. t 3806 Benton St. N.W. 
CLEVELAND, 1006 Superior Ave. N.E. PHILADELPHIA, 130 S. 11th St. TORONT O, ONT., 135 Victoria St. 
DENVER, 926 17th St. PITTSBURGH, 129 Fifth Ave. MEXICO, D. is Ramon Pelayo Y Cie 

2 Callejon 5 De Mayo No. 29 


Ames Mheans Excellent Service 


ALMA— 


is now making 


SECTIONAL 
BOOK CASES 


in WALNUT or 
MAHOGANY— 
QUARTERED OAK 








finishe 





Write for prices and details 


ALMA DESK COMPANY 


HIGH POINT, N. C. 
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Theo. Muggli 





On May 14 Theo. Muggli-Rothen passed from this life 
at Zurich, Switzerland, after long and patiently borne suf- 
fering Che end, which was unexpected, came suddenly. 


He was in the fifty-first vear of a life filled with productive 


enterprise in the typewriter and office equipment industry 


He is survived by his wife, Emilie Muggli-Rothen; a son, 
Theo. Muggli; a daughter, Dora Mugegli, besides a brother 
and nieces and nephews. Funeral services were held on 


Wednesday, May 1/7, at o'clock in the afternoon at the 


Krematorium in Zurich. 
Mugeli at a time of life in which the 


2:00 


Che passing of M1 


riches of experience may fairly be expected to lead on to 





MUGGLI 


THEO 


still more substantial success, is a tragedy not only to his 


sorrowing family, but to friends and associates, and a loss 


industry in the territory over which his activities 


For many vears he had been connected with the 


to the 
extended 
typewriter industry in Europe as the representative of some 


of the leading American companies in this field, including 
the L. C. Smith & Bros. and the Royal Typewriter Com 
panies He had represented the Royal organization in 
Switzerland, with headquarters at Zurich, for more than 
twenty years and played an important part in building 


Royal prestige in his territory. Joseph L. Ryan, foreign 
sales manager for the Royal, says of Mr. Muggli: “He was 
one of the finest men I have ever worked with. From our 
first contact with him over two decades ago, I learned more 
and more to admire his character, his business integrity, 
and his devotion to his work.” 

In addition to his work in the typewriter field, Mr. Mugeli 
was widely known as the manufacturer and distributor of 
the Direct calculating machine. 

Mr. Muggli visited the United States in 1925, 


many friends during the course of his trip. He possessed 


and made 


a keen mind and was an admirable writer, contributing to 


this journal some years ago several articles on conditions 


in Switzerland, particularly during the World War. These 
articles were read with interest by subscribers of this 
journal, 

i 


Christian Launcht 
Christian Launcht, manager of the stationery department 


of Lucas Brothers, Inc., Baltimore, Md., passed away some 
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PRONTO 


Storage File 











© COLLAPSIBLE 
© STEEL RE-INFORCED 
@ STEEL DRAWER FRONT 


NO 
WONDER! 


No wonder users and dealers acclaim the new PRONTO 
Storage File. It's a winner! 

FRONT OFFICE APPEARANCE 
—- PRONTO that finished, 


ont office file. 


The all-steel drawer front 
orderly appearance of the 


REMARKABLE STRENGTH 


Reinforced steel drawer and case combined with the 
— drawer front produces a file that defies use and 
abuse. 


UTMOST CONVENIENCE 
Stacked in batteries PRONTO Files afford unusual record 


protection. Dust proof, free and easy in operation, the 
contents of the drawers are always immediately accessible. 


NOT A JIG SAW PUZZLE 


PRONTO Files are set up in a fraction of a minute. No 


| loose parts to drop out or get lost. Simply made. 


At the price of the ordinary storage box 


HERE'S YOUR CHANCE 


Get a salesman's size carrying sample free! 
to introduce PRONTO Files to your customers. 
don't some one else will. 


PRONTO FILE CORPORATION 
636 BROADWAY, NEW YORK 


Be the first 
If you 




















110 
a 


TRANSFILE 


STEEL RE-INFORCED STORAGE CASE 








With true economy, ready accessibility, real 
convenience, and rugged durability, TRANS- 
FILE collapsible Storage Cases keep records 
clean, safe and secure. Re-inforced by steel, 
TRANSFILES flaunt the ravages of use and 
abuse. 

TRANSFILES fold together like a glove without 
screws or bolts. Set up in a jiffy. 

The angle wire vertical interlocking makes a staunch 
steady battery and the bottom drawer always works 
with the same ease and freedom as the top drawer. 
TRANSFILE is not a new experiment. It is giving 
satisfaction in hundreds of estab- 
lishments today. 


GET A FREE SAMPLE AND 
PRICES NOW! 


GUSSCO FILING SupPLies 


Hoping for the dawn of the ‘new day” doesn't get 
the ve today. Now you must have the quality, 
you must be able to quote competitive prices an 

above all—you must make a profit. The GUSSCO 
Line of filing supplies enables you to do this. Every 
GUSSCO dealer expects and gets our complete co- 
operation not our competition for we sell the trade 
only. WRITE FOR SAMPLES, CATALOG AND PRICES! 










GUIDE SYSTEM 
& SUPPLY CO. 


335 Canal St., New York 


The Complete Line 
Filing Folders for 
every system—in- 
dex Cards—index 
Guides—Press- 
board Guides— 
Metal Tip Guides 
—Celluloid Tip 
Guides and 
Folders 
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time ago, survived by his widow and two children He 
joined Lucas Brothers, Inc., thirty years ago, as a youth 
of thirteen years. From errand boy he advanced in the 


organization, becoming manager of the stationery depart- 


ment and a stockholder in the company 


y 
ole ols Loe 
ry - a 


Robert M. Jones 
Robert McKean Jones, veteran of 43 years with the Rem 
Company and Remington Rand, died 
Point, New York, on Monday, June 19 


Remington 


Cypewriter 


Stony 


ington 
at his home, 
Jones was born in England and joined the 
April 23, 1890. He 
advertising manager of the firm; in 1896 the advertising de- 
of Mr. Jones and Frank J 
the latter still being connected 
Remington Rand at Buffalo. 
Mr. Jones received his 40-year Remington service badge 
Advertising Club in New York in 1930 
the D« 
along 


Typewriter Company on was an early 


partment consisted Hastings, 


with this department of 


at a banquet at the 
He 


cember, 1931, but continued work for the 


retired from active service with company in 


company 
the lines for which he had become noted, the developing of 
orthographies of the languages of the world. Only this 
year he had been working upon a new Abyssinian key 
board. 

Mr 


application of Arabic characters to the typewriter, which 


\mong other accomplishments, Jones originated the 
I . 


required reverse carriage action and duplex letter-spacing 


to provide for wide and narrow characters and junctions 

He devised keyboards and type faces for such vernacular 
languages as Punjabi, Gujurati, Malayan, Persian, Sindhi, 
Gurmukhi, Bengali, Burmese and many others 


Mr 


personality and was held in high regard, 


Jones was well educated, possessed an attractive 
He was a capabk 
Reming 


sort of 


grammarian and at one time in the early days of 
ton all correspondence was submitted to him in a 
censorship of text and grammar. 

He< 


ments which 


became also an authority on questioned legal docu 


He testified in many will 


were typewritten, 
cases and other legal matters, identifying the dates and 
typewriters on the had 


World War he did unusual service 


which documents been written 


During the in this held 


for the War Department. 
Mrs. Jones survives. They had no children 
le Ba ie 


H. Alexander Forbes, Jr. 

H. Alexander Forbes, Jr., 
American Writing Paper Company, passed away at 
Holyoke, Mass., June 10, following an operation 
for appendicitis. He joined the Writing Ma- 
and later 


advertising manager for the 


a hos 


pital at 
\merican 


chine Company as a salesman twelve years ago, 


head of the advertising department. Surviving 


was made 


are his parents, three sisters and four brothers 


Y y Y 
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Paul W. Johnson 


Paul W. Johnson passed away some weeks ago at his 
home, Mansfield, Mass., following a year of ill health. He 
is survived by one son and two daughters. Mr. Johnson 


was born in Brooklyn, N. Y., and worked in various gold 
pen shops of New York. In 1905 Mr. Johnson established 


the Bay State Pen Company, which was a partnership; 
later the partnership was dissolved, and Mr. Johnson con 
tinued the business. A line of mechanical pencils, the 


“Superite,” was created by him. 


v Y Y 
+ > oa 
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Mrs. Maude Perkins 


Mrs. Maude Carter Perkins, a lifelong resident of Mil 
waukee, died at her home on North Dousman street, on 
June 6. She was the wife of James J. Perkins, for many 
years president of the H. H. West Company, and now 

















TULY, 19 


11] 


This “NEW DEAL” ERA demands— 
NEW MERCHANDISE 








Simple lines and dignified proportions with the 
original clean cut construction details place this 
series out in front of up-to-the-minute desk designs. 
A walnut suite with Crotch Walnut veneered 
fronts—Alll oak interiors. 66 in., 60 in. and 
50 in. desks, tables and telephone stand to match 
are available. 





eSKS 






FOR 3 en 


DESKS 


GOOP » 


MYRTLE 


LD styles, old standards and old methods 
will make hard going for retailers during 
the period of recovery. Business is not ‘com- 
ing back’ along old lines—It is coming back 


fresh, new and diferent. 


The Myrtle 3900 Executive Desk Series is in 
tune with the times—lt is diferent—lt is ap- 
pealing—lt is new—and it is helping to make 


retail sales in this era of progress. 











MYRTLE DESK COMPANY 
High Point, N. C. 


Gentlemen:— 
Please send copy of your catalog and price list. 


O.A. 1-33 


ere eee eee eee eee eee eee eee ee 
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— IT’S COMING AUGUST Ist 


THE GREATEST IMPROVEMENT EVER MADE IN FOUNTAIN PENS 











| HEAR EVERSHARP NEW IS RIGHT! ANEW KIND 
IS INTRODUCING OF PEN, WITH AN UTTERLY NEW 
APPEAL. A NEW 


ERA IN THE 


PEN BUSINESS 
4 OPENS 
a AuGust Is 








_FN 


SEE THE EVERSHARP SALESMAN BEFORE YOU BUY 





























The PREMIER Automatic Feed PENCIL SHARPENER 








Sell Your Public 
Wonder QUALITY 


of Today 
$ ) . i Now, as never before, is the time for the stationer to STEP 
Oo Rossetto Rot Ne OUT AND MAKE MONEY. Everybody is “fed up with 
Sou Cut Prices." The amount of “junk” which has been foisted upon 
the public is appalling. Perhaps the public is itself to blame. 
But people are learning that they can't “chisel’’ down a price 
without getting inferior merchandise. 


STOP SELLING CHEAP! The Stationer, who, today,—yes 
right now—will go out and sell The Premier, The Dandy, The 
Dexter, The Giant—or any of the finer quality APSCO Models 
will make more friends, do more business and MAKE MORE 


MONEY THROUGH QUALITY than by cutting prices. 


The 
Wonder 


i i i i 





Automatic Pencil Sharpener Co. 
CHICAGO, ILLINOIS 
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chairman of the board of that organization He is also 

president and treasurer of the West Realty Company 
Besides her husband, Mrs. Perkins is survived by her 

father, William J. Carter; a sister, Mrs. C. R. Gether, 


Whitefish Bay; a nephew, Carter Gether, and a niece, Mrs 


Marvin Wallach, Highland Park, II 


Funeral services were held at the Perkins residence 
Thursday, June 8, at 2:00 P. M. Burial was in Forest 
Home cemetery. 

Hm oh ok 
Joseph A. Pierce 


Pierce, president and manager of The Pierce 
D., passed away at a St. Paul hospital 


Joseph A 
Company, Fargo, N 
on June 20. 

Mr 
Indianapolis, Ind., 
and Duluth. He attended the University of Minnesota and 
was a member of Alpha Delta Phi fraternity. 

After a Mr 
the printing and stationery business in Fargo in 1911 


was born in 


He 


and spent his boyhood in Minneapolis 


Pierce was fifty-one years of age. 


entered 
He 
was particularly active in civic affairs and served as presi- 
dent of the the Kiwanis 
Club, Fargo Country Club and the Town Criers Club. He 
was a member of the Masonic order and the Shrine. 
Compelled to visit the South on account of his health, he 


brief career in other lines, Pierce 


Fargo Chamber of Commerce, 


left Fargo in January of this year and from that time until 


his return on May 15 grew continually worse. 


His widow survives him. 
ie i Da 
C. B. Walsh 
Charles Bertrand Walsh, a prominent typewriter man of 
Montreal, passed away some weeks ago at the Montreal 
General Hospital, where he was confined for some months. 


Mr 


writer business as a youth. 


Walsh was a native of Montreal, and entered the type- 
He conducted his own business 
a number of years; latterly he had been working with Ed- 
ward Smith. 
he mh oh 
J. F. Kastner 

J. F. Kastner, an executive of the Burroughs Adding Ma- 
chine Company, lost his life in an automobile accident near 
La Porte, Ind. He 
was thirty-six years old. Surviving are his mother, Mrs 
G. A. Earl, Pittsburgh; and E; 
brother, Albert Kastner of Pittsburgh. 

Hh oh ok 
Judson D. Laverell 

Laverell, president of the Keystone 
Philadelphia, 


Interment was at Pittsburgh, Penna. 


two sons—Robert irl; a 


Judson D. Index 


Card 


7) 


old. 


Company, Penna., passed away June 


succumbing to heart disease. He was fifty-eight years 
— oe 
“Business Facts and Figures” 
The Special Libraries Association, 345 Hudson 
New York, N. Y., has published “Business Facts and Fig- 
a directory of special publications of interest to the 


street, 


ures,” 
business executive, publisher and price; statistical compila- 
tions of fundamental data; handbooks; indices, glossaries; 


bibliographies; selected reading lists, etc. Other impor- 
tant facts are available in this book, which may be had for 
$1.50 from the Special Libraries Association. 
BP 44553 
A. P. Lothrop Enters Business Field 
Arthur Prescott Lothrop, son of T. M. Lothrop, Chi- 


cago representative of the Angle Steel Stool Company, 


graduated June 9 from LaFayette College, Easton, Penna. 
He took the administrative engineering course, and shortly 
work with the Wepsco Steel 


Island, Il. 


Lothrop motored to Easton to be present 


after graduation started 
Products Company, Blue 
Mr. and Mrs 


at the graduation ceremonies 
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INDEX CARDS 





FULL ROTARY CUT 


ON ALL FOUR SIDES 
AT PRICES YOU FORMERLY PAID 
FOR OLD STYLE GUILLOTINE CUT 


Every day the demand for full rotary cut index cards 
increases—for they are infinitely superior to the old 
style. Warshaw full rotary cut cards have clean 
edges, regular margins and are absolutely uniform. 
To keep them clean and fresh they are wrapped in 
Cellophane—safe from dirt, climate, moisture 
and light. 


At these prices users are quick to appreciate the 


better quality and remarkable value—the modern 
index cards in a modern package and at a true 

Send for sample package and 
Remember prices are advancing. 


price advantage. 
prices at once. 


FILING 
FOLDERS 


LETTER 
GUIDE HEIGHT 
LEGAL 
SIZES 


HALF 
THIRD 
FIFTH 
TWO.-FIFTHS 
CcuT 




















However you judge filing folders, stock, scoring, tabbing 
etc., you will find the uniform quality and workmanship of 
Warshaw folders compare with the best. Yet the low 
prices will surprise you. Send for samples and prices now! 





| Send for our new catalog! 


FOLDERS, INDEX CABINETS, GUIDES, INDEX CARDS, IN- 
DEX STRIPS, INDEX TABS, LOOSE LEAF REINFORCEMENTS 


WARSHAW MFG. CO., Inc. 


ONE MAIN STREET, 
BROOKLYN, N. Y. 




















Crown 


Repeat Orders 















Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 
for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 


Rochester, N. Y. U.S.A. 














BUILD X 

PERMANENT ° 

PROFITS 
With This 
Permanent 
Writing Ink 


Tue unfading perma- 

nence and legibility—the beautifully black 
writing of Higgins’ Eternal Black Writing 
Ink make business, professional and personal 
correspondence safer and finer. 

Proof to age, air, sunshine and chemical erad- 
icators. Works equally well in steel pens and 
fountain pens. Prcfitable the year ‘round. 
Dealers who recommend it receive enthu- 
siastic customer-approval. 


Write for particulars. 


CHAS. M. HIGGINS & CO., Inc., 271 Ninth St., Brooklyn, N. Y- 


HIGGINS’ 


Eternal black 
WRITING IN K 





neatly turned wood and a fountain pen type, 
| 
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Victor Safe Has New Rand Catalogue 
Che Victor Safe & Equipment Company of North Tona 
wanda, N. Y., has recently issued a new catalogue and price 


list of This catalogue was re- 


leased to the trade on May 19 
insert additional pages regarding 


Rand business time savers 


It is in the loose leaf form 


and enables the dealer to 
new improvements and new products that will be issued 


from time to time, keeping the catalogue always up to 


| date 


catalogue bears at the top the 


Your Stationer,” 


The title page of this 


slogan, “Buy Them from which sugges- 


| tion is in line with Victor's policy of urging the consumer 


to buy from his stationer. 

Victor Color Bar folder labels, manila folder stock and 
Snow White index cards are bound in the book so that the 
consumer can be shown the actual New 
products added for the first time include red Mak-Ur-Own 
a complete line of blank and printed five-score 


merchandis¢e 


index tabs; 
printed manila 


Victor steel 


super tag folders and pressboard folders; 
and printed angle tab folders; binder folders; 


portable file; Secretaries in four styles; letter size sorters; 


Librastiles for subject filing; the new Remington, Jr. low- 


priced portable typewriter, etc. 
. rae 
Handsome Display Easel for New Ink Remover 
The Kanart East Lake 


street, Chicago, dealers a 


Manufacturing Company, 64 


has prepared for the use of 


counter and window display easel for its new product, 


“Ink-Rid,” showing both types of container—a desk set in 
both of which 
They come in 


accompanying illustration 


}oink-Fiic! 


The instant one-{luid 
INK and STAIN REMOVER 


appear in the 





COUNTER DISPLAY EASEL OFFERED DEALERS 
BY KANART MFG. CO 


| various enameled colors and bear a kite-shaped silvered 


shield imprinted with the name of the product and of the 
company making it. 
The 


inches high, is quite 


easel, eight and one-half inches wide by fourteen 


large enough to be used in a window 
display of stationery items. 
Further mention of this 


appears in the department of New Machines and Devices. 


new ink and stain ecradicator 








WEDDINGS 
Horder-Stoddard 


Miss Doris Georgene Horder, daughter of Mr. and Mrs 
Harry G. Horder of Glencoe, Ill, was married on May 20 
in the Glencoe Union Church to Mr. Edward Erlind Stod- 
dard, son of Mr Mrs. Stoddard 

Office Appliances offers its felicitations 





and Edward C 
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Have You Tried 


SHIPMAN-WARD’S "3; SUPER-PLATEN 


For All Makes Typewriters— Adding Machines? lI] | HI 


Clearer Typing More and Better Carbon Copies | 
Longer Life Perfectly Ground | 











Dealers Who Have Tried These 
Super-Platens Have Found Them Best | 


Postage Prepaid One Way A Trial Order Will Convince Youl 


| 

| 

OTHER SHIPMAN-WARD SERVICES | 

Typewriter Parts Welding All Makes | 

Enameling Typewriter Supplies Nickel Plating | 
RETYPING (UNDERWOOD ONLY) 


| 
SHIPMAN-WARD MANUFACTURING CO. | 


























177-B SHIPMAN BUILDING 
4401 E. RAVENSWOOD AVENUE CHICAGO, ILL. 


























People look for quality ... you don’t 

have to strive for attention when you 

have EDCO DESKS on display . . . sound 

and strong construction ... handy 

working and storage space, and long wear- b D # 

ing, protective finish. No. 319 shown here vansville esk Pea 


is a walnut finished desk with heavy 


walnut veneered top. j EVANSVILLE --INDIANA 


Catalog with full details and prices 
on request. 
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YASPER, IN? 





As pioneer desk makers of New No. 800 Series Chairs 


Jasper, Indiana, a offer in Solid American Walnut: 
you the best in high quality 
A Pleasing Design, with a 


Deep, Rich, Durable Finish. 


The JASPER The JASPER 
DESK CO. CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 


desks, time tried and quality 
tested for fifty-two years. 


and 








ny . 2 eee. 8 & © - For Jasper Desk Co., Louis H. Farber, 7610 Phillips Ave. (Phone Saginaw 5027) 
CHICAGO REPRESENTATIVES: For — Chair Co., William H. Brown, 4504 S. Wells St. (Phone Boulevard 7957) 






































~ 
, papi COs Hs 
$$$ 
Ilow much for the 
dolla: ? Leatheroid 
og . 
in terms of service ° 
actually saves 
2 »~ money. 
FILING POCKETS 
hr and WALLETS 
Year in—year out, Leatheroid remains the 
favorite line with dealers who wish to really 
' : satisfy their customers. Better merchandise 
BOXED TY PEWRITER PAPERS | built to withstand long service, offered at the 
: market price of other brands. If you do not 
Packed in attractive substantial boxes, finished in handle Leatheroid, let us explain its value to 
| hammered silver paper, printed in blue, and lac you in terms of satisfying your customers. 
quered to prevent tarnishing. —— Mailed on request. A buying guide 
Complete in a variety of grades, weights and colors Catalog No. 33 (oe ee acer 
for every ofhce need. 
Distributed under an EXCLUSIVE DEALER 
arrangement. Desirable territories still available. 
i WRITE FOR CATALOG No. 932 
ROCKWELL- BARNES COMPANY OUALITY PARK ENV. CO ~ 
1511 W. 38th STREET 
CHICAGO MERCHANDISE MART, CHICAGO 
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FURNICT U-RSE 


Chicago, tll.—Riley & Stafford, Inc., formerly at 315 South Wabash 
avenue, have moved to 425 South Dearborn street 

Chicago, !li.—A. J. E. Larson, vice president of the Art Metal Con 
struction Company, and C. W Simpson, advertising manager, were 
callers at the local branch in June 

Chicago, Ill. Ham’’ Warnock, manager for The Berger Manufacturing 
Company, had the misfortune to break a rib in June, which necessitated 
several days of nursing to prepare him for the resumption of business 
activities 

Chicago, ti1.-The M. R. Lome Company, Inc., 408 South Dearborn 
street, an established business, has been chartered to conduct a general 
furniture business; capital stock $5,000 common; incorporators—Meyer 
A. Gingsberg, Sallie Skelaik and Jack Illiovits 

Holyoke, Mass..-The Office Equipment Company, Inc., has filed in 
bankruptcy ; assets, $8,745; liabilities, $13,937 

Jacksonville, t.-Earl A. Davis, who conducts an office equipment 
business here, has opened another business at Carlinville 

Los Angeles, Calif...The Swartz Desk & Chair Company, formerly at 
1100 South Broadway, has moved to 842 South Hope street 

New York, N. Y.—-P. 0. Moore, Inc., 300 Fourth avenue, has been 
chartered to deal in office fixtures; capital stock, $10,000; R. G. Rankin, 
charter representative, 1 Cedar street 

New York, N. Y¥.-——-The American General Corporation has been chat 
tered to deal in office furniture; capital stock, $10,000; Louis D. Cohen, 
charter representative, 1705 Pitkin avenue, Brooklyn 

Philadelphia, Penna.—-Clayton Weir Wylam, filing cabinet manufac 
turer, 3342 East Roper street, has filed a voluntary petition in bank- 
ruptey; no schedule of assets and liabilities filed; Henry W. Braude, 
referee ; J. Edmund Enich, counsel 

San Francisco, Calif.—__Stevenson & Son, carrying a complete stock of 
office furniture at the main store at Mission and Second, have opened 
an important concession with the new Rutledge, Glissman & Company 
store at 419-23 Montgomery street. Their display occupies advantageous 
position, the central space of the main floor 

Seattle, Wash.—-R. M. Devin, coast representative for The Metal Office 
Furniture Company, has established his office with the Western Office 
Supply Company, 710 Third avenue He has a warehouse stock of 
*“‘Steelcase’’ and Terrell items 

Tappan, N. Y.--The Tappan Furniture Company has been chartered 
to manufacture office furniture, etc capital stock, $50,000, consisting 
of $50.00 shares; incorporators—Paul G. May, New Rochelle, Ivan C., 
Park, New Rochelle, and Raymond A. Bogen, Tappan 











MARKING DEVICE S 


Philadelphia, Penna.—-The estate of the late Albert D. Pelz, 739 North 
Forty-first street, has been probated His will devises an estate of 
$46,735 to members of the immediate family. Mr. Pelz was a manu 
facturer of marking devices 

San Francisco, Calif.._The ‘‘Believe it or not’’ window display of the 
Patrick-Moise-Klinckner Company came near blocking the sidewalk more 
than once and made 650 Market the attraction of the street Quite a 





bunch of sales was also netted Besides the cartoon numbers displayed 
involving various stationery items, were a rroup of rubber stamps made 
by them some twenty-five years ago, and still good And ‘“‘believe it or 


not’’ but for the destruction of the 1906 fire, they might be showing 
some sixty years old; for this is the sixtieth anniversary of the business 


BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 











Wants Abroad 


Reorganization of Typewriter Business.._The typewriter division of A.- 
B. S. Gumaelius Maskinaffar, Fredsgatan 10, Stockholm, Sweden, is to be 
discontinued September 30 The division will be continued as an in- 
dependent business by Mr. Oscar Sundin, who had been sales manager 
of the department the pas: eighteen years, now operating under his own 
name The organization plans of the new company are practically com- 
plete, and inciude the distribution of mechanical office specialties to all 
parts of Sweden Mr. Sundin is interested particularly in lines of type 
writers or calculating machines on an exclusive basis Rebuilt machines 
will probably be handled also. Mr. Sundin states that he will be able to 
pay for shipments, cash against documents, through a bank in Stockholm 
Correspondence should be addressed to Mr. Oscar Sundin, care of A.-B 
S. Gumaelius Maskinaffar 

General Agency for France..-Edmond Parent, 83, Rue des Pyrenees, 
Paris (XXe) France, wishes to receive general agencies for American 
items in the office field He has a wide acquaintance, and is experi- 
enced in rationalization affairs 


Wanted Here at Home 


Equipment and Supplies Specialist.—-A man skilled in dealer sales and 
special contract work for public buildings, desires to establish relations 
with a manufacturer of steel equipment, stationery supplies and office 
specialty items He has had experience in making complete office and 
public building layouts for interior equipment, with sketches Interested 
manufacturers can reach this individual through Sem 51, care of Office 
Appliances, 417 South Dearborn street, Chicago, Ill 

Literature for Comptroller's office.—O. L. Joyce, of the mechanical ac- 
counting and equipment division of the comptroller’s office, General 
Motors Corporation, Detroit, Mich., wishes to be kept informed con- 
tinuously of the latest developments in office machinery and equipment 
He asks to be sent all catalogues, bulletins and other trade literature per- 
taining to office machinery and equipment Manufacturers are asked to 
place his name and address, and that of the mechanical accounting and 
equipment division on mailing lists to receive all literature as issued 

Catalogues for Stationer—Jesse J. Kimm, of Kimm’s Vancouver Sta- 
tionery Company, Vancouver, Wash., wishes to receive catalogues from 
stationery manufacturers, to replace his files, which were destroyed 


by fire 
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Ribbons & Carbons are most important 
office supplies ... feature “Little”? brands 
.. + the standard of comparison 


When manufacturers find it worth while to establish branch offices, 
and salesmen establish themselves successfully as exclusive dis- 
tributors, the merchandise must be of outstanding importance in the 
retail stationer’s business. 

“Little” brands enjoy a fine reputation for quality, assuring to 
users permanence and clarity for their typewritten and carbon 
copied records, to dealers a highly profitable cumulative effect from 
their sales effort. Stationers who study the possibilities of ribbon and 
carbon sales in the light of “Little’’ quality are continually finding 
new opportunities for business. 


A. P. LITTLE, INC. 


Rochester, N. Y. 


New York Office: Bible House, Astor Place 
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THE New 
TEMPOGRAPH 


The new model R TEMPOGRAPH is a Duplicator 
constructed on modern lines. Its easy operation, 
simplicity of design and cleanliness, strongly appeal 
to duplicator users. 

Automatic Feed 

Automatic Interleaver 

Automatic Inking 

Closed Drum 

Positive Registration 

Speed 100 Copies per Minute 


Exclusive Agencies available. Write for particulars. 


Milo Harding Co., Ltd. 


1362 So. Hill St.. Los Angeles, Calif. 
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The Green Lights 
Now Signal ‘‘Go’’ 


Business again goes forward. The best progress will 


be 
to 


‘a 


made by those concerns that are best organized 
reduce lost time and wasted effort. 


Go” Signal is Cook’s New No. 30 Series for Card 


Visibles (patented). These signals, plus card visi- 
bles, create important savings. 


Note these four “economic” 
features: the ““V” neck for 
easier attaching, the ‘bow 
legs” for firmest grip, the 
rounded edges for easiest 
sliding on heavy cards, and 
the ultra-thin stainless steel, 


durably enameled, that defies moisture and long use. 


These new signals are fully as excellent as our famous 


Ne 


». 20 series for book visibles and No. 2 series for 


vertical records. 12 colors, plain or printed with 
numbers, days, months and 5 aN. Samples and 


prices from any dealer, or The 


14 


1.C. Cook Company, 
Beaver Street, Ansonia, Conn. 


COOK’S 


FILE 
Signals 





OFFICE APPLIANCES 





—) oe oe oe 2 FS 


Asheville, N. C.—Haley & Griffith, Inc., have opened a commercial 
stationery business This is similar to the company’s store at West Palm 
Beach, Fla 

Brooklyn, N. Y.—The Rite Service Stationery Company has leased 
space at 186 Joralemon street 

Chicago, Ill.-A. ¢ McClurg & Company has filed an amendment to 
its corporate charter, reducing the capitalization from $854,000 to $632, 
000 

Chicago, !li.—-The Rockwell-Barnes Company has filed an amendment 
to its corporate charter, changing its capital stock from $500,000 to 
$350,000 

Chicago, lil.—-The Mills Envelope Company, 517 South Wells street, has 
been chartered to manufacture envelopes, stationery, etc capital stock, 
$15,000 ; incorporators—Frank E. Bonell, Joseph W. Hirsch and Rudolph 
L. Danielson 

Chicago, Ili._-The Law Book Students’ Co-Op Store has been opened at 
14 North Franklin street, handling law books, typewriters, duplicators, 
stationery, loose leaf fillers, etc This business is conducted by Byron 
Sayre and Harry Ribak, students of the Loyola law school 

Chicago, It..-Cameron-Amberg & Company, 732 West Van Buren 
street, reports a very satisfactory increase in business volume during 
the past several months Sales during May were about four times 
greater than in May, 1932 Ten outside men have been added to the 
sales force within the last few months 

Indianapolis, Ind.-Osborn & Opel, Inc., has been chartered to man 
ufacture and deal in office supplies; capital stock, 100 shares at $10.00 
and 500 shares no par value; incorporators—Roland C. Osborn, Edgar 
C. Opel and William A. Boyce, Jr 

Los Angeles, Calif._-Ernest Wallace has been appointed Pacific coast 
representative of the Universal Budget Systems, Inc., New York, N. Y 

Newark, N. J..-The Compa Stationery Company has been chartered to 
deal in office supplies ; capital stock, $25,000; Isaac A. Serven, charter 
representative 

Newark, N. J.—<An involuntary petition in bankruptcy has been filed 
against Edward N. Plates, who conducted a stationery business at 190 
Market street Assets were listed at $5,000; liabilities, $15,000 

New York, N. Y¥Y.—The Kremer Company, stationery, has leased space 
at 306 Broadway, on the third floor 

New York, N. ¥Y.—The Equitable Stationery Company has leased ground 
floor space in the RCA building, Rockefeller center The company also 
has stores in the Graybar building and at 347 Madison avenue 

New York, N. Y.—The Marktex Company, Inc., has been chartered 
to manufacture indelible ink; capital stock, 200 shares no par value; 
Samuel and Morris Luloff, charter representatives, 374 Madison avenue 

Omaha, Nebr.—-The Megeath Stationery Company has moved to 1810 
Farnam street; the business had been located the past eight years at 
1710 Farnam street The company was established in 1873, and is now 
conducted by Herbert Rummelhart, assisted by Lee Hawkins 

Paterson, N. J.—The Inglis Stationery Company has been chartered to 
manufacture stationery; capital stock, $50,000; Addison P. Rosenkrans, 
charter representative, Paterson 

Philadelphia, Penna.—-The Gibraltar Supply & Service Company, office 
supplies, 2717 North Darien street, has been registered as a commercial 
title in the common pleas court by J. E. Eugene Hobeck, 2717 North 
Darien street 

Portiand, Ore.—-The Oregon Stationery & Printing Company has been 
chartered ; capital stock, $5,000; incorporators—I. M. Downs, Fred Odlund 
and James Duncan 

Richmond, S. 1., New York.—The Graef Toy & Stationery Company, 
Inc., has been chartered; capital stock, 100 shares no par value; Isaac 
Gluckman, charter representative, New York, N. Y 

San Francisco, Calif.._Charles H. Hyatt, 909 Geary street, representing 
the Defiances Sales Corporation, New York, N. Y., is now making a hit 
with the trade with his ‘‘Everdater,’’ the perpetual calendar 

San Francisco, Calif Miss Ruth Jansen has joined the commercial 
stationery department of the Schwabacher-Frey Company in Los Angeles 
She was formerly with Neal, Stratford & Kerr, and later with the H. S 
Crocker Company in San Francisco 

San Francisco, Calif.—The trade is pleased to learn that Ed Wobber, the 
popular president of the San Francisco Retail Stationers Association, 
has recovered sufficiently from his severe illness to be at home again, 
though not yet feeling like taking up fully the drive and grind of business 
Ed is serving his third term as president of the Association 

San Francisco, Calif..Harry Stratford of Neal, Stratford & Kerr, and 
vice president of the San Francisco Retail Stationers’ Association, was 
the sole representative of the local body to attend the national associa 
tion gathering He reports a good national code ironed out, thanks 
largely to the national secretary Chas. P. Garvin His position as gov- 
ernor for the state of California under the organization fostered by the 
government for industrial recovery, he interprets as being created largely 
to afford a channel of communication with the trade in this state He 
reports also everybody in the west delighted with the choice of Harry 
Morgan, of the Stationers Corporation, Los Angeles, as national president 
They appreciate both the compliment to the west and the fact that an 
efficient president has been chosen 
San Francisco, Calif..-A new and striking folder announces to the trade 
the opening of the new store, Rutledge-Blissman & Co., at 419-23 Mont 
gomery street The folder announces the company as stationers, printers, 
lithographers and engravers The new firm combines what was recently 
the Farnsworth Stationery Company, the Rutledge Printing Company, 
and the Rightway printing company When the new store threw open 
its doors for business the morning of June 16, it was to present a new 
and complete stock of commercial stationery and office supplies In the 
rear is a very complete printing plant organized to turn out work at a 
moment's notice Besides the freshness and neatness of the stock in the 
new store, the opening day saw the place decorated with a lot of hand- 
some congratulatory bouquets All this, taken with the entire new re 
decorating of the spacious main floor, made the place the ‘“‘brite spot’’ 
of the city The same location was occupied by the Ingrim-Rutledge 
Stationery Company before it was absorbed in a larger organization; 
but the new firm has no connection with the old Managers of the new 
firm are H. W. Rutledge and R. H. Glissman The foreword of their an 
nouncement expresses the spirit of the new firm A rising sun throws 
its rays across the scene as they announce, ‘‘Once again the sun shines 
A new day arrives—Business is coming back, and with its return we are 
pleased to announce the formation of a new firm.’’ 

Waukesha, Wis.—-Mastercraft Leather Goods, Inc., has been chartered 
to manufacture and sell leather goods; capital stock, 500 shares com 
mon no par value ; incorporators—T. Egan, J. Opperman and I. Osterlund 

White Plains, N. Y.—Frank Pflosky, who graduated at the June com- 
mencement exercises of New York University, has undertaken the man- 
agement of his father’s stationery store here. 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest developments a 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog. send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 





Is not the answer to 
that question what 
you are most inter- 
ested in about any 
product? 

IF we told you that there was more demand for 
the Munson brand of cushion keys than for any 
other on the market today would it mean any- 
thing unless the product did actually move 
from your shelves? 

Why not find out for yourself how the new 
Munson package and display will help your 
sales. 





Send the coupon today 
Munson Suppry Co. ‘ 
348 Hudson St., New York City 


Please send information about the New Key New | 

Package and Counter Display to | 
| 

Vame 

iddress 

Cily Stale 
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UNDER THIS TRADE- MARK 


Rotospeed Duplicators Non-cellulose Stencils 


Handiprint Duplicators Duplicating Inks, etc. 

Rotospeed dealers have profited by a CON- 
STANT, UNINTERRUPTED sale of Duplicat- 
ing Machines and quality Supplies for many years. 
PERMANENT stencil and ink business under the 
Rotospeed trade mark has been held for year 
after year. 

Fast selling new machine models to reach cus- 
tomers’ lower incomes have appeared in the last 
two issues of this magazine. More new products 
will shortly be announced. 

An opportunity for representation might still be 
available if we know the territory you are cover- 
ing and your set-up for serving it. Write at once, 
direct to the factory. 


THE ROTOSPEED COMPANY 
Dayton , Ohio 


2% S. WiLkrnson St. 








































TRY TO BEAT THE =ux> 

VALUE IN THE ASCO 

200 SERIES OF VERTI- 

CAL FILING EQUIP- 
MENT 


EASY-ROLLING, ball bearing drawer operation— 
safety latch to prevent drawer rebound—high grade full 
weight furniture steel—electrically spot welded case with 
all corners acetylene welded—full length heavy gauge 
channels welded to the sides support the rollers—positive 
spring follower block—All High Price Features Yet The 
Asco 200 Series Sells In The Low Price Range. 


STANDARD 
FINISHES 
COMPLETE LINE 


You can't beat this for value. Put a four drawer 
unit on your floor today 


ART STEEL CO. 
300 East 145th St. 
NEW YORK, N. Y. 
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OFFICE CHAIRS 













Pleasing in design and 
ornamentation — Pro- 
portioned to encourage 
correct 
posture 


Send for our catal og 
showing many popular 
designs, well built, sub- 
stantial chairs at moderate 





prices 





No. 401 Quartered Oak 


JASPER SEATING CO. 
JASPER, INDIANA 


Chicago Representative: LOUIS H. FARBER, 
7610 Phillips Ave. (Saginaw 5027) 

















tae PERFECT =" 


D oes not deteriorate 

U niform quality always 
Perfect for stylus 

A Il sizes for every machine 
C lean, clear copies 

O n white backing sheet 


atisfaction guaranteed 

ested and proven 

xceptional for long runs 
ON CELLULOSE 
lear visibility 

nstant proof reading 

atest improved package 

old by Stationers everywhere 
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DUPLICATOR PAPER = SUPPLY CO. 


224 WO. DESPLAINES st.‘ LL MAYMARKET 6525-6-7 





The Pioneers 
and still 
the Leaders! 


@ Service and quality 
have established a repu- 
tation for our calendars 
over a period of thirty 
years. Standardize on 
the genuine .. . imitated 


but never equalled. 


Superior Features 
of our 1934 Line: 


l The edges of all our 
* pads for 1934 will be 

mottled in black. 

2 Top covers will be 
. 


printed in a new, at- 
tractive color scheme, 





3 Bases finished in black, 
“* olive green and maho- 
PERFECTION No. 70 gany enamel; brushed 
brass, nickel and statuary 
bronze plate. 


1 Several new numbers 
* have been added to our 
1934 line which will be of 
interest to the trade and 
make our line the MOST 
COMPLETE ON THE MAR- 
KET, 

Manufactured solely by 





PERFECTION No. 50 


DEFIANCE SALES CORPORATION 


72-78 SPRING ST. NEW YORK, N. Y. 

















More USES Sell More | 
HOTCHKISS 


Stapling Machines 







Usefulness is 
thething these 
days—And 
next to ,type- 
wri t‘e jr's 
HOTCHKISS 
STAPLING 
MACHINES are the most useful office appliance® 
That’s why HOTCHKISS STAPLERS have been 
selling steadily right through the depression. 
Every home, office, store, school and factory needs 
at least one HOTCHKISS STAPLING PLIER. 
Every desk in every office should have a HOTCHKISS 
Model 1, 1A or 2A for everyday, every hour paper 
fastening. File departments, legal departments, 
places where larger capacity is needed should use a 
hoTc HKISS Model HL40. There's a HOTCHKISS 
Machine for every fastening need. 
There is business for you now in filling the demand 
for HOTCHKISS FASTEN- 
ERS — there is a con- | 
stantly growing repeat 
order business for you in 
supplying HOTCHKISS 
STAPLES for HOTCH- 
KISS Machines. Get it! 


Write for details 







Stapling Pliers 
H 54 BY 





Model 1A 


THE HOTCHKISS SALES COMPANY 


Norwalk Connecticut 


























RIBBONS AND CARBONS 








Chicago, tll._-F. S. Cooper, of the Codo Manufacturing Corporation, 
made a business trip to the Northwest cities in June 

Chicago, t1.—The Crown Office Supply Company has rearranged and 
enlarged its office and warehouse at 322 West Washington street 

New York, N. Y.—J. R. Battelle has been appointed vice president and 
general sales manager of the Ironclad Ribbon & Carbon Company, 150 
Greene street He had been engaged in this fleld over twenty years, 
previous connections being with the old American Ribbon & Carbon Com- 
pany, and more recently with the wholesale supplies departinent ol 
Remington Rand, Inc. 


—_—_—_—<——__—__ 
Origin of Carbon Paper 

Papier Zeitung (Berlin) has traced the crigin of carbon paper to a 
known patent of September 29, 1810, covering ‘‘a proceeding for writing 
through by the use of one sided blackened leaves laid between sheets of 
paper.’’ Two years before, it was said that an Italian, Pellegrino Turri di 
Castelnuovo, had thoughts in the same field for use in a mechanism for 

writing with type, devised for a countess who had lost her sight. 
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Atlanta, Ga.—-J. H. Spillane has been appointed manager of the type- 
writer division, Burroughs Adding Machine Company, by E. A. Kalk- 
hurst, local manager. Mr. Spillane had been manager of the local branch 
of the Underwood Typewriter Company the past eleven years. Pre- 
viously he was connected with the same company on the Pacific coast 

Cheyenne, Wyo.--The Reed Typewriter Exchange has been established 
here, occupying space with the Wyoming Stationery & Printing Com- 
pany, 1621 Capital avenue. Mr. Reed had been engaged in the type- 
writer business at Denver formerly. He is representative in this territory 
for the Underwood typewriter division of the Underwood Elliott Fisher 
Company 

Chicago, !li.—C. J. Rogers, general sales manager for the L. C. Smith 
& Corona Typewriters Inc., visited the Chicago branch in June 

Chicago, til.—The Fred W. Neeley Company, manufacturer of the 
Neeley collating cabinet, formerly at 37 West Jackson boulevard, has 
moved to Suite 420, 508 South Dearborn street 

Chicago, Ili.—-W. H. Haun, comptroller for the L. C. Smith & Corona 
Typewriters Inc., spent some time in June at the Chicago branch in 
connection with dismantling the zone billing system, which has been dis- 
continued.—-W. H. Billings, a Smith-Corona salesman, has recovered from 
an attack of pneumonia 

Chicago, Wi.—-A number of home office executives of the Underwood 
Elliott Fisher Company, who attended ‘‘A Century of Progress’’ in June, 
made headquarters at the Chicago branch. These included A. R. King, 
general sales manager ; A. E. Tongue, advertising manager; R. E. Stewart, 
home office sales department; and Oscar Sundstrand, of the adding ma- 
chine division. 

Chicago, tl._-C. E. F. Russ. Royal manager at San Francisco and 
G. G. Ralls, manager of the Royal office in Los Angeles, stopped off at 
Chicago recently on their way to the home office of the Royal Type- 
writer Company, Inc., in New York, N. Y. 

Chicago, Itll.—-The Chicago office of the Royal Typewriter Company, 
Inc., co-operated with the Chicago Typewriter Dealers Association and 
held its annual picnic in conjunction with that of the association, 
June 17, at Linnewood, Morton Grove, Ill. A complete report of the 
picnic appears in another section of this issue. 

Chicago, !li.—-F. H. Morse, manager at Detroit for the Royal Type- 
writer Company, Inc., visited with Chicago friends in July. He had 
been manager of the Royal’s Chicago branch in the past, and also 
manager of the Chicago branch of the Woodstock Typewriter Company 
Mr. Morse spent some time at A Century of Progress, the Chicago 
World's Fair. 

Fresno, Calif.-The H. 8S. Crocker Company, 1151 Fulton street, has 
been appointed agent in the San Joaquin valley by the L. C. Smith & 
Corona Typewriters, Inc 

Fresno, Calif.—The Royal Typewriter Sales & Service Agency, 2115 
Inyo street, has leased space at 129 Fresno street, near Fulton. This 
business is conducted by John D. Romano, who has been engaged in the 
typewriter fleld here fifteen years. 

Lowell, Mass.—The A. A. Smith & Company typewriter department, 
277 Middlesex street, supplied fourteen Woodstock typewriters for use 
by the civilian conservation corps at Fort Devens. 

Nashville, Tenn.—Russell G. Kirkpatrick, 601 Hitchcock building, has 
secured a sales franchise from the Woodstock Typewriter Company. He 
also conducts an office supply business. 

New York, N. Y.—David Goldstein has leased space at 300 Madison 
avenue for a typewriter business. 

New York, N. Y.—William Solwan has leased the store at 1124 Sixth 
avenue, to handle typewriters and stationery. 

New York, N. Y¥Y.—The Walter J. Drey Organization, Inc., 205 East 
Forty-second street, has been chartered to deal in typewriters and ac- 
cessories ; capital stock, 200 shares no par value. 

Pasadena, Calif.—The Anderson Typewriter Company, 104 East Colo- 
rado street, won a trophy in a contest for the best window displays, a 
competition sponsored by the Chamber of Commerce 

Philadelphia, Penna.—-The Typewriter Agency, 1211 Chestnut street, 
has been registered as a commercial title in the common pleas court by 
Minor M. de Vault, Lansdowne, Penna 

San Francisco, Calif.—L. G. Goeffrion, 52 California street, has reg- 
istered the Crown Typewriter Company as a commercial title 

San Francisco, Calif._Perry & Guy, the live typewriter dealers of 
upper Market street have moved into a new location a few doors above 
the old. They now have the larger space that they need. In addition 
they have also for advertising purposes, one of those ultra-modern fronts 
that is all plate glass either side of the entrance, no sectional frame- 
work, no metal, the kind of a window that makes all typewriters look 
like top-notchers. 

San Jose, Calif.—L. Lloyd's Typewriter Company, conducted by Lloyd 
Linadury, is now located at 64 East San Fernando street. 

Savannah, Ga.—J. E. Malone, district manager for the Woodstock Type- 
writer Company, has established a local sales office. 

Taylor, Texas.—-P. E. Dacus, Chattanooga, Tenn., has joined the Office 
Equipment Company as salesman and service man. He had been con- 
nected with the typewriter business of his father, L. W. Dacus, Chat- 
tanooga, Tenn., the past six years, and has had experience in servicing 
office machines of various types. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 








TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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More Value and More Profit..... 
when sold from SHOW BLOTT 


Blotters taken from the Wrenn SHOW- 
BLOTT cabinet are fresh and clean. 
There is a wide selection of colors (both 
sheet and hand size). Colors can be 
compared and selected before removal 
from the cabinet. The blotters are 
worth more to you and to your trade, 
but cost you no more. SHOWBLOTT 
is made of steel finished in satin smooth, 
hand rubbed enamel—mahogany or 
olive green. Front and top are heavily 
polished plate glass. Stationers will be 
sent (on request) details of SHOW- 
BLOTT introductory offer. 


The Wrenn Paper Company 
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SWALLOW STENCILS 
for All Rotary Duplicators 


An American Product ... Made to 
Satisfy the Most Particular User 


Contains no 
injurious oils 
to affect type- 
writer rollers 


Non-Cellulose 


Mounted on 
best quality 
backing sheets 
Practically 


Loop letters 
odortess 


do not drop out 


when typing 
yping Produces 


Produces clear long runs 


copy on back- 
ing sheet with- 
out use of 
earbon 


Unsurpassed 
for stylus 
work 





Intense black 
for emphasis 

in a letter 

may be made at 
same writing 


May be moved 
forward and 
backward in 
typewriter 
without wrin- 


Klin 
S Always 


Made in t. 8. A, uniform 





Actual reproduction of Swallow box 
“SWALLOW” line of stencils, 
ink, correction fluid and sup- 
plies means greater sales for you, 
DEALERS: Desirable exclusive territory 
still available Write for full particulars 
regarding highly profitable sales plan 


SWALLOW MANUFACTURING CO. 
21 KE. Van Buren Street Chicage, U. S. A. 











WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 
Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 









Airmail No. 1—Capacity 1 Ib. x ” oz. with computing chart 
Airmail No. 4—Capacity 4 lb. x \% oz. with computing chart 
Airmail No. 9—Capacity 9 oz. x 44 oz. without computing chart. 


Computing chart shows all mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlinois 











ADDING MACHINES 


Asheville, N. C._-E. A. Yopp, formerly with the Burroughs Adding Ma 
chine Company, has joined Ownbey-Talman, office equipment dealers 

Buffalo, N. Y.--The Monrve Calculating Machine Company has leased 
office space at 259 Delaware avenue 

Chicago, ttl.-George Draxlin has joined the mechanical staff of R. J 
Smith, 6 East Lake street He had been formerly with the Typewriter 
Service Company, and also with the Western Electric Company Howard 
J. Clark, formerly with the Victor Adding Machine Company, has joined 
the R. J_ Smith organization 











OTHER MACHINE § 


Buffalo, N. Y.—-Ditto, Inc., has leased office space at 259 Delaware 
avenue 

Chicago, !.—-R. K. Ward has opened an office machine and furniture 
store at 24 South Wells street Mr. Ward had been until recently with 
the Chicago branch of the L. C. Smith & Corona Typewriters Inc 

Chicago, tll._-M. E. Roberts, general sales manager of the A. B. Dick 
Company, started on a trip through the east early in June, calling on 
the company’s branch offices and dealers Mr. Roberts is expected to 
return by the middle of July 

Chicago, tt1._-Typex, Inc., 508 South Dearborn street, has been char- 
tered to manufacture and deal in and promote office equipment; capital 
stock, $10,000 common ; incorporators—Louis M. Barman, Jennie Barman 
and Helene Barman 

San Francisco, Calif..-O. H. Davidson, 74 Montgomery street, is doing 
some active work among the trade with his Neva-Clog stapling machines 

Opportunity for Business 

Akron, Ohio.—-The National Mimeographing Company has been ehar 
tered; capital stock, 250 shares no par value; incorporators—-F. E 
Downing, Lillian Kiester and Frank B. Burch 
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Chicago, tl.—-Calvert Haws, director of the radio system of A Century 
of Progress, was formerly an official of The Baker-Vawter Company, 
Benton Harbor, Mich 

Chicago, !!1.—-The local branch warehouse and office of the Boorum & 
Pease Company has been moved from 500 South Throop street to 538 
South Wells street, a short distance from the loop district 

Los Angeles, Calif...The S. & D. Loose Leaf Company, Ltd., formerly 
at 303 East Fourth street, has moved to 427 North San Pedro street 
James H. Davidson is president of the company 

Milwaukee, Wis.—.0. H. Dahlman has been appointed advertising and 
sales promotion manager by The Heinn Company 

New York, N. Y.—-The Federal Loose Leaf Corporation has been char 
tered to conduct a stationery business; capital stock, $20,000 in 
corporators—-Rose Langroth, 212 Crown street, Brooklyn; Israel Langroth, 
street, Brooklyn; Mary Schulan, 1820 Prospect place, Brooklyn 








PENS AND PENCILS 


Atlanta, Ga.—-P. H. Ragsdale has joined Miller's, Inc., having charge 
of the Parker pen service Mr. Ragsdale had been with the Atlanta 
branch of The Parker Pen Company before joining Miller's, Ine 

Chicago, Uil.—-Norman L. Pearce, district manager for the Eberhard 
Faber Pencil! Company, reported improving business in June, the sta 
tionery trade acquiring some of the impetus imparted to major manu 
facturing lines 

Chicago, IJi!._-Martin H. Higgins, sales promotion manager for the 
Autopoint Company. was a speaker at the annual convention of the 
Advertising Federation of America, held at Grand Rapids, Mich., June 
25-29 

Guttenberg, N. J.—-The factory of the Novelty Pen & Pencil Company 
327 Twenty-seventh street, was gutted June 5 in a fire caused by a bolt 
of lightning 

Libertyville, 111.—-The stocks and equipment of the Michael-George Com 
pany, were sold at auction. The company's brands were ‘‘Pencraft’’ and 

Dixie’’ fountain pens and mechanical pencils 

New York, N. Y.--The Townsend Pen Company, Inc., 38 East Twenty 
ninth street, has been petitioned into bankruptcy 

New York, N. Y.—-The Stetson Pen & Pencil Company, Inc., has been 
chartered; capital stock, $10,000; Jerome E. Kessner, charter representa 
tive, 270 Broadway 

New York, N. Y.—-William E. Schmall, of the Swan Pencil Company, is 
recovering from injuries suffered when he was struck by an automobile 
while crossing a street 

San Diego, Calif. Zim’s’’ fountain pen and greeting card shop has 
been moved to 629 Broadway This business, which is conducted by Mr 
and Mrs. Charlies Zimmerman, was located formerly at 322 C street 

San Francisco, Calif._-Oliver Pierce, manager of the San Francisco 
branch of The Conklin Pen Company, reports that sales have been im- 
proving for several months, and moving into higher unit values The 
Robinson Reminder line is also making substantial progress 

San Francisco, Calif..Carl Priest is now duly installed in San Fran 
cisco as division sales manager for The Parker Pen Company He came 
here from Dallas, Texas, though he was formerly in Seattle, and later 
field supervisor at the factory in Janesville H. 8S. Foster remains as 
office manager 





——__—_<——_—_ 
Typewriting for Lantern Slides 


Lecturers sometimes have occasion to present tabulations to their 
audiences through the projecting machine *“Science’’ reports that these 
tabulations are easily prepared through the use of Cellophane A piece 
of this material is cut to fit the machine when doubled The typing is 
done with the ribbon switched out, and hard finish carbon paper used 
The carbon paper is doubled so that the impressions from the type appear 
on both sides of the cellophane 
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No. 1367—The Wall Street 


The NEW DAY | 
has DAWNED.... 


The long-awaited recovery of business is actually under 
way... . Confidence has been restored. . . . The new 
signal is **Full speed ahead!” 

Your customers are feeling more optimistic than at any 
time in several years. . . . They are ready to proceed with 
postponed plans for modernizing their offices. . . . They 
are ready to buy! : 
Imperial dealers are meeting this reawakened demand for 
office furniture with the industry’s most comprehensive 
line of smartly styled and moderately priced desks. suites, 
and accessory pieces. . . . Find out about the attractive 
Imperial Franchise now. . . . Write today for complete 
particulars—and be prepared to get your share of new 
profits. 


IMPERIAL DESK COMPANY 


Evansville Indiana 





DERE RRR ERR 


DURA FLEX 


NON-CELLULOSE (DRY TYPE) 
DUPLICATING STENCILS 
made in U.S. A. 
WITH DURA FLEX STENCILS THAT YOU CAN 
ABSOLUTELY GUARANTEE, you can again build up 


your Duplicating Stencil and Supply business to a 
position of leadership. 

THIS SUPERIOR STENCIL—AT A LOWER LIST 
PRICE AND HIGHER DEALER DISCOUNT—is mak- 
ing money and friendly customers for all our dealers. 
For easy cutting and stylus work, perfect reproduction, 
durability for long and numerous re-runs, Dura Flex 
Stencils are supreme. 


Proof of a good stencil is its performance—send for 
samples and tell us how many quire you can handle. 


DURA FLEX COMPANY 


~259 East 95th Street, Chicago, Illinois 
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Markilo Celluloid Products 


are made of the acetate (non-infammable) cellulose, and 
embody features of our own 
design. 
Envelopes for ring binders, 
billfolds, cards, papers, etc. 
Indexer strips (blank-label) 
and tabs, celluloid fasteners. 
Book markers, book covers, 
etc. The Dozen System vs. 
Decimals, Booklet 25c. 


=~ MARKILO CO., Mfrs. 
936c W. 63rd St..Chicago,.U.S.A. 















| writer stores and Office Appliance 
| dealers, 





ARKILO “ 


INK=[ic 


Po LTR OS ) 


A BRAND NEW, quick and prof- 
itable seller for Staiioners, Type- 


















A single fluid Ink and Stain remover in 
novel modernistic Desk set styles or Foun- 
tain Pen holders, that sells in nine out of 
ten places where it is demonstrated. A 
fine opening wedge for salesmen. Most at 
tractive window and counter displays. First 


introduced in Chicago where it is selling 
big Stocked by all better dealers, dis 
tributed by Associated Stationers Supply 


Co. and A. C. McClurg & Co. Send for 
complete information including prices 


KANART MANUFACTURING 
COMPANY 
64 E. Lake Street, Chicago 








A CENTURY OF PROGRESS 


exemplifies 


AIGNER’S PATENT CUT 
INDEX TABS 


From detached pieces (old style) 
to 
ONE PIECE STRIP, slit to edge (new style) 


*No sorting necessary 

** No missing characters 

Ff *** No loss of time attaching 
**** No extra cost 


en «6G. J. AIGNER CO., Mnfrs. 


, BINDERS, INDEXES, LOOSE LEAF 
| 503 S. JEFFERSON STREET Canal Station CHICAGO 




















The New PEERLESS DISPLAY BOX Says: 
**See—HERE IS BETTER TYPING!” 


dow or on your counter 
PEERLESS KEYS will 
now enjoy greater demand 
than ever. Send for a 
sample box and the rest of 
the PEERLESS plan for 
better sales. 


Seeing is believing — and 
the new window top 
PEERLESS box put the 
quality of PEERLESS 
TYPEWRITER KEYS 
right before your cus- 
tomers’ eyes. In your win- 


PEERLESS KEY CO., Inc., 176 Fulton St., New York, N. Y. 


oO 
USE | PEERLESS KEY CO., Inc., 176 Fulten St.. New York City 
| THIS | Send the new Peerless Key Display Box and full details of 


| your dealer plan, together with a sample Eraser Shield. 
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Renewed demand for 


Moore Maptacks 


WITH business conditions improving every- 
where, manufacturers, executives, Sales, Pro- 
motion and Advertising Managers are using our 
popular Maptacks, with their metal heads and 
many colors and markings, to help them rebuild 
business. 










In every city and town, Moore Maptacks 
sell when displayed. Send for our descrip- 
tive circulars, imprinted with your name 
and address. 


MOORE PUSH-PIN COMPANY 
113-125 BERKLEY ST., PHILADELPHIA, PA. 








Write for Free Tube 
& Profit Story 










Tiis special 


adhesive holds with a 
sinewy grip —yet Grippit 


Strips 





can never wrinkle paper it 






tape it is so clean 





off like adhesive 





leaving work 





that any excess rubs off, 





and fingers unsoiled 








Harriman-Welts Products Co., 200 Summer St., Boston 






THE ORIGINAL 
PHILLIPS 


TYPEWRITER RIBBONS 


A combination of Quality and 
Price that hasnever been equalled. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul St. ROCHESTER, N. Y. 
YOUR 


C 
Wiuite FOX COPY 
RELIABLE & 


NEW WHOLESALE CATALOG 
AND REFERENCE BOOK 
= No. 700 i 
53 pages of information including illustrations of all 2m 
of office machines—epecimens of typewriter 

test adding machines for accuracy, etc., etc.—at a Al 


price of only 25c 
Send fer your copy today! 


RELIABLE 


~ae TYPEWRITER & ADDING MACHINE CORP 
303 W. MONROE ST... CHICAGO, ILL.... 
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NEW!! Office Knife . Caps 


Opens and closes with one hand with-' 
out danger of breaking finger nails. 


The Gits-Nife is wanted by every man, 
woman, and child. Adjusted to four 
locking positions with a flick of the 
thumb. Practical—Compact. 

Three grades, 50c, $1.00 and $1.50. 
Handles are made of metal, finished ir 
oxidized silver and Pyralin, in the pop- 
ular to untain pe» colors. : 
Knives are packed in white enamel boxes if 
dozen to a carton with circulars and di« 
play « ord Plate gies dieplay cases as wel 

as posters can also be furnished 


GITS BROS. MFG. CO. 
1848 S. Kilbourn Ave., Chicago 
Blades replaceable 
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WILLIAM PRYM of America, Ine. 


47-28 37th St., Long Island City,N.Y. 223 W. Jackson Bivd., Chicago | 
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We Supply ie 2 Taade » » osetia and Export 





For More and Better Copies, GRAPHIC ROLLS, in all 
sizes, on Seog = to fit all Makes of Duplicators. Cloth 
Back Fiber Back. 


Hektographs and Refill in New Style 
Lithographed Containers 








GRAPHIC DUPLICATOR CO. 270A Lafeyette St., New York, N. Y. 











Pens? 


Why not TURNER & HARRISON 

School—Business—Im prints 

Specializing on this one product 
since 1876 


Turner & Harrison Pen Mfg. Co., Inc. 
12th and Spring Garden Streets, 
Philadelphia, Pa. 
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RIBBONS 


Dealers 


Sansom at Tenth Street 





ESTABLISHED 1895 


Inquiries Solicited 


Philadelphia, Penna. 











DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn F 
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Typewriter & Machine Dealers 
SHOP & REPAIR TAG 








with your imprint. Designed to meet every condition. Protects 
customer’s machine in your shop and keeps a complete record of 
entire transaction at one writing, including loan agreement. Send 
for sample and prices with instructions 4 using. 


SWALLOW MANUFACTURING CO. 
21 East Van Buren St. Chicage, U. 8S. A. 

























Profitable sellers—in 
two sizes, and colors to 
fit every meed. They 
keep card files alive. 
For mailing lists, credit 
systems, follow-ups, 
and a thousand other 


uses. 


SIGNALS for card files 


Superiority in design, materials, and 
construction builds demand for Graffco 
Signals. Ask also about Graffco VIZ 
Signals and the revolutionary new CEL- 
LUGRAF Signals for visible records. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 














You Can’t Beat the 
RED CAP TWINS 


Correction Type 
Fluid Cleaner 


Here’s two fast moving items that win acclaim 
everywhere. They do the work. They re- 
peat. They are well liked. 

Just a drop of Mimeo Correction Fluid makes 
perfect corrections on all kinds of stencils. 
Mimeo Type Cleaner is the steno’s friend. 
Clean. Easy to apply. Economical. Non- 
Inflammable. 

Fifty cent sellers. Regular dealer discounts. 
Take advantage of this special offer now. 


Mimeo Service Bureau 
ag Type Cleaner 132 Nassau St., New York City 
ey 






With every order of 
three dozen bottles of 
Mimeo Correction 
Fluid we will give you 
one dozen bottles of 


Get Business NOW 


with Auto-typewritten Letters 


They get results ... . ten 
times what processed letters 
produce. They cost only about 
one cent each. Your regular 
typist can produce them in 
connection with her other 
work, inserting names and 
other special information in 
each one. When it costs too 
The Auto-typi.t is pee wee of opersted much to send salesmen, Auto- 
typewriter capable of individually typing as typewritten letters get the or- 
many as(300 repetitive letters a day andre- ders. 

quiring only part of one typist’stimeforinse t- Now is the time to learn about 
ing names and special dates. our rental plan try this 
idea in your business. (Cor- 
—— * ane invited from sales- 
men. 





American Automatic 
Typewriter Co. 
602 No. Carpenter St., Chicago, Ill. 








Specialize on 
your own brand 
ink eradicator 


Special Imprint Ink Eradicator was 
originated over twenty years ago 
by the manufacturers of H. A. Ink 
Eradicator. We have always tried 
to give Quality and a Square Deal 
to all, but we detest unfair price 
competition. American products 
must bring a fair market value. 
Let's all help to reach that goal. 





H. A. INK 
ERADICATOR 
COMPANY 


1545-47 W. Farms Road 
New York, N. Y. 
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ow RADIAL Disrp, 
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Efficient and economical 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





oe" 



















Stanley R.Bristow 
24 Central Ave.West Orange,N. J. 
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Improved 
Lettering 


Pens 


Group your merchandise to build up 
your sales. Paper calls for ink, ink 
for pens, Coit’s Pens for showcard 
colors, etc., before using and hun 
dreds of other stationery items 
afterwards. Use Coit’s Pens and 
sell them—they are profitable both 
ways. Order through your jobber 
or write us for sales trial offer 


The Bridgeport Pen Co. 
239 John St.. Bridgeport. Conn. 























A-U-T-O-M-A-T-!-C 


the fastest vertical file on the market 


the drawer filing operations 


EXPANDS 


automatically 


and error 
chances are 


REDUCED 50% 


9 inches 





AUTOMATIC FILE & INDEX CO. 


General Offices 
629 W. Washington St., CHICAGO, ILL. 





Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 

Ribbons and Carbons is fit- 

tingly exemplified in their 

modern, brilliant, attractive 

packing. 

Proof and full information 
on request 


The Codo Manufacturing Corp. 
New York Coraopolis, Penna. Chicago 














MARTENS 


TYPE CLEANER 


Typists like the way Martens, 
with the exclusive patented ap- 
plicator, cleans type quickly, 
thoroughly and easily without 
soiling hands and clothes. Once 
a typist tries it she always comes 
back for more. That means re- 
In bvery peat business. Retail price 50 


Bottle 
cents. 
FREE! 
INTRODUCTORY OFFER 


Write for it and our liberal dis- 
count schedule. 














MARTENS 
TYPE CLEANER CO. 
120 E. 28th St., 

New York, N. Y. 
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MACHINE — 
Fills Every Customer’s Needs 
Machine Company 


Brooklyn, N.Y.,U.S.A 1 2 oO 4 5) 





American Numbering 





Chicago Los Angeles Fac-Simile Impression 


























The Fulton man says 


Unusual problems in rub- 
ber type, stamping inks, 
daters, stamps and stamp 
pads, are solved by us 
daily. The solution will 
be PROFIT for you, SERV- 
ICE for your customer. 
_ Write us. 


FULTON 
SPECIALTY 
COMPANY 
Elizabeth 

N. J. 


LILI IIIT 








M © A New York City 
This business is YOURS! git? OES co. 
Pittsburgh 
A : The Chatfield & 
LMOST every customer } se ae 
uses cards; and if you make a bid for), cpatield Paper Co. 


the business, it’s a ten-to-one chance Detroit 
you'll get it. For business cards come a 


to mind in the same thought with 
office supplies. 





Baltimore 
The Barton, Duer & 


Washington, D. C. 
Koch Paper Co. 


Ask any paper merchant here how Grand Rapids 
to build a repeating business with — Carpenter Paper Co 
Wiggins Compact Binders and Book Houston | 
+ 7 L. 8S. Bosworth Co., Inc. 
Form Cards. 


Toledo, Dayton, 
Columbus, Cleveland 
The JOHN B. WIGGINS COMPANY The Central Ohio 
(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 


Paper Company 
Wissins 
BOOK FORM CARDS COMPACT BINDERS <A 
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Standard 
Brass! 


ee 


ne A Nickel 
Finish! 


Be No | 


“TSP e FASTENERS 


The guide to quality in paper 
clips. Low cost and first quality 
built up a demand. Specify “Tip 
Tops.” Your Jobber can supply 
you. 


TIP TOP MFG. CO., Inc. 
SYRACUSE, N. Y. 


Canadian Agents, Brown Bros., Ltd., Toronto 
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For Safely 

Stored, Easily 
Found Records— 
Recommend F. B. 
Loose Leaf Holders 





They add so much to the value of stored records in 
safety and accessibility. Can be adjusted to all sizes 
of sheets and distance between punch centers—ca- 
pacity can be regulated by interchangeable posts. 
And they cost so littl—$3.50 per dozen sets list 
f.o.b., New York. Sample and details on request. 


F. B. MANUFACTURING CO. 
1228 Intervale Avenue New York, N. Y. 
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1 The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


LY 


LEVER SEALS 


9999292975252 525252 52525r oo 
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POCKET SEALS 


SPECIMEN IMPRESSION 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Se 


_—————“_“—<— = = ae a 
_ ee 

















| MEYER & WENTHE - CHICAGO 
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How's your stock of 


OAKVILLE 
— 2 GEM CLIPS? 


The highest quality gem clips on the market. They 
give you a higher profit margin! Keep customers satis- 
fied ... and bring them back for more! 

Oakville-American Pin Division 


Scovill Manufacturing Company 
Waterbury Connecticut 


UTILITY GIFTS OF METAL 


Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. 


Chicago New York San Francisco 


OAKVILLE 
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STURGIS 


POSTURE CHAIRS 
PROVIDE 
EASY, QUICK, POSITIVE 
ADJUSTMENTS 
Without the Use of Tools 
“A MODEL FOR EVERY PURPOSE” 
Write for Particulars 


Sturgis Posture Chair Co. 
STURGIS, MICH. 


Manufecturers of the 
Famous STURGIS All-Metal Stands 




















A big league repeater 


Many dealers selling a gross or more of 
Clarotype each year ordered their first 
dozen through one of these small advertise- 
ments. Today more than 3500 dealers stock 
Clarotype and are making increasing profits 


— “ako 









dern type 
This modern type cleaner does its 
work so quickly and efficiently that 
once a stenographer uses Clarotype she 
will never be without it. 
You will find few specialties that can 


beat Clarotype for repeat sales. Write 
us for further information or order 
your first dozen either direct or 
through your jobber. The Clarotype 
ere Inc., 16-H Hudson St., New York 
ity. 








No Large Brass 
Joint to Tear Nickel Plated 


Paper FIVE SIZES 
Inside Diameters 


Open Easily, 
Close . 
Securely 





For loose leaf books, binding reports, blueprints, etc. 
Write for —y~ EERS Loose Leaf Metals 


on our line of 


The E. W. Carpenter Mfg. Ce. 








Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above 
THE AZORA THE 


AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 
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SENECA 


& PENCILS 





A BETTER Pencil 


for dealers interested in PROFITS 
as well as QUALITY. Ask for 


Samples. 


Mohican Pencil Company 


(Formerly United States Pencil Co.) MANUFACTURERS 
PHILADELPHIA PENNSYLVANIA 


CLIP-ON 


EVER-FAST FASTENERS 





Service Stationers sell CLIP-ONS 
—the serviceable paper fastener 


CLIP-ONS fasten by mere pressure 
of the fingers, and make per- 
manent fastening by just bending 
down the prong. Can be used 
temporarily over and over again 

a most serviceable and economical 
fastener. Three sizes provide for 
practically every paper fastening 
need. Packed 100 to the box, ten 
boxes to the carton. 

Show them in every stationery 
display. both in containers and in 
use. Greater sales will result, at 
less investment. Write for samples 
and prices. 


Clip-On Corporation @ F 


OSWEGO, N. Y. o 


a 
& 

© 
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SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 








Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it 
ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 
Buffalo, N. Y. 


35 N. Division St. 

















300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 South Dearbern Street 


Chicago, Il. 
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service is available. 
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These fine Indiana Desks are 
matched in a group of office 


: N : AS : 
chaire made by the New Indiana Write for our exclusive dealer plan. 
Chair Company, and pool car 
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Announcing 


A NEW 
INDIANA 
DESK 


NO. 2413 


This attractive high grade Indiana Desk is made in full quartered 
oak and carefully selected American black walnut veneers. It is one 
of a series of several sizes and types—roll top, flat top, typewriter, with 
tables and costumer to match. Its outstanding characteristics are 
beautiful simplicity, perfect proportion, sturdy construction, well 
matched veneers, clean cabinet work and finish. It is the first of a 
new line we are introducing to the trade. Watch our announcement 
in Office Appliances each month for a new number. 





INDIANA DESK COMPANY 


JASPER, INDIANA 














ee 
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COnns eETEr 


mm. 2m; 


561 GRAND AVE. 








PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE— 

always has been. Our line is STRICTLY A DEALER’S 

LINE—Inked ribbons—Carbon papers—Roll carbons—Honest 

Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE pol’cy 
merits their confidence and have found it insures their PROTEC- 


“The Complete Line” TION. 


Stationers and Specialists in Ribbons and Carbons, deal with Storms. 


The best insurance for your independence. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
BROOKLYN, N. Y. 








OFFICE APPLIANCES 


ROYAL presents © 


* 
fen QuesfiOns wuicu Every TYPEWRITER 
DEALER SHOULD BE ABLE TO ANSWER INSTANTLY 


@ Following the example of various of the popular magazines, the Royal Typewriter 
Company has prepared a list of questions for the readers of this publication. They are 
simple, easy to answer. Draw from your own experience, or consult the Royal announce- 
ment which appeared last month. And, anyway, we publish the answers herewith. 
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1 Which typewriter company produces the portable typewriter which has steadily 
increased in popularity for more than 6 years? 


2 Which typewriter company maintains a definite policy in dealer service and 


cooperation—even against changing business conditions? 


3 The sales executives of which company still manage and direct, seasoned by 


nearly seven years’ experience in the merchandising of portable typewriters? 


BSS 


Who maintains complete dealer servicing in all principal cities, combining it 


with efficient quick-action home office supervision? 
What percentage of Royal Portable sales are through dealers? Direct to the user? 
How long has Royal’s policy of dealer promotion and protection been in force? 


Which typewriter company has always been foremost in portable advertising? 


oN O WU 


The advertising expenditure of which manufacturer exceeds all others? Which 


company’s national advertising, last year, represented 75% of the total for the 
entire industry? 


Which manufacturer always leadsin new, exclusive, easily merchandised features? 


0 


10 A complete line of three home-sized typewriters is featured by what manufac- 


turer? Give the names of models. What is the price of each? 


answers * 1, 2, 3, 4, Royal Typewriter Company. 5. Practically all—98% and more. Less than 


2% sold direct to users. 6. Since 1927. 7, 8, 9. Royal Typewriter Company. 10. Royal Typewriter Company. Models: 
Royal Signet, Royal Signet - Senior, Improved 1933 Royal Portable. Prices: $29.50, $37, $60 respectively. 


@ Link to Leadership! Rely on Royal for 


Increased Profits . .. and a Square Deal! 
Stock and handle Royal exclusively. 


Royal Typewriter Company, Inc. 





2 PARK AVENUE, NEW YORK CITY - CANADIAN: 362 NOTRE DAME ST. WEST, MONTREAL 











Does the Work! 














THE NEW 


39 


Complete with: 


15 feot gelatin roll, I 
ounce bottle Hekto 
Ink, Sponge, Samples 
Hekto Bond Paper, 12 
sheets Hekte Carbon 
Paper, | Hekte Cepy 
Pencil, Complete In- 
struction Book. 

















Costs Little! 














Super-Efficiency 


Introducing the most efficient gelatin roll duplicator ever built. Why is 
it efficient? Because it costs little and therefore quickly pays for itself, 
because it does the work at a very low cost of upkeep, because it turns out 
the same quality of work as machines costing much more. It is truly a sign 
of the times. 


Look at the value! Neat pressed steel construction that’s built for years 
of service, attractive walnut finish, paper feed of the latest improved design, 
a complete set of supplies to start the wheels rolling, in fact the type of 
value that usually commands more than $100.00 at only $39.50. 


The copying procedure on the Super-Efficiency is so simple that any child 
can easily learn to operate it and produce quality work. There is no type 
to set, no carbon paper to pack, no stencil to cut for this duplicator. Simply 
write, type or draw the first copy just as you would ordinarily do, substitut- 
ing special copying inks or typewriter ribbons for regular writing materials, 
transfer the original to the gelatin roll and make up to 100 brilliant copies 
in short order. 


It’s just as simple as it sounds. 


The Super-Efficiency prints every copy with photographic accuracy in as 
many as eight different colors at one time if desired. Prints can be made 
on bond or coated papers—tissue or card stock on any size sheet up to 81, 
x 13 inches. Write for further details, we'll be very glad to send them. 


THE HEYER CORPORATION 


901-911 W. Jackson Bivd., Chicago, U. 8S. A. 





VEN THE BARGAIN HUNTER 
WANTS A REAL TYPEWRITER... 












...WITH RIGHT AND 





@ Some of your Portable prospects have 
less money to spend this year. Yet they still 
like to get full value for their money. They 
don’t expect more...but they won't take less. 

They want a real typewriter, first and 
foremost. Low priced, certainly, but a ma- 
chine that will do their typing job the way 
they’re accustomed to and the way they 
want it done...in capitals and small letters. 
Such a machine as the Underwood Junior 
Portable is, with a full keyboard of 42 keys, 
writing 84 characters, and shift keys for 
both left and right hands. 

A portable in which light weight and low 


LEFT HAND SHIFT KEYS... 





price entail no sacrifice of mechanical per- 


fection, no loss of easy operation, no skimp- 
ing on those qualities which mean long 
wear...They’re looking for a bargain that 
will still be a bargain years after it is paid 
for.Offer them one...with the Junior Portable. 

Dealers who sell the Underwood Junior 
Portable are also selling the Standard Port- 
able at $60, the Noiseless Portable at the 
new low price of $69.50, and the Noiseless 
77 with adjustable tabulator at $75.00. Write 
to Underwood Headquarters if you are in- 
terested in improving conditions in your 
Portable department. 











Typewriter Division 


UNDERWOOD ELLIOTT 
FISHER COMPANY 


Typewriters: Accounting Machines - Adding Machines 


342 MADISON AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 


UNDERWOOD 
PORTABLE 


| 
¢ 
I 





